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(©server 


Linux  - ready  with  self-managing  features  for  every  e-business. 


Intel^based  /  xSeries™ 

It’s  an  affordable  and  powerful 
combination  of  mainframe- 
inspired  reliability  and  smart 
systems  management  tools. 


UNIX®  /  pSeries™ 

Highly  available,  highly  affordable 
and  highly  coveted.  The  pSeries  is 
the  platform  of  choice  for  powerful 
UNIX  and  Linux  solutions. 


Midrange  /  iSeries™ 

Brings  easy-to-depioy,  plug  and 
play  e-business  to  your  business. 
Sophisticated  technology  that’s 
easy  to  manage  and  Linux  ready. 


Mainframe  /  zSeries™ 

Maximum  reliability,  maximum  power, 
maximum  flexibility.  Designed  for  up  to 
99.999%  uptime1  to  handle  the 
demands  of  today’s  e-businesses. 


Winning  through  server  consolidation.  Winnebago  Industries  lives  by  its  e-mail  system.  By  consolidating  its 
functions  onto  one  IBM  (©server  zSeries  running  Linux,  the  company  created  an  industrial-strength  e-mail 
system,  and  saved  on  software  licensing  fees  in  the  process.  For  a  complimentary  guide  on  server  consolidation, 
visit  ibm.com/eserver/winnebago  it  fa  T*C  H><f  H  " 


'Requires  Parallel  Sysplex’  environment.  All  numbers  and  results  reported  are  from  customer  sources.  This  customer  example  is  intended  as  an  illustration  only.  Costs  and  results  obtained  in  other  customer  environments  will  vary  depending, 
among  other  things,  on  individual  customer  configurations  and  conditions.  IBM,  the  e-business  logo,  e-business  is  the  game.  Play  to  win,  iSeries,  pSeries,  xSeries,  zSeries  and  Parallel  Sysplex  are  trademarks  or  registered  trademarks  of 
International  Business  Machines  Corporation.  Linux  is  a  registered  trademark  of  Linus  Ton/aids.  Intel  is  a  registered  trademark  of  Intel  Corporation  or  its  subsidiaries  in  the  United  States  and  other  countnes  UNIX  is  a  registered  trademark  of 
The  Open  Group.  Other  company,  product  and  service  names  may  be  trademarks  or  service  marks  of  others.  ©  2002  IBM  Corporation.  All  rights  reserved. 


TURN  YOUR  SALES  FORCE 


INTO  AN  AIR  FORCE. 


Today's  road  warriors  have  a  new  strategy.  They’re  taking  to  the  air.  Case  in  point:  our  subsidiary  Wireless  Knowledge  delivered 
a  strategic  solution  to  AXA  Distributors,  the  premier  wholesale  arm  of  AXA  Financial.  This  customized  tool  offered  mobile  access 
to  their  essential  SFA  application,  while  linking  directly  to  their  server  database.  Now,  their  sales  force  is  just  as  powerful  away 
from  the  office  as  in  it.  To  learn  how  wireless  data  can  help  your  sales  team  take  flight,  visit  www.qualcomm.com/enterprise. 
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News 


7  Microsoft  to  offer  stand-alone  Active  Directory. 
7  Users  extol  virtues  of  route  science  wares. 

7  ID  standards  under  close  inspection. 

10  Symantec  buys  three  security  firms. 

10  Caching  shake-up  at  Inktomi. 

12  WorldCom  reportedly  near  filing  for  bankruptcy. 
12  Avaya  unveils  new  IP  phones. 

14  Vendors  pursue  wireless  gold  at  end  of  Rainbow. 
16  EMC,  HP  work  together  on  storage  management. 
19  Security  vendor  remakes  itself 
19  FalconStor  bolsters  storage  back-up  system. 


Infrastructure 

■  21  VMware  pumps  up  server 
partitioning  software. 

■  21  SomcWall  VPN  router  backs 
up  dedicated  links. 

■  21  Asante  offers  fiber-based 
LAN  gear. 

■  22  Kevin  Tolly:  Meltdown's 
silver  lining:  Exasperated  innovation. 

Net.Worker 

■  25  Health  First's  prescription  for 
telework. 

Enterprise 

Applications 

■  27  Managing  Web  services. 

■  27  Shavlik  taking  patch  manage¬ 
ment  a  step  further. 

■  28  Microsoft  talks  customer 
relationship  management. 

■  28  Scott  Bradner:  You  do 

not  have  to  lose  money. 

Service  Providers 

■  29  Internet  gaining  new  "spon¬ 
sored"  participants. 

■  29  Sprint  cuts  back  DSL 
offerings. 

■  32  Lisa  Pierce:  How 

WorldCom  can  now  set  a  good 
example. 


Visual  Communicator 
lets  you  create  your 
own  newscast  See  Cool 
Tools  for  more  info  on 
page  36. 


The  Edge 


■  33  Laurel  goes  to  the  edge 
for  fun. 

Technology  Update 

■  35  Lighting  up  the  last  mile  with 
optics. 

■  35  Steve  Blass:  Ask  Dr 

Internet. 

■  36  Mark  Gibbs:  Closing  our 
traps  (and  messages). 

■  36  Keith  Shaw:  Create 
video  magic  from  your  desktop. 

Opinions 

■  38  Editorial:  Call  for  entries. 

■  39  Brad  Chen:  The  30-sec¬ 
ond  rule. 

■  39  Howard  Anderson: 

Come  home,  Mike  Armstrong. 

■  90  Backspin:  Picturing  a 
chindogu. 

■  90  'Net  Buzz:  What  is  it 
about  e-mail  that  brings  out  the 
worst  in  some  people? 
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•  Our  annual  salary  survey 
shows  network  executives' 
pay  climbed  4.7%. 

•  Our  annual  Top  Concerns 
survey  reveals  rising  anxiety 
over  project  budgets,  disaster 
recovery  and  your  career. 

•  Skydiving,  firefighting,  snow-  ■ 
boarding  —  these  daredevil 
activities  aren't  just  hobbies  for 
three  network  professionals,  They 
teach  valuable  lessons  for  the  job. 
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Interactive 


Salary  calculator:  Are  you  being  paid  what 
you're  worth? 

Give  us  some  details  about  yourself,  and  well  tell  you  if  you  make  as 
much  as  your  peers  using  data  collected  from  the  2002  Network 
World  Salary  Survey. 

DocFinder:  1338 

Forum:  Palladium  panic 

Does  Microsoft's  identity  management  project  make  you  nervous?  Will 
it  really  increase  security  or  create  a  Microsoft  stranglehold  on  PCs? 

DocFinder  1339 

Gall  for  entries:  User  Excellence  Award 

Take  a  shot  at  winning  our  18th  annual  User  Excellence  Award  compe¬ 
tition  for  your  latest  and  greatest  network  project.  Fill  out  our  online 
nomination  form. 

DocFinder  1234 

Seminars  and  Events 


Columnists 


VoIP  training  comes  to  you! 

Looking  for  a  cost-effective  way  to  train  your  team?  Trying  to  widen  your 
department's  skill  set  on  a  shrinking  budget?  With  equipment  provided  by 
Avaya,  NetSmart's  on-site  voice-over-IP  training  is  the  perfect  way  to 
educate  your  staff  without  leaving  the  office. 

DocFinder  9945 


Compendium 

Putting  his  money  where  his  blog  is 
Fusion  Executive  Editor  Adam  Gaffin  introduces  you  to  Phil 
Windley,  CIO  for  the  state  of  Utah.  See  why  Windley  thinks 
blogging  is  a  productivity  tool  and  will  buy  software  for  all 
his  staff. 

DocFinder  1340 
Help  Desk 

Border  Manager  help 

Columnist  Ron  Nutter  helps  a  user  with  a  variety  of  Border 
Manager  problems. 

DocFinder  1341 

SOHO  Tech 

Every  file  in  its  place 

Columnist  James  Gaskin  reviews  AskSam4,  a  free-form 
database  application  for  managing  large  data  stores. 

DocFinder  1342 

View  from  The  Edge 

Roller  coaster 

Two  research  firms  expect  the  market  for  routers  and 
switches  to  grow  significantly  between  2002  and  2006. 

DocFinder  1343 


■  CONTACT  US  Network  World,  118Turnpike  Road,  Southborough, 
MA  01772;  Phone:  (508)  460-3333;  Fax:  (508)  490-6438; 

E-mail:  nwnews@nww.com;  STAFF:  See  the  masthead  on  page  12 
for  more  contact  information.  REPRINTS:  (717)  399-1900 
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What  is  DocFinder? 

We’ve  made  it  easy  to  access  articles  and 
resources  online.  Simply  enter  the  four-digit 
DocFinder  number  in  the  search  box  on  the 
home  page,  and  you'll  jump  directly  to  the 
requested  information. 


Does  remote  access  make  you  feel  exposed?  With  Fiberlink,  you're  covered. 

Mobile  executives.  Telecommuters.  Branch  offices.  All  tapping  into  your  network's  mission-critical  applications  and  data. 

How  can  you  be  sure  you  have  the  enterprise-class  security  you  need?  •  Only  Fiberlink  delivers  a  level  of  integrated  security, 
access  and  management  that  optimizes  remote  access  —  anytime,  anywhere.  The  confidence  of  policy-enabled  remote  access, 
with  integrated  authentication,  intrusion  detection,  VPN,  distributed  firewall  and  virus  protection.  And  robust  tools  that  give 
end-users  easy  access  and  administrators  fewer  headaches.  •  It's  no  wonder  that  leading  industry  analysts  recommend 
Fiberlink  to  their  clients.  Did  we  also  mention  that  our  customers  typically  reduce  their  costs  by  as  much  as  80%? 


Fibertink  Global  Remote:  for  mobile  professionals  I  Fiberlink  Secure  Broadband:  for  telecommuters  I  Fiberlink  Global  Connect:  for  branch  offices 


Learn  more  at  .vww.fiberlink.com  or  call  1-800-LINKNOW  today.  Before  you  catch  something. 


Fiberlink 


i 


p  I  see  England.  I  see  France.  I  see  your  company's  underpants. 
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Microsoft  to  offer  stand-alone  Active  Directory 


■  BY  JOHN  FONTANA 

SAN  FRANCISCO  —  Microsoft 
has  made  a  dramatic  change  in 
its  Active  Directory  strategy,  say¬ 
ing  it  will  ship  a  stand-alone  ver¬ 
sion  of  the  software  separated 
from  the  operating  system  that 
finally  provides  network  execu¬ 
tives  with  a  directory  for  Web- 
based  applications. 

At  Burton  Group’s  Catalyst 
Conference  last  week  the  com¬ 
pany  laid  out  a  road  map  for 
Active  Directory  including  a  ver¬ 
sion  called  Application  Mode,  a 
pure  Lightweight  Directory 
Access  Protocol  (LDAP)-based 
directory  to  support  Web  applica¬ 
tions.  Application  Mode  will  be 
an  option  to  the  standard  full 


install  of  Active  Directory  tied 
closely  with  Windows. 

“It’s  about  time,”  says  Tom 
Gaylord,  CIO  for  the  University  of 
Akron  in  Ohio.  “There  is  great 
potential  and  obvious  benefits  for 
decoupling  the  directory  It  can 
greatly  simplify  your  architecture.” 

The  company  also  says  conver¬ 
gence  of  its  directory  and  data¬ 
base  is  inevitable  as  it  tries  to  cre¬ 
ate  a  universal  data  store  and  that 
it  will  ship  Microsoft  Meta¬ 
directory  Services  (MMS)  3.0 
early  next  year  as  the  first  step  in 
that  convergence.  Microsoft  says  it 
hopes  the  convergence  will  allow 
for  more  sophisticated  data-dri¬ 
ven  applications,  especially  those 
built  using  Web  services. 

Application  Mode  gives  network 


executives  the  flexibility  to  deploy 
the  directory  without  having  to 
set  up  an  entire  Windows.Net 
Server  operating  system  environ¬ 
ment,  install  it  on  a  domain  con¬ 
troller  and  activate  services  such 
as  Kerberos,  Domain  Name  or 
public-key  infrastructure. 

It  also  means  users  don’t  have  to 
include  Application  Mode  direc¬ 
tories  in  their  normal  replication 
architecture  or  share  the  direc¬ 
tory  schema,  the  language  that 
defines  the  directory,  with  other 
copies  of  Active  Directory 

“What  they  are  doing  is  making 
it  easier  to  use  Active  Directory  in 
an  ebusiness  role  without  having 
all  the  baggage  of  the  network 
operating  system,”  says  Jamie 
See  Microsoft,  page  18 


Directory  market 


•.\v> 


Microsoft’s  Active  Directory  leads  the  overall  directory 
market,  but  it  is  still  looking  to  gain  credibility  as  a 
general-purpose  directory  as  opposed  to  a  network 
operating  system  directory. 


Sun  ONE  Directory  Server 

8%  - — — . 


Other 

21% 


Novell  eDirectory 

28% - 


Active  Directory 

-  43% 
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Users  find  a  smarter  way  to  route 


Taking  a  better  route 


Route  control  vendors  use  different  techniques  to  influence 
decisions  on  which  is  the  fastest  or  least  expensive  path  for 
data  to  travel  though  a  network. 

ISP  A:  100M  sec  for  10/byte 
ISP  B:  200M  sec  for  5C/byte 


si  a 


Route  control  device 


ISP  A 


Router 


ISP  B 


Router 


Route  control  device 


•  Vendors  such  as  RouteScience  determine  the  best  route  among  multiple 
service  providers  by  reading  network  statistics  and  packet  loss  via  a  GIF 
file  sent  over  links  to  user  endpoints. 

•  Others  such  as  NetVmg  look  at  actual  traffic  to  determine  delays,  lost 
packets  or  jitter. 


■  BY  TIM  GREENE 

Basing  your  business  on  the 
speed  and  reliability  of  the 
Internet  can  be  scary. 

Consider  EMC,  the  storage  ven¬ 
dor  that  also  runs  a  hosting  busi¬ 
ness.  It  hasT-3  links  to  three  ISPs 
for  reliability,  but  never  could  be 
certain  that  the  router  protocol 
determining  which  route  to  take 
was  picking  the  fastest  path. This 
situation  made  the  company 
worry  it  might  lose  customers  if 
any  of  its  ISP  connections 
became  too  congested. 

But  EMC  has  found  a  way 
around  the 
problem  by  sign¬ 
ing  on  for  a  new 
service  from 

S  o  c  k  e  y  e 
Networks,  a  start¬ 
up  that  uses  the  nascent  tech¬ 
nology  called  route  control  to 
improve  Internet  connections. 
Sockeye  is  among  a  handful  of 
companies  —  including 
RouteScience  Technologies,  Net¬ 
Vmg,  Opnix,  Proficient  Networks 
and  Radware  —  that  offer  route 
control.  These  companies  use 
intelligent  routing  techniques  to 
pick  the  most  responsive  and 
least  expensive  Internet  path  on- 


the-fly  for  users  who  have  multi¬ 
ple  ISPs. 

Some  service  providers  are 
starting  to  incorporate  route- 
control  equipment  in  their  net¬ 
works.  For  example,  Internap 
developed  its  own  route-con¬ 
trol  gear,  and  Equinix  uses  Net¬ 
Vmg  products.  Typically,  at  a 
customer  site  with  multiple  ISP 
connections  —  a  configuration 
called  multihoming  —  the 
Internet  router  or  routers  pick 
which  ISP  to  use  based  on  Bor¬ 
der  Gateway  Protocol  (BGP), 
which  decides  routes  based  on 
which  link  requires  the  fewest 
hops.  That 
BGP 
assess¬ 
ment 
does  not 
always 
choose  the  fastest  link,  nor  does 
it  consider  which  ISP  costs  less. 

Route-control  software,  on  the 
other  hand,  weighs  these  fac¬ 
tors.  A  server  appliance  pre- 
loaded  with  route-control  soft¬ 
ware  is  installed  behind  the  fire¬ 
wall  at  a  multihomed  site  as  a 
peer  to  the  Internet  routers. 

The  appliance  tests  to  deter¬ 
mine  how  well  each  available 
ISP  is  performing  and  picks  the 


best  route  based  on  that  perfor¬ 
mance,  but  also  by  factoring  in 
how  much  it  costs  to  use  each 
route.  Because  it  is  a  routing 
peer,  the  device  can  change  the 
Internet  routers’  tables  using 
BGP  so  the  routers  direct  traffic 
to  the  best  ISP 

This  resolves  congestion  con¬ 
cerns  before  they  become  a 
nightmare  for  EMC  and  its  host¬ 
ing  customers,  says  Christopher 
Cook,  network  operations  man¬ 
ager  at  EMC.“If  the  end  user  ran 
into  a  problem  with  our  site, 
they  wouldn’t  call  us;  they’d  call 
their  own  help  desk.  That  might 


eventually  trickle  in  to  us. 

“After  an  hour  or  so  doing  net¬ 
work  traces,  we’d  find  a  problem 
with  an  Internet  provider  — 
either  theirs  or  ours,”  Cook  says. 
“Occasionally  an  outage  would 
last  long  enough  to  figure  out  that 
was  the  problem,  but  not  long 
enough  to  do  something  about  it. 
It’s  too  much  effort  to  change 
[routing]  tables  manually  in 
time.” 

With  Sockeye’s  service  in  place 
since  May,  EMC  has  received  no 
customer  complaints  about  per¬ 
formance  dips,  he  says. 

See  Route  control,  page  16 


Users  waty 
of  ID  mgrnt 
complexity 

Network  executives  take  a 
look  at  access  standards. 

■  BY  JOHN  FONTANA 

SAN  FRANCISCO  —  Network 
executives  say  they  understand 
the  benefits  of  building  infra¬ 
structure  to  centralize  the  man¬ 
agement  of  users  and  access 
privileges  but  worry  it  will  be  a 
slow  and  painful  process,  espe¬ 
cially  when  it  comes  to  includ¬ 
ing  business  partners. 

Identity  and  access  manage¬ 
ment  were  the  main  topics  at 
last  week’s  Burton  Group  con¬ 
ference,  which  was  a  hotbed  of 
activity  among  vendors  eager 
to  show  their  support  for  emerg¬ 
ing  standards  such  as  the 
Security  Assertion  Markup  Lan¬ 
guage  (SAML)  (see  www.nw 
fusion.com,  DocFinder:  1344). 

Network  executives  at  the 
annual  conference  said  having 
a  standardized  identity  and 
access  management  infrastruc¬ 
ture  promises  many  rewards. 
These  include  better  overall 
See  Access,  page  18 
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company  announced  a  restructuring  plan  aimed  at  trimming  operating  costs  by  at  least 
30%  by  year-end.  Layoffs  are  part  of  the  cost-cutting  plan.  In  addition,  i2  will  move  more 
software  development  work  to  India,  migrate  its  software  to  more  standard  modules  and 
work  to  reduce  product  overlap,  executives  say 

Search  engine  companies  find  each  other 

■  Internet  search  engine  companies  Google  and  Ask  Jeeves  have  partnered  to  provide 
Googles  paid  listings  on  Ask  Jeeves’  Web  sites.The  deal  is  expected  to  generate  $100  mil¬ 
lion  during  the  next  three  years  for  Ask  Jeeves  and  Google,  the  companies  say  Beginning 


■  Tht  Good  heBad  leUgly 


Bill  gives  police  wider  e-mail  access 

■  The  U.S.  House  of  Representatives  last  week 
passed  a  bill  that  would  let  ISPs  reveal  the  content  of 
stored  e-mail  and  other  electronic  communications 
to  law  enforcement  agencies  without  requiring  a 
court  order  but  simply  “probable  cause.”  Law 
enforcement  agencies  also  would  be  allowed  to  use 
“trap  and  trace”  electronic  surveillance  in  situations 
deemed  to  pose  a  threat  to  national  security  without 
first  having  to  obtain  court  orders.  The  Cyber 
Security  Enhancement  Act  of  2002  also  would  bring 
harsher  punishment  to  those  who  perpetrate  cyber¬ 
attacks,  with  sentences  ranging  from  20  years  to  life 
if  bodily  harm  or  death  results  from  a  cyberattack. 

C&W  names  new  U.S.  GEO 

■  Simon  Cunningham,  CEO  of  Cable  &  Wireless  Japan/Asia,  will  take 
over  as  CEO  of  the  telecommunication  firms  IP  and  data  business  in 
the  U.S.  Cunningham  will  replace  Bill  Austin,  former  CFO  of  Exodus 
Communications,  who  helped  integrate  Exodus’ assets  into  the  C&W 
business.  Austin  joined  Exodus  in  July  2001  and  led  the  restructuring 
and  ultimate  sale  of  Exodus  to  C&W  in  February  Cunningham  will 
take  the  reins  of  the  division  —  which  includes  Web  hosting  and  con¬ 
tent  delivery  services  —  when  Austin  departs  in  August.  Cunningham 
has  led  C&W’s  Asian  operations  since  1999  and  helped  steer  the  busi¬ 
ness  as  it  grew  from  being  an  international  voice  telephony  operation 
to  one  delivering  a  range  of  communications  services  to  business  cus¬ 
tomers.  He  was  at  the  helm  as  C&W  integrated  the  assets  of  Exodus, 
Digital  Island  and  PSINet  Japan  during  the  past  year. 

Software  maker  i2  plans  massive  layoffs 


Yahoo  cleans  up  its  act  Yahoo 

users  of  its  Web-based  e-mail  service  from  malicious  scripts  embedded 
in  HTML-format  messages.  Yahoo  had  been 
certain  words  or  word  fragments  that  could 
help  trigger  malicious  scripts  based  on 
JavaScript.  The  problem  was  that  Yahoo’s 
replacements  could  make  for  nonsensical 
terms  in  documents,  such  as  with  the 
replacement  of  the  "eval"  in  "Medieval"  with 
the  word  "review"  to  result  in  the  nonword, 

"Medireview." 

You're  stuck  for  now.  Even  though 

a  third  of  the  130  million-plus  Americans  who 
subscribe  to  wireless  phone  services  change 
each  year,  the  Federal  Communications  Commission 
ruled  last  week  that  such  subscribers  won't 
option  of  keeping  their  phone  numbers  when  they  switch 
until  the  end  of  next  year.  This  is  the  third 
has  pushed  out  the  deadline,  bowing  to  established 
that  cite  the  high  cost  of  supporting  number 
but  are  probably  more  concerned  about  how  the 
could  benefit  competitors. 

Baring  it  all  .  Sure,  ousted  WorldCom 

Ebbers  and  CFO  Scott  Sullivan  took  The  Fifth _ _ 

by  Congress  about  their  role  in  the  carrier's  accounting  scandal.  ’  ‘ 

But  leave  it  to  Playboy  magazine  to  try  to  get  at  the  naked  truth. 

Fresh  off  its  "Women  of  Enron"  pictorial  in  August,  the  magazine  has  launched  a 
search  for  "Women  of  WorldCom  and  Arthur  Andersen"  to  pose  for  a  future  issue. 
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■  Supply  chain  software  maker  i2  Technologies  said  Tuesday  that  it 
plans  to  cut  30%  of  its  4,600-employee  workforce  after  an  unprofitable 
quarter  marked  by  declining  software  sales.  12’s  second-quarter  revenue  was  $120  million, 
a  52%  drop  from  the  $249  million  posted  in  the  year-ago  quarter.  Meanwhile,  its  software 
license  revenue  sank  75%  to  $26  million,  from  $106  million  posted  in  the  quarter  one  year 
ago.  Software  license  revenue  also  dropped  56%  over  sequential  quarters;  in  the  first  quar¬ 
ter  of  this  year,  i2  posted  $59  million  in  software  license  revenue.  In  response,  the  Dallas 

The  Web-enabled  Etch  A  Sketch 

No,  we  re  not  talking  about  smoe  Java  simulation.  This  is  a  real,  honest-to-good- 
ness,  shake  it  upside  down  Etch  A  Sketch  that  uses  a  TCP/IP  connection,  some 
stepper  motors,  a  bit  of  C  programming  and  some  rubber  pulleys  to  let  you  make 
designs  from  hundreds,  even  thousands  of  miles  away.  See  www.nwfusion.com, 
DocHnder  1344. 

You  'll  get  plenty’  of  stuff  you  have  to  see  every  day,  even  Monday, 
in  Compendium,  www.nwfusion.com,  DocFinder:  1243. 


in  September,  Google  will  pitch  its  targeted  paid  listings  product  from  its  base  of  advertis¬ 
ers  to  users  of  Ask  Jeeves’  search  sites.  Ask  Jeeves’  agreement  with  Google  replaces  the 
arrangement  it  had  with  Overture  Services,  which  last  April  also  lost  its  contract  with  AOL 
Time  Warner  subsidiary  AOL  to  Google. 

From  Disney  World  to  world  of  spies 

■  Eric  Haseltine,  the  research  chief  at  Walt  Disney’s  Imagineering  division,  which  creates 
Disney’s  theme  park  attractions  and  high-tech  entertainment,  is  leaving  Disney  to  join  the 
National  Security  Agency,  the  country’s  topsecret  spy  outfit.  Haseltine  is  expected  to  lead 
a  research  and  development  team  that  will  work  on  gathering  intelligence  and  breaking 

codes. 

AT&T,  Sun  tout  joint  sales  effort 

■  AT&T  and  Sun  will  sell  Web  site  hosting  and  various  other  related  services  that  will  run 
on  Sun  hardware,  the  companies  announced  last  week.  Both  will  use  their  direct  sales 
forces  and  shared  marketing  campaigns  to  try  to  expand  AT&T’s  Managed  Hosting 
Services  business,  AT&T  says. The  services  included  in  the  deal  are  Web  hosting,  security 
and  network  management,  along  with  ongoing  support. 


To  take  advantage  of  rapidly  evolving  network  services  and  technologies,  it  can  make  good  business  sense 
to  work  with  a  service  provider.  Just  be  sure  to  look  for  the  Cisco  Powered  Network  logo.  Whether  it's  virtual 
private  networks,  managed  security,  managed  Web  hosting,  or  any  number  of  services  that  extend  or  enhance 
your  company's  network,  the  Cisco  Powered  Network  designation  means  peace  of  mind.  You  can  be  confident 
that  your  service  provider  will  deliver  the  highest  standards  of  operational  excellence,  customer  service,  and 
support  -  all  over  an  end-to-end  Cisco  network. To  find  a  provider  that  offers  Cisco  Powered  Network  services 
and  obtain  the  white  paper,  "Strategies  for  Managed  Network  Services,"  visit  cisco.com/go/cpn-services 
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Symantec  buys  three  security  firms 


dftjjW  fcfcManHunt  is  not  just  stronger 

^  than  what  we  had,  but  [also  than] 

what  our  competitors  had.  9  9 

John  Thomposn 

CEO,  Symantec 


■  BY  ELLEN  MESSMER 

CUPERTINO,  CALIF  —  Last 
week's  buying  binge  by  Symantec 
netted  the  company  three  more 
security  firms  —  Recourse 
Technologies,  Riptech  and  Secur- 
ityFocus  —  that  will  provide  criti¬ 
cal  core  technologies  and  hun¬ 
dreds  of  new  customers. 

The  deals  also  might  bring  con¬ 
fusion  for  existing  customers  as 
Symantec  goes  about  integrating 
the  acquisitions  into  its  product 
lineup. 

Symantec  is  buying  Recourse 
for  $135  million  to  gain  its 
ManHunt  intrusion-detection  sys¬ 
tem  (IDS).  About  150  customers, 
including  Ingram-Micro  and  the 
U.S.  Department  of  Energy,  use 
ManHunt  to  spot  network-based 
attacks.  ManHunt  primarily  uses 
what  is  called  anomaly  detection 
—  flagging  unusual  or  suspicious 
events  —  rather  than  IDS  signa¬ 
tures  that  have  to  be  constantly 
updated.  Symantec  intends  to 
phase  out  its  own  network-based 
IDS,  NetProwler,  which  has  failed 
to  win  market  share  or  perform 
well  in  IDS  tests, such  as  those  The 
NSS  Group  conducted  last  De¬ 


cember  in  England. 

NetProwler  has  been  the  “one 
disappointment”  in  Symantec’s 
product  line, Symantec  CEO  John 
Thompson  said  last  week  as  the 
company  reported  record  quar¬ 
terly  earnings  of  $316  million,  up 
39%  from  the  same  quarter  a  year 
ago. 

“ManHunt  is  not  just  stronger 
than  what  we  had, but  [also  than] 
what  our  competitors  had”  in  net- 
work-based  IDS,  Thompson  said. 
The  company  continues  to  have 
confidence  in  its  host-based  IDS 
called  Intruder  Alert,  he  said. 

In  phasing  out  NetProwler  in 
favor  of  ManHunt,  Symantec  is 
redrawing  its  product  road  map 
in  a  way  that  customers  might 
find  confusing. 

Last  May  Symantec  shipped 
Gateway  Security  an  appliance 
that  combines  firewall/VPN, 
antivirus  detection  and  IDS  in 
one  box.  Symantec  says  it  hasn’t 
decided  whether  to  drop  the 
NetProwler  technology  from 
Gateway  Security  and  substitute 
ManHunt.  However,  Symantec 
will  drop  plans  for  a  NetProwler 
IDS  appliance,  executive  vice 
president  Gail  Hamilton  says. 


“We’ll  be  replacing  and  upgrad¬ 
ing  NetProwler  pretty  soon, 
migrating  customers  to  Man- 
Hunt,”  Hamilton  says. 

Symantec  also  will  alter  plans 
for  host-based  Intruder  Alert  4.0 
that  had  called  for  merging  some 
NetProwler  network-based  detec¬ 
tion  into  the  product  later  this 
year.  Instead,  there  will  be  an 
effort  to  combine  ManHunt  and 
Intruder  Alert  in  some  fashion. 

“These  acquisitions  by  Sym¬ 
antec  plug  some  very  strategic 
gaps  for  them,”  says  Pete  Lind- 
strom,  an  analyst  with  Hurwitz 
Group.  “They  were  being  chal¬ 
lenged  in  the  R&D  department.” 

Symantec  is  paying  $145  mil¬ 
lion  for  managed  security  ser¬ 
vices  provider  Riptech  to  gain  its 


Calterian  monitoring  system, 
which  can  collect  input  from  fire¬ 
walls  and  IDSes  made  by  differ¬ 
ent  vendors.  Riptech  has  500  cus¬ 
tomers. 

Symantec  will  use  Riptech’s 
security  monitoring  system  in  its 
San  Antonio  security  operations 
center  and  new  centers  it  is  open¬ 
ing  in  England  and  Germany 

The  purchase  of  SecurityFocus 
for  $75  million  brings  Symantec  a 
service  bureau  providing  security 
alerts  on  new  threats  and  analysis 
that’s  expected  to  augment 
Symantec’s  efforts,  which  are 
mainly  centered  on  antivirus 
response. SecurityFocus  also  runs 
the  popular  BugTraq  mailing  list. 

The  three  deals  come  on  the 
heels  of  another  important 


acquisition  by  Symantec  just  a 
few  weeks  ago.  Symantec  pur¬ 
chased  Mountain  Wave  for  $20 
million  to  gain  its  CyberWolf 
security  management  system. 
But  that  purchase  also  is  caus¬ 
ing  detours  on  Symantec’s  prod¬ 
uct  road  map. 

To  meet  commitments  Mount¬ 
ain  Wave  made,  Symantec  this 
November  will  offer  a  second 
version  of  CyberWolf,  but  it  will 
be  sold  only  to  customers  who 
bought  CyberWolf  1.0.  At  the 
same  time,  Symantec  still 
intends  to  offer  its  previously 
planned  security  information 
management  product,  called 
Symantec  Security  Management 
System  (SSMS)  1.0,  in  the  fall. 

“It  doesn’t  have  sophisticated 
real-time  data  correlation  like 
CyberWolf,  but  SSMS  does  have 
the  ability  to  normalize  the  secu¬ 
rity  data  from  a  number  of  secu¬ 
rity  devices,  including  Check 
Pbint  firewalls,  Internet  Security 
Systems  RealSecure  IDS  and 
Network  Associates  antivirus 
products,”  Hamilton  says. 

Symantec  plans  to  integrate  the 
more  powerful  CyberWolf  into 
SSMS  next  year.  ■ 


Caching  shake-up  at  Inktomi 

Company  says  it  will  stop  selling  net  products  designed  to  improve  Web  site  performance. 


■  BY  JENNIFER  MEARS 

Inktomi  is  exiting  the  Web  accel¬ 
eration  market  it  pioneered  in 
1997,  deal  a  major  blow  to  the 
once-high-flying  industry 

Inktomi  announced  last  week  in 
reporting  its  third-quarter  earn¬ 
ings  that  it  was  reducing  its  con¬ 
tent  network  group  and  would  lay 
off  270  employees,  or  about  42% 
of  its  workforce.The  company  has 
lost  more  than  $600  million  since 
September  2000. 

In  a  conference  call  with  ana¬ 
lysts,  David  Fteterschmidt,  CEO  of 
Inktomi,  said  the  decision  was 
prompted  by  the  erosion  of  Ink- 
tomi’s  service  provider  customers 
and  a  tougher-than-expected 
entry  into  the  enterprise  market. 

"Though  we  built  some  of  the 
best  products  in  the  industry  the 
outlook  for  this  market  is  still 
weak,  and  we  don’t  see  the  mar¬ 
kets  going  at  the  pace  that  we  ini¬ 
tially  anticipated,"  FVterschmidt 
said.  He  said  the  company  will 


continue  to  support  existing  con¬ 
tent  network  customers  and 
channel  partners. 

Analysts  say  they  aren’t  sur¬ 
prised  to  see  Inktomi  ditch 
caching  to  focus  on  its  search 
software  business,  a  technology 
that  has  had  more  success  in  the 
enterprise  market.  Inktomi  has 
more  than  2,500  customers  using 
its  search  software  and  says  rev¬ 
enue  for  the  software  in  the  third 
quarter  was  up  16%  over  the  third 
quarter  last  year. 

lnktomi’s  move  does  lessen  the 
amount  of  competition  in  the 
market,  but  isn’t  a  good  sign  for 
caching  survivors  such  as 
CacheFlow. 

“I  look  at  it  as  a  serious  blow 
because  it  shows  that  maybe 
there  is  not  enough  money  to  be 
made  in  this  market  for  compa¬ 
nies  to  survive  around  this  busi¬ 
ness  plan,”  says  Richard  Sun,  net¬ 
work  systems  engineer  at  Volera 
customer  W  L  Gore  &  Associates 
of  Newark,  Del.,  best  known  for  its 


Back  to  basics 


Inktomi  is  leaving  the  caching  business,  which  hasn’t  panned 
out,  and  redirecting  itself  to  its  search  business.  Here's  how 
the  company  evolved: 


Company  launches  with  Caching  customers  include  AOL, 

Internet  search  technology.  and  expectations  are  that  caching 

soon  will  account  for  a  majority 
Looking  to  improve  Internet  of  the  company's  revenue. 

-  performance,  Inktomi  adds 

network  caching  to  its  portfolio. 

I  I  - 


1996  1997  1998 


1 1999  I 


2000 


Feb.  2001  —  Drives  into 
the  enterprise  market, 
announcing  a  partnership 
with  HP  to  put  its  caching 
and  streaming  media  soft¬ 
ware  on  HP  servers. 
Similar  deals  with  3Com, 
F5  Networks,  Compaq, 
Dell  and  Fujitsu  follow. 


June  2002  — 

Announces  a  deal 
with  IBM  to  provide 
content  networking 
products  on  IBM 
servers. 


I  2001  1 2002  “  I 

J  ft 


July  17, 2002  — 

Abandons  its  caching 
business,  blaming  a  lack 
of  service  provider 
spending  and  slower  than 
expected  penetration  into 
the  enterprise  market 


Gore-Tex  fabric.  longer  sell  its  Edge-FX  cache,  pow- 

F5  Networks  earlier  this  month  ered  by  Inktomi  software,  be- 
announced  that  it  would  no  cause  of  lagging  demand. 


“This  is  not  a  good  thing  for  the 
smaller  vendors,”  says  Lawrence 
Orans,  an  analyst  with  Gartner. 
“The  fact  that  Inktomi  and  F5 
have  left  the  market  makes  it 
more  difficult  for  smaller  vendors 
to  justify  their  value.  It  definitely 
casts  a  pall  over  things.” 

The  caching  market  is  not  the 
same  as  it  was  two  or  three  years 
ago  when  Inktomi  was  riding  high 
on  the  dot-com  wave.  At  that  time, 
service  providers  such  as  AOL 
turned  to  Inktomi  to  provide 
value-added  services  to  content 
companies  seeking  better  perfor¬ 
mance. 

The  market  took  an  initial  hit  in 
1999  when  Akamai  Technologies 
entered  the  scene,  placing  its  own 
network  of  caching  servers  on  the 
Internet  and  selling  the  service  to 
content  distributors  rather  than  to 
ISPs. 

“The  genius  in  what  Akamai  saw 
that  Inktomi  and  the  other 
caching  vendors  didn’t  was 

See  Inktomi,  page  14 


You  re  not 
going  to  trust  us 
to  tell  you  how 
good  we  are, 
are  you? 


Find  out  for  yourself.  Put  us  in  the  lab  and  see  what  we  can  do,  preferably  in  head-to-head 
tests  against  our  competition.  It’ll  be  more  convincing  than  anything  we  could  say.  For  eval  copies 
of  our  products,  visit  our  Web  site  or  call  toll-free.  Then  check  out  www.aelita.com/testlab  for 
a  free  guide  you  can  use  to  conduct  a  competitive  evaluation  in  your  lab. 
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Reports:  WorldCom  close  to  bankruptcy 

FCC  chief  says  a  buyout  by  a  Baby  Bell  could  pass  regulatory  muster. 


■  BYJORIS  EVERS  AND 
CARA  GARRETSON 

WorldCom  late  last  week  had 
bowed  to  the  inevitable  and  was 
planning  to  file  for  bankruptcy 
protection  sometime  in  the  com¬ 
ing  days,  according  to  reports  in 
The  Wall  Street  Journal  and  The 
New  York  Times. 

Meanwhile,  the  head  of  the 
Federal  Communications  Com¬ 
mission,  Michael  Powell,  signaled 
his  willingness  to  let  any  inter¬ 
ested  regional  Bell  operating 
company  purchase  the  dis¬ 
tressed  carrier  in  what  not  too 
long  ago  would  have  been  con¬ 
sidered  a  potentially  monopolis¬ 
tic  deal  unlikely  to  win  regulato¬ 
ry  approval. 

WorldCom  has  arranged  for  as 
much  as  $2.5  billion  in  so-called 


■  BY  PHIL  HOCHMUTH 

BASKING  RIDGE,  N.J.  —  Hop¬ 
ing  to  extend  its  PBX  market 
success  into  the  IP  realm,  Avaya 
last  week  unveiled  new  IP 
phones  and  added  Wi-Fi  into  its 
IP  telephony  mix. 

The  Avaya  4620  IP  Telephone 
comes  with  XML-capable  Web 
browsing  software,  accessible 
through  a  screen  display  and  an 
infrared  port  that  can  let  the 
phone  connect  to  an  infrared- 
enabled  PDA  or  other  device. 
The  4602  phone  is  a  new  basic- 
feature  phone. 

Also  introduced  were  an 
802.1  lb-compatible  wireless  IP 
phone  and  a  gateway  system, 
and  a  new  version  of  Avaya’s 
softphone. 

The  4620  phone  comes  with 
programmable  touch-pad  but¬ 
tons  and  function  labels  on  the 
device’s  LCD  screen,  along  with 
four  programmable  application 
buttons  and  an  XML-based  Web 
browser. 

An  integrated  switch  port  is 
included  for  connecting  a  PC  to 
a  LAN  over  one  cable  drop,  and 
an  integrated  infrared  port  lets  a 
PDA  interact  with  the  device  — 
such  as  dialing  a  phone  number 
from  a  handheld  address  book 


debtor-in-possession 
financing  to  contin¬ 
ue  operating  after  a 
bankruptcy  filing, 
according  to  the 
news  reports.  Three 
financial  institutions 
—  J.P  Morgan  Chase, 

Citigroup  and  GE 
Capital  —  are  provid¬ 
ing  the  financing. 

WorldCom’s  busi¬ 
nesses  outside  the 
U.S.  are  not  expected 
to  file  for  bankruptcy 
protection. 

A  WorldCom  spokeswoman  in 
the  U.K.  declined  to  comment. 

Companies  that  file  for  protec¬ 
tion  from  creditors  under  Chap¬ 
ter  1 1  of  U.S.  bankruptcy  law  can 
continue  to  operate  while  re¬ 
structuring  their  finances.  The 


application. 

The  4602  phone  comes  with  a 
two-line  LCD  screen  and  two 
programmable  feature  keys. 

Avaya’s  IP  phones  work  with 
the  company’s  ECLIPS  (Enter- 


Avaya's  4620  IP  Telephone,  which 
can  communicate  with  a  PDA 
through  an  infrared  port,  will  be 
available  in  October  for  $500. 

prise  Class  IP  Solutions)  IP  PBX 
products,  such  as  IP600  IP  PBX 
and  the  S8700  Media  Server, 
which  compete  with  products 
from  3Com,  Alcatel,  Cisco, 
Nortel,  Siemens,  and  Shoreline 
Communications. 

Avaya’s  Wireless  IP  handsets, 
part  of  the  company’s  Wireless 
IP  Solution  product  bundle,  are 
resold  from  Spectralink,  a  Wi-Fi 
IP  phone  maker.  The  phones 
can  interoperate  with  stan- 


bankruptcy  filing, 
therefore,  should 
not  have  an  immedi¬ 
ate  effect  on  World¬ 
Com’s  customers. 

On  Thursday, 
WorldCom  agreed  to 
freeze  some  assets  in 
a  deal  with  25  banks 
that  sued  the  com¬ 
pany  in  the  U.S. 
District  Court  for  the 
Southern  District  of 
NewYork.The  banks 
sued  WorldCom  in 
an  attempt  to  recov¬ 
er  a  $2.65  billion  unsecured  loan 
they  provided  in  May  but  will  now 
halt  their  legal  efforts. 

WorldCom’s  spiral  started  last 
month  when  accounting  irregu¬ 
larities  forced  the  company  to 
restate  past  earnings  by  almost 


dards-based  802.11b  endpoints, 
and  include  features  such  as 
caller  ID,  conferencing  and  mul¬ 
tiple  line  appearances. 

The  phones  require  a  Wireless 
IP  Solution  server  and/or  a  gate¬ 
way.  The  gateways  can  handle 
up  to  16  handsets  per  device. 
The  addition  of  a  server  can 
allow  up  to  640  phones  on  a 
network. 

The  new  version  of  Avaya’s  IP 
Softphone  can  interact  with  an 
Avaya  IP  telephone  handset,  let¬ 
ting  end  users  dial  numbers 
through  the  application  — 
which  can  access  directories 
such  as  Microsoft  Outlook  — 
then  talk  using  the  IP  handset. 

The  4620  phone  costs  $500 
and  the  4602  phone  is  $200. 
The  Wireless  IP  Telephone 
Solution  starts  at  $730  for  the 
handsets,  and  $3,950  and 
$2,000  for  the  servers  and  gate¬ 
ways,  respectively. 

Also  introduced  was  a  2450 
Digital  Telephone  —  which 
looks  identical  to  the  4620  — 
for  $624.  The  new  IP  handset 
and  softphone  release  will  be 
available  next  month,  while  the 
Wi-Fi  IP  telephony  gear  will  be 
available  in  October.T 

The  digital  handset  is  avail¬ 
able  now.  ■ 


$4  billion.  WorldCom  is  the  sec¬ 
ond-largest  long-distance  phone 
company  in  the  U.S.  and  one  of 
the  world’s  largest  Internet  back¬ 
bone  operators.  The  company’s 
bankruptcy  would  surpass  that 
of  Enron  as  the  largest  in  U.S. cor¬ 
porate  history  in  terms  of  assets. 

As  reports  of  the  imminent 
bankruptcy  swirled,  Powell  indi¬ 
cated  that  he  would  be  open  to 
the  possibility  of  a  Baby  Bell 
acquiring  the  company.  In  an 
interview  with  The  Wall  Street 
Journal ,  Powell  described  the 
communications  industry  as  in  a 
state  of  “utter  crisis,”  and  said  the 
troubles  were  of  sufficient  mag¬ 
nitude  to  justify  considering 
such  a  merger. 

Government  as  white  knight 

Some  industry  experts  say  the 
FCC  has  little  choice. 

“There’s  been  a  lot  written  and 
said  in  the  last  couple  weeks 
[about  the  effects]  of  the  demise 
of  WorldCom,  especially  for 
Internet  traffic  and  e-mail, ’’says 
Rick  Brecher,  an  attorney  with 
law  firm  Greenberg  Traurig  in 
Washington,  D.C.,  who  follows 
the  telecom  industry.  “If  that’s  a 
real  concern,  I  would  think  that 
the  government  would  move 
heaven  and  earth  to  allow  a 
financially  viable  company  to 
take  over  WorldCom  ...  to  keep 
that  Internet  traffic  flowing.” 

Allowing  such  a  merger  would 
be  viewed  as  a  significant 
departure  for  the  FCC,  because 
its  regulations  related  to  the 
Telecommunications  Act  of 
1996  have  been  designed  to  pro¬ 
mote  competition  to  Baby  Bells, 
not  consolidation. 

The  FCC  has  the  authority  to 
approve  or  deny  proposed 
mergers  in  the  telecom  indus¬ 
try,  so  any  Baby  Bell  looking  to 
snap  up  WorldCom  would  have 
to  go  through  the  approval 
process  and  prove  that  the 
merger  is  in  the  public  interest. 
Any  such  acquisition  proposal 
would  not  be  guaranteed  regu¬ 
latory  approval,  Powell  cau¬ 
tions. 

There  are  other  regulatory  hur¬ 
dles  that  RBOCs  must  pass  to 
provide  long-distance  service. 
Under  current  telecom  law,  they 
cannot  provide  long-distance 
services  in  their  regions  unless 
they  have  passed  the  FCC’s  crite¬ 
ria  for  opening  their  own  local 


fcfc  Chairman  Powell's 
march  toward  unreg¬ 
ulated  monopoly  will 
certainly  not  serve 
the  consumer  well.  91 

Mark  Cooper 

Director  of  research,  Consumer 
Federation  of  America 


networks  to  competition. 

Referred  to  as  Section  271, 
this  requirement  forces  Baby 
Bells  to  provide  competitors 
such  as  start-up  local  phone 
companies  and  long-distance 
providers  fair  access  to  their 
local  telephone  infrastructures 
before  they  can  launch  long¬ 
distance  services  in  their 
regions.  None  of  the  Baby  Bell 
companies  has  met  the  Section 
271  requirements  in  all  the 
states  in  their  regions,  but  a  few 
are  coming  close. 

One  consumer  advocacy 
group  spoke  out  against  Powell’s 
comments,  saying  that  letting  a 
RBOC  acquire  WorldCom  would 
be  a  blow  to  competition. 

The  FCC  “should  ensure  that 
the  lucrative  area  of  advanced 
telecommunications  services, 
including  high-speed  Internet,  is 
open  to  all  competitors  on  a 
nondiscriminatory  basis,”  says 
Mark  Cooper,  director  of 
research  with  the  Consumer 
Federation  of  America.  “Chair¬ 
man  Powell’s  march  toward 
unregulated  monopoly  will  cer¬ 
tainly  not  serve  [the]  consumer 
well.” 

Evers  and  Garretson  are  corre¬ 
spondents  with  IDG  News 
Service 's  Amsterdam  and 
Washington,  D.C.,  bureaus, 
respectively. 


Corrections 


■  In  a  review  of  handheld  net- 
I  work  analyzers,  the  name  and 
...  Web  site  for  Fluke  Networks 
jg  were  misidentified.  The  correct 
Web  site  address  is  www. 
flukenetworks.com. 

* 


Avaya  strengthens  IP  phones 

Wireless  components  highlight  new  devices. 


FCC  Chairman  Michael 
Powell  says  his  com¬ 
mission  might  approve 
a  sale  of  WorldCom  to  a 
Baby  Bell. 


At  CDW,  our  account  managers  are  more  than  just  order  takers. They're 


problem  solvers.  With  expertise  in  thousands  of  hardware  and  software 
products,  your  dedicated  account  manager  can  recommend  the  best 
options  based  on  your  technology  set-up.  So  you  get  information,  advice 
and  most  important,  the  technology  that's  right  for  you.To  find  out  what 
a  CDW  account  manager  can  do  for  you,  call  or  visit  our  Web  site. 
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Vendors  pursue  gold  at  end  of  Rainbow 


■  BY  JOHN  COX  AND  TONI 
KISTNER 

The  race  to  meld  wireless  LANs 
and  cellular  data  nets  is  heating 
up,  but  whether  the  effort  will  be 
worthwhile  remains  unclear. 

Reports  emerged  last  week  that 
a  group  of  industry  heavweights, 
including  AT&T  Wireless,  Cing- 
ular,  IBM,  Intel  and  Verizon,  might 
create  a  venture  that  would  offer 
a  nationwide  wireless  Ethernet- 
based  network. 

Separately,  Lucent  says  it  is  part¬ 
nering  with  wireless  product 
and  service  companies  to  help 
carriers  give  end  users  secure 
access  to  corporate  networks  via 
public-access  802.11b  hot  spots 
or  3G  cellular  networks. 

The  public  access  services  en¬ 
visioned  would  give  end  users 
secure  connectivity  and  one  bill. 

Utah  could  use  such  a  service 
to  give  police  and  other  public 
safety  staff  more  flexibility  in 
accessing  applications,  says 
Phillip  Windley,  the  state’s  CTO. 

Police  cruisers  use  a  sub¬ 


megabit-per-second  Cellular  Dig¬ 
ital  Packet  Data  net  for  most  data 
communications.  Adding  a  wire¬ 
less  LAN  link  that  presumably 
would  be  closer  to  Wi-Fi’s  11M 
bit/sec  would  be  valuable  for 
moving  large  reports  or  image 
files  back  and  forth. 

“If  someone  offered  that  [kind 
of  service]  to  us,  we’d  love  it,” 
Windley  says. 

Companies  reportedly  partici¬ 
pating  in  Project  Rainbow,  as  the 
industry  heavyweights’  effort  was 
called  in  The  New  York  Times 
story  that  first  mentioned  it,  de¬ 
clined  to  comment  on  whether 
anything  is  in  the  works.  But 
observers  expect  there  is. 

“This  is  what  everyone  is  going 
for  these  days,”  says  Allan  Scott, 
Director  Business  Management 
&  Global  Marketing  with  Agere 
Systems’  Orinoco  wireless  LAN 
group,  which  is  in  the  midst  of 
being  sold  to  Proxim. 

He  cites  Wayport  and  Mobile- 
Star  (now  part  of  cellular  carrier 
VoiceStream),  and  aggregators 
Boingo  and  Joltage,  as  examples 


Wireless  data  nation 

The  number  of  wireless  LAN  hot 
spots  in  the  U.S.  is  booming . . . 


11,000* 


. . .  as  is  the  number  of  cellular 
data  business  subscribers  in 
the  U.S. 


6.6M 

2000  2002  2003 

*  Estimated 

SOURCE.  CAHNERS  IN-STAT/MDR 


Inktomi 

continued  from  page  10 

simply  who  would  pay  for  cache 
acceleration.  And  that  was  peo¬ 
ple  with  content  that  wanted  it 
delivered  quickly,”  says  Peter 
Christy,  principal  analyst  with 
NetsEdge  Research. 

Inktomi  forged  on.  But  when 
the  economy  took  a  turn  for  the 
worse  and  Inktomi’s  service 
provider  customers  stopped 
spending,  the  company  was  for- 
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Know-It-All 

■  THIS  WEEK'S  QUESTION: 

Which  network  industry 
executive  once  wrote  a 
book  titled  On  a  Roll: 
From  Hot  Dog  Buns  to 
High-Tech  Billions ? 

Answer  the  and  nine  addfoonal  questions 
online  and  you  could  win  $500!  Visit 

Network  WwM  Fusion  and  enter  2349 
in  the  Search  [»x. 

www.nwfusion.com 


ced  to  look  to  the  enterprise 
market.  It  forged  OEM  deals  with 
companies  such  as  Hewlett- 
Packard,  3Com  and  Dell,  but 
found  the  demand  wasn’t  what 
it  had  expected. 

“The  deal  they  struck  with 
their  OEMs  was  not  all  that 
lucrative  for  them,”  says  Cindy 
Borovick,  an  analyst  at  1DC. 
“Their  assumption  was  that  their 
OEMs  would  push  the  volumes 
out  and  they’d  make  it  up  on  the 
volumes  to  the  enterprise.  That 
didn’t  happen.” 

In  trying  to  increase  demand, 
Inktomi  and  competitors  such 
as  CacheFlow  and  Volera  added 
features  to  their  caches  such  as 
security,  intelligent  content  man¬ 
agement  and  content  filtering  to 
provide  companies  with  more 
than  simple  warehouses  for  stat¬ 
ic  content.  The  transition  wasn’t 
easy,  and  bigger  vendors  such  as 
Network  Appliance  and  Cisco 
have  had  better  luck  in  address¬ 
ing  customer  need. 

“As  a  stand-alone  business, 
caching  is  hard  to  support  be 
cause  customers  in  the  enter¬ 
prise  who  are  deploying  cach¬ 
ing-oriented  solutions  typically 
have  them  tied  into  other  initia¬ 
tives  that  they’re  doing  in  their 
remote  offices,”  says  Amit  Pan- 
dey,  senior  director  of  content 


delivery  marketing  at  Network 
Appliance,  which  IDC  rated  the 
No.  1  caching  company  in  2001, 
with  a  24%  market  share. “Cach¬ 
ing  alone  isn’t  enough.” 

While  enterprise  IT  spending 
has  been  ratcheted  down,  Cisco 
is  seeing  growing  demand  for  its 
content  networking  products, 
including  caching. 

“We’re  seeing  a  ton  of  de¬ 
mand,  and  it’s  partly  the  result  of 
the  fact  that  we’ve  added  a  lot  of 
enterprise  features  that  make 
the  product  very  valuable  to 
large,  small  and  midsize  busi¬ 
nesses  because  of  its  role  as  an 
integrated  network  platform,” 
says  Jim  O’Toole,  CTO  for  the 
content  networking  group  at 
Cisco. 

According  to  IDC,  the  caching/ 
content  network  market  is 
expected  to  get  some  rejuvena¬ 
tion  this  year,  after  a  dull  200 1 ,  as 
corporations  start  buying  these 
products. 

The  market  skyrocketed  in 
2000,  with  revenue  jumping 
from  $147.5  million  in  1999  to 
$430  million  in  2000,  according 
to  IDC.  In  2001,  revenue  held  rel¬ 
atively  steady  at  $430.6  million, 
but  IDC  expects  the  market  to 
pick  up  this  year,  with  revenue 
reaching  $560  million  by  the 
end  of  2002  ■ 


of  companies  building  relation¬ 
ships  to  cut  capital  spending 
requirements  and  create  roam¬ 
ing  and  billing  arrangements  to 
make  wireless  LAN  footprints 
larger. 

“It  was  just  a  matter  of  time 
before  we  saw  the  large  carriers 
jump  into  this  with  both  feet,” 
Scott  says. 

The  concept  of  such  a  unified 
wireless  service  is  technically 
feasible,  observers  agree.  IPass 
already  offers  software  to  make 
such  services  possible  on  a  rela¬ 
tively  small  scale. 

IPass  created  client  and  server 
software  for  secure  wireless  and 
dial-up  connections  between 
client  devices  and  corporate  fire¬ 
walls.  It  also  designed  patent- 
pending  algorithms  to  calculate 
shared  billing  arrangements 
with  the  back-end  billing  sys¬ 
tems  of  180  network  providers 
with  which  it  has  contracts.  IPass 
counts  Intel  among  its  original 
investors. 

The  company  might  be  a  player 
in  Rainbow,  if  it  comes  to  fruition, 
and  in  the  Lucent  project. 

“The  package  from  Rainbow 
would  have  to  have  a  player  like 
us  involved  to  bring  this  to  the 
enteprise,”  says  Jon  Russo,  vice 
president  of  marketing.  Russo 
declined  to  comment  on  whe¬ 
ther  IPass  has  been  involved  in 
such  talks. 

Keys  to  success 

For  a  unified  wireless  service 
to  be  successful,  end  users  must 
be  able  easily  to  find  access 
points  and  log  on  to  them,  and 
have  client  software  that’s  easy 
to  install,  use  and  maintain. 

“The  idea  of  ‘ease  of  use’  will 
be  critical,”  says  Ray  Martino, 
vice  president  of  network  prod¬ 
ucts  for  wireless  equipment  ven¬ 
dor  Symbol  Technologies.  “The 
network  technology  features  are 
there.  But  most  [wireless]  appli¬ 
cations  are  far  more  complex 
than, say,  hitting  the  AOL  icon  on 
your  PC’s  browser  or  the  send 
button  on  your  cell  phone.”. 

Security,  of  course,  is  an  issue, 
and  opinions  are  divided  about 
how  effective  it  can  be  in  a  uni¬ 
fied  wireless  access  scheme. 
VPNs  are  touted  as  the  state-of- 
the-art  means  to  create  an  en¬ 
crypted,  authenticated  remote 
connection  to  a  corporate  fire¬ 
wall.  But  Martino  argues  it’s  a  bit 
more  complicated  than  that. 

“It’s  easy  to  say  that  corporate 


users  will  have  a  VPN,”  he  says. 
"But  VPNs  are  not  widely  de¬ 
ployed.  And  users  may  want  to  go 
to  other  places  on  the  Internet 
than  just  their  corporate  site.” 

One  of  the  toughest  issues  will 
be  how  to  price  such  services, 
which  will  be  offered  by  network 
providers  working  in  conjunc¬ 
tion  with  an  array  of  infrastruc¬ 
ture,  application  and  client 
device  makers. 

Agere’s  Scott  suggests  users 
might  be  willing  to  pay  by  the 
day,  perhaps  $10,  when  they 
need  such  a  service,  rather  than 
a  recurring  monthly  charge  of, 
say,  $80  to  $90,  especially  if  the 
unified  wireless  service  has  a 
limited  geography.  If  usage  — 
and  productivity  —  increases,  a 
company  then  might  then  be 
willing  to  pay  a  monthly  sub¬ 
scriber  fee. 

One  question  still  unanswered 
is  whether  providers  can  make 
any  money  from  blending  wire¬ 
less  LAN  access  and  cellular  net¬ 
works. 

“We’d  love  to  see  it  be  success¬ 
ful,”  Symbol’s  Martino  says.  “But 
you  have  to  build  it  before 
[enterprise  users]  will  come, 
and  that’s  not  cheap.” 

Martino  also  says  that  there 
may  be  relatively  few  corporate 
users  that  travel  enough,  and 
need  access  often  enough,  to 
make  this  marriage  of  broad¬ 
band  and  narrowband  wireless 
access  worthwhile. 

Martino  spends  30%  to  40%  of 
his  time  outside  the  office.  But 
only  when  a  flight  is  delayed  or 
canceled  does  he  find  himself 
with  extra  time  and  therefore 
the  desire  for  a  wireless  LAN 
connection  to  the  corporate 
network. 

One  project  that  may  make  it 
cost-effective  for  carriers  and 
enterprise  users  is  that  of  Pass- 
One,  a  nonprofit  group  orga¬ 
nized  in  June  to  hammer  out 
global  standards  for  802.11b 
data  access,  roaming  and  uni¬ 
fied  billing. 

Pass-One,  if  it  reaches  accep¬ 
tance  among  enough  carriers 
and  equipment  makers,  could 
make  it  possible  to  deliver  global 
wireless  data  roaming.  And  per¬ 
haps  even  more  importantly,  it 
could  foster  regional  agree¬ 
ments  that  would  appeal  to 
many  companies  that  need  a 
wireless  net  “footprint”  that  cov¬ 
ers  a  specific  service  area  or 
sales  region  ■ 
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Storage  in  every  size  and  ividth. 

The  difference  between  winning  and  losing  is  a  little  thing  called 
“storage.”  And  the  winning  play  is  integrated  storage  solutions.  Why? 
Hardware  and  software  that  work  together  speed  implementation, 
let  you  maximize  your  current  infrastructure  investments,  and  help 
reduce  risk.  IBM  TotalStorage™  solutions  are  complete,  cross-platform 
storage  offerings  that  cover  storage  networking,  disk,  tape,  software 
and  services.  Bent  on  winning?  Find  out  where  you  can  test-drive 
any  IBM  storage  solution  at  ibm.com/totalstorage/solutions 
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EMC,  HP  work 
together  on 
storage  mgmt 

Move  should  help  customers  more 
easily  control  multivendor  networks. 

■  BY  DENI  CONNOR 


Users  should  soon  be  able  to 
manage  storage  gear  from  EMC 
and  Hewlett-Packard  through 
common  interfaces,  thanks  to  a 
technology  exchange  the  ven¬ 
dors  announced  last  week. 

The  agreement  is  the  latest  in 
a  series  of  moves  by  storage 
companies  to  simplify  manag¬ 
ing  their  products  in  multiven¬ 
dor  shops. 

EMC  and  HP  announced  sep¬ 
arate  multivendor  storage-man¬ 
agement  efforts  last  year,  and 
both  companies  are  among 
a  group  of  vendors  developing 
a  standard  called  Bluefin 
for  managing  multivendor 
Fibre  Channel-based  storage 
networks. 

Meanwhile,  sources  say  HP 
and  IBM  may  announce  a  tech¬ 
nology  swap  as  soon  as  this 
week  that  could  make  manag¬ 
ing  their  respective  XP  and 
Enterprise  Storage  Server,  or 
“Shark,”  products  simpler  for 
customers  that  have  both. 

As  for  EMC  and  HP  the  compa¬ 
nies  will  share  APIs  for  a  variety 
of  high-end  storage  products, 
including  EMC’s  Symmetrix  and 
Clariion  systems,  and  HP’s  XP 
Enterprise,  Virtual  and  Modular 
arrays.  The  deal  extends  a  pact 
that  EMC  and  Compaq  signed 
late  last  year  before  Compaq 
became  part  of  HP 

The  exchange  of  APIs  will  let 
storage  software  from  the  two 
companies  autodiscover  at¬ 
tached  storage  systems,  and 
gather  information,  configura¬ 
tion  and  performance  informa¬ 
tion  for  both  companies’  stor¬ 
age  offerings.  The  exchange 
also  will  let  the  software  create 
and  configure  partitions  and 
build  topology  maps,  perform 
remote  snapshots  and  clone 
disk  volumes  for  availability 
and  fault  tolerance. 

HP  is  expected  to  use  EMC 
APIs  in  its  storage-area  network 


Dynamic  duo 

Storage  products  from 
EMC  and  Hewlett- 
Packard  accounted 
for  about 

43%  on. 

external  RAID  market 
and  more  than 

60% 

of  the  SAN-attached 
storage  market  last 
year,  according  to  IDC. 


(SAN)  management,  volume 
management  and  replication 
software. 

EMC  will  use  HP  APIs  in  its 
SAN  management,  monitoring, 
load-balancing  and  failover 
software,  and  its  WideSky 
middleware.  WideSky  is  a 
development  environment  for 
managing  multivendor  storage 
networks. 

“We  had  management  con¬ 
soles  everywhere  before  EMC 
and  [Compaq]  exchanged 
APIs,”  says  Jose  Guereque,  IT 
manager  for  Axtel,  which  has  a 
network  that  includes  EMC 
Symmetrix  devices  and  HP 
servers  and  Enterprise  Modular 
Arrays. 

“Now  we  manage  our  EMC  j 
and  Compaq  storage  from  the 
same  console,”  Guereque  says. 
“When  EMC  arranged  to  man¬ 
age  [Compaq’s]  APIs,  we  lever¬ 
aged  that  in  order  to  diminish 
the  time  and  resources  we 
were  using  to  do  the  integra¬ 
tion  tasks.”  ■ 
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Route  control 

continued  from  page  7 

Other  early  users,  such  as  ADP 
Brokerage  Services  in  New 
York,  chose  route-control  tech¬ 
nology  for  added  network  relia¬ 
bility.  The  firm,  which  uses  two 
connections  to  Internap  for  its 
Internet  access,  says  it  believes 
Internap’s  use  of  route-control 
technology  means  it  will  suffer 
less  downtime.  Internap  points 
of  presence  link  customers  to 
any  of  nine  ISPs  that  meet  at 
Internap  POPs,  with  route-con¬ 
trol  gear  choosing  the  ISPs  that 
perform  the  best. 

Many  choices 

With  so  many  ISPs  to  choose 
from  at  each  POP  it  is  unlikely 
that  ADP  will  lose  its  use  of  the 
Internet,  barring  a  core  Internet 
meltdown,  says  Joe  Turnbull, 
senior  director  of  network  engi¬ 
neering  for  ADP  which  handles 
transactions  for  financial  firms 
and  stock  markets.  “You  need 
diversity  in  a  big  company  for 
reliability  he  says. 

Other  early  adopters  of  route 
control  only  want  to  improve 
performance.  Cook  says  that 
according  to  reports  generated 
by  the  Sockeye  equipment,  the 
route-control  technology  makes 
better  decisions  than  BGP  alone. 

“Seventy  to  75%  of  the  time, 
Sockeye  could  have  picked  us  a 
better  route  vs.  the  BGP  choice,” 
he  says. 

FreeMarkets,  a  Pittsburgh  com¬ 
pany  that  sets  up  online  auctions, 
finds  that  route-control  gear  from 
RouteScience  makes  significant 
performance  improvements,  says 
Kevin  Gennuso,  senior  network 
architect  for  FreeMarkets. 

If  the  device  can  force  an  80- 
msec  to  100-msec  improvement 
per  connection,  that  can  add  up 
to  an  improvement  of  seconds 
for  downloading  a  page  con¬ 
taining  many  objects,  Gennuso 
says.  And  that  is  valuable  to 
FreeMarkets. 

“Our  biggest  concern  is  in¬ 
creased  performance  to  our  cus¬ 
tomers.  Performance  is  keyf  he 
says. 

Before  embracing  route  con¬ 
trol,  users  should  consider  that  it 
entails  adopting  multihoming  — 
no  easy  feat  in  itself.  The  benefit 
is  that  once  configured,  route- 
control  gear  sits  on  the  network 
requiring  little  or  no  mainte¬ 
nance,  and  if  it  fails,  BGP  takes 
over  until  the  box  can  be  fixed, 
users  say. 

Potential  customers  also 
should  consider  that  most  of  the 


kk  Seventy  to  75%  of  the  time,  Sockeye  could 
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Christopher  Cook 

Network  operations  manager,  EMC 

vendors  in  this  market  are  start¬ 
ups,  facing  the  usual  challenges 
of  securing  funding,  The  Yankee 
Group  says  in  a  report  on  the 
technology  And  at  prices  rang¬ 
ing  from  $30,000  to  $250,000,  the 
cost  might  squeeze  out  some 
who  might  otherwise  be  inter¬ 
ested.  “Few  large  businesses  cur¬ 
rently  have  the  necessary  bud¬ 
gets  to  afford  the  large  up-front 
costs,”  the  report  says. 

It  can  be  difficult  to  know  just 
how  much  better  route-control 
software  makes  the  end-user 
experience.  Dallas  mortgage 

Is  route  control 
for  you? 

Early  users  say  route 
control  technology  can 
help  make  better  deci¬ 
sions  about  which  ISP  to 
use  at  a  multihomed  site, 
but  note  possible 
drawbacks. 

•  Making  too  many  route 
changes  risks  creating 
separate  congestion 
problems. 

•  Larger  Internet  routers 
might  be  needed. 

•  Saving  money  might 
require  renegotiating 
ISP  contracts. 

•  Setting  up  multihoming 
requires  major  investments 
of  time,  money,  equipment 
and  advanced  router 
expertise. 

company  CTX  Management  uses 
Proficient  route-control  equip¬ 
ment  to  speed  performance  for 
users  in  CTX’s  200  branches  that 
access  the  Internet  over  a  frame 
relay  network  to  the  Dallas  head¬ 
quarters,  which  in  turn  has  two 
T-l  Internet  connections  from 
SBC  Communications  and  Cable 
&  Wireless. 

But  CTX  also  recently  has  start¬ 
ed  caching  frequently  used  sites 
to  improve  performance,  says 
Harry  Hixson,  CTX’s  senior  vice 
president  of  IS,  muddying  just 
how  much  credit  route  control 
can  take  for  improvements. 

With  its  focus  on  performance, 
CTX  sets  its  Proficient  gear  to 
choose  ISPs  based  solely  on  per¬ 


formance,  not  cost.  “Right  now, 
we’re  just  looking  at  the  fastest 
routes,”  Hixson  says.  But  he  says 
he  hopes  the  technology  also 
saves  the  company  money  in  the 
future. 

CTX  plans  to  sign  with  a  third 
ISP  within  a  month,  Hixson  says, 
looking  for  a  usage-based  con¬ 
tract.  That  way,  as  the  company 
uses  Internet-hosted  video  broad¬ 
casts  to  train  mortgage  officers,  it 
can  pick  the  least  expensive  route 
that  also  meets  performance 
requirements. 

“As  we  do  more  broadcasts,  we 
want  to  use  the  Internet  connec¬ 
tions  more  efficiently?1  Hixson 
says.  The  technology  enables 
these  broadcasts,  which  saves  on 
the  travel  costs  that  live  training 
would  impose. 

The  large  investment  to  buy 
route-control  gear  requires  cost 
justifications  that  are  difficult  to 
quantify,  users  say. 

For  instance,  how  do  you  mea¬ 
sure  costs  not  incurred,  chasing 
down  the  cause  of  problems  that 
are  avoided,  FreeMarkets’  Gen¬ 
nuso  says.  These  costs  might  be 
considerable  because  such  diag¬ 
nostics  can  be  expensive. 

“High-level  people  on  both 
sides  can  get  involved,"  he  says. 

More  savings 

Another  potential  savings 
could  come  from  better  use  of 
Internet  links  that  are  priced 
based  on  use.  EMC  is  in  the 
midst  of  renegotiating  its  flat- 
rate,  T-3  access  contracts  with 
AT&T,  C&W  and  Genuity.  Rather 
than  paying  for  the  whole  pipe 
regardless  of  how  much  it  is 
used,  Cook  says  he  hopes  to  sign 
usage-based  contracts  that  ulti¬ 
mately  will  cost  less. 

“We  think  we  can  save  more 
on  our  [T-3]  costs  than  what 
Sockeye  costs  us  each  month," 
he  says. 

Regardless  of  the  savings,  the 
performance  boost  can  be 
worth  the  expense,  Gennuso 
says.  'We  realized  that  even  if  we 
didn’t  get  an  instant  return  on 
investment  by  pushing  traffic 
over  the  least-cost  link,  it  would 
definitely  help  us  from  a  cus¬ 
tomer  perspective,"  he  says.“lt’s  a 
lot  more  important  for  us  to 
serve  the  pages  up  right.”  ■ 
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security;  fewer  user  accounts  to 
manage;  better  control  over  who 
is  on  a  network  and  what  they  are 
doing;  centralized  management 
of  account  creation  and  deletion; 
and  ultimately  the  ability  to  work, 
or  federate, with  similar  infrastruc¬ 
tures  on  partner  networks. 

They  said  having  such  an  infra¬ 
structure  it  is  key  if  electronic 
commerce  and  Web  services  are 
ever  to  scale.  And  in  fact,  Web- 
based  and  newly  developed 
applications  plug  fairly  easily  into 
such  an  infrastructure. 

The  problem  is  that  most  large 
companies  have  islands  of 
authentication  and  authorization 
services  spread  across  their  net¬ 
works  and  built  into  each  appli¬ 
cation.  In  order  to  take  advantage 
of  a  new  identity  management 
infrastructure,  they  would  have  to 
rebuild  those  applications  to  rec¬ 
ognize  and  defer  security  to  the 
centralized  system. 

“So  far  we  have  done  two  of 
about  200  applications.  At  least 
that  is  a  step  in  the  right  direc¬ 
tion,”  said  Fred  Wettling,  enterprise 
infrastructure  architect  for  Bech¬ 
tel  in  San  Francisco  and  president 
of  the  Network  Application 
Consortium,  a  user  group. 

“These  are  hard  problems  and 
things  we  see  organizations  strug¬ 
gling  with,”  said  Patrick  O’Kane, 
chief  architect  for  ePresence,  a 
directory  consulting  firm.  “If  you 
have  an  application  with  an 
authentication  mechanism,  you 
have  to  remove  it  and  put  it  in  the 
directory. Then  you  have  to  deter¬ 
mine  how  much  of  the  authoriza¬ 
tion  system  you  will  have  to 
extract.  And  the  big  issue  is  once 
you  do  this,  it  has  to  be  scalable 
and  reliable,  but  you  have  to  real¬ 
ize  some  applications  will  never 
plug  into  the  infrastructure.” 

Wettling  said  he’d  prefer  ven¬ 
dors  not  to  build  any  security 
into  their  applications,  which  is 
the  way  Bechtel  builds  its  own 
applications.  That  way  Wettling 
can  plug  them  into  what  he 
describes  as  a  security  service 
that  includes  identity  manage¬ 
ment  but  also  takes  into  account 
all  his  network  systems,  services 
and  applications. 

Wettling  said  single  user  identity 
is  complicated  by  the  fact  that  he 
also  must  define  those  identities 
in  context. 

“Is  that  person  signing  on  to  get 
e-mail,  for  doing  administration, 
to  do  a  funds  transfer?  And  1  have 
IDs  that  are  not  people,  they  are 
machines,"  he  said. 


Perhaps  an  even  larger  sticking 
point  is  standardized  access  poli¬ 
cy  Wettling  said  policies,  along 
with  definitions  of  roles  and 
groups  used  to  grant  access 
based  on  an  attribute  a  user  has 
attached  to  his  or  her  identity, 
need  to  be  standardized  and 
every  application  retrofitted  to 
understand  those  definitions. 


Keeping  track 


“We  would  like  to  define  user 
roles  in  one  place  and  share 
them  among  applications,”  Wett¬ 
ling  said.  “Security  needs  to  be  a 
service,  but  applications  today 
require  us  to  define  those  roles 
inconsistently  and  in  various 
places.” 

Other  large  companies  are  fac¬ 
ing  similar  issues. 

“I  have  my  digital  identities 
stored  in  the  directory?’  says  an 
application  security  specialist 
who  asked  not  to  be  identified. 
He  says  he  has  nearly  200,000 
users  and  more  than  a  million 
other  external  accounts. 

“We  have  a  portal  and  Web 
access  management  software 
based  on  the  corporate  directory, 
but  we  don’t  do  authentication  in 
the  directory  so  we  have  to  write 
custom  code  if  we  want  to  bring 
in  our  applications,”  he  said. 

He  has  potentially  tens  of  thou¬ 
sands  of  authentication  scenarios 
spread  across  his  operating  sys¬ 
tems,  applications  and  servers. 

“It’s  testing  all  this  stuff,”  he  says. 
“You  have  RACF  [public-key  infra¬ 
structure]  ,  network  custom  code, 
vendor  code.  It  all  has  to  work  24- 
7  with  0%  for  failure." 

He  agrees  with  Wettling  that  the 
biggest  issue  might  be  establish¬ 
ing  a  set  of  standard  policies. 

“But  that  is  a  business  issue,  not 
a  technology  issue," said  the  appli¬ 
cation  security  specialist.“What  is 


a  policy?  What  is  a  role?  How  can 
I  get  an  enterprise  consensus  on 
defining  those  things.” 

While  that  isn’t  easy,  it  gets  even 
more  complex  when  you  start  to 
involve  business  partners. 

Technologies  such  as  the  XML- 
based  SAML  will  help.  Last  week, 
the  specification  won  backing 
from  the  Liberty  Alliance  and 


Microsoft  and  is  now  nearly  a  de 
facto  standard. 

“What  we  have  learned  over  the 
past  two  years  is  that  it  is  not  trivial 
to  create  this  security  umbrella,” 
said  Ed  Truitt,  a  security  specialist 
for  a  major  petroleum  company 
which  is  in  the  pilot  phase  of  a 
provisioning  system  that  manages 
creation  and  deletion  of  user 
accounts  for  nearly  100,000  em¬ 
ployees.  “We’ve  been  working  on 
this  for  two  years,  and  now  it  takes 
us  about  six  to  eight  weeks  to  add 
an  application  to  the  system.” 

Once  established,  an  identity 
management  system  creates  its 
own  security  issues.  With  a  cen¬ 
tralized  identity  and  access  con¬ 
trol  service,  any  hacker  attacks  or 
failures  can  bring  down  every  ap¬ 
plication  attached  to  that  service. 

And  once  that  system  is  shared 
among  business  partners,  compa¬ 
nies  start  to  lose  control  of  their 
users’  identities. 

“My  concern  is  that  everyone 
will  be  so  excited  about  this  they 
won’t  think  of  the  policy  issues 
and  loss  of  control,”  said  Pamela 
Dingle,  a  consultant  with  Nulli 
Secundus.  “Fteople  need  to  con¬ 
sider  that  convenience  and  secu¬ 
rity  are  on  opposite  ends  of  the 
spectrum.” 

Bechtel’s  Wettling  remains  opti¬ 
mistic,  though.“Evolution  will  take 
care  of  a  lot  of  these  problems,"  he 
said.B 


Microsoft 

continued  from  page  7 

Lewis,  CEO  of  Burton  Group. 
“E-businesses  and  extranets  creat¬ 
ed  a  need  for  a  general-purpose, 
vanilla  LDAP  directory  t©  authen¬ 
ticate  users.  What  Microsoft  is 
doing  is  a  sign  of  maturity’ 

Lewis  says  it  also  is  the  start  of 
serious  competition  with  directo¬ 
ries  from  Sun  and  Novell. 

“People  have  been  turning  to 
those  vendors’  directories  be¬ 
cause  it  has  been  too  hard  to 
deploy  Active  Directory  as  a  gen¬ 
eral-purpose  directory’ he  says. 

Microsoft  is  reacting  to  Web- 
based  directories  from  com¬ 
petitors  including  Sun  ONE 
Directory  Server  and  Novell 
eDirectory  which  network  exec¬ 
utives  have  preferred  as  Web- 
based  directories. 

Sun  made  its  own  directory 
upgrades  last  week,  releasing 
the  final  beta  of  Sun  ONE  Di¬ 
rectory  Server  5.2,  which 
includes  enhancements  such  as 
four-way  multimaster  replica¬ 
tion  across  a  WAN  and  support 
for  64-bit  caching.  Novell  also 
announced  that  eDirectory 
would  be  the  foundation  of  an 
identity  management  system 
called  Project  Saturn. 

Network  executives  have  asked 
Microsoft  to  offer  a  stand-alone 
version  since  Active  Directory 
shipped. 

Microsoft,  without  much  suc¬ 
cess,  had  tried  to  convince  users 
that  by  adding  Web-based  fea¬ 
tures,  such  as  a  standard  LDAP 
user  description  called  inetOrg- 
Person,  its  network  operating  sys¬ 
tem  (NOS)  directory  was  suitable 
for  Web-based  deployments. 

“This  is  groundbreaking  for  us,” 
says  Jackson  Shaw,  product  man¬ 
ager  for  directory  services  for 
Microsoft.  “It’s  an  LDAP  directory 
to  support  applications.” 

In  addition, Shaw  says,  the  Appli¬ 
cation  Mode  directory  would 
integrate  with  the  NOS  version  of 
Active  Directory  to  share  user- 
authentication  duties. 

Application  Mode  will  ship  30 
days  after  Windows.Net  Server, 
which  is  scheduled  to  ship  by 
year-end.  The  first-release  candi¬ 
date  of  the  .Net  operating  system 
is  due  next  week. 

Even  though  Active  Directory 
now  can  run  on  its  own,  it  still 
only  runs  on  top  of  Windows, 
much  like  Microsoft's  other  server 
applications,  and  only  with  the 
.Net  operating  system  and 
Windows  XP  Professional. The  XP 
support  lets  developers  install  the 
directory  right  on  their  desktops. 


The  Application  Mode  directory 
is  a  near-term  change  for  Micro¬ 
soft,  but  the  future  holds  even  big¬ 
ger  changes  as  the  company  cre¬ 
ates  a  universal  data  store  around 
its  Yukon  technology 

Microsoft  says  it  believes  the 
directory  and  the  database  will 
be  united  in  the  future. 

“How  many  people  can  pro¬ 
gram  against  a  directory?  A  large 
number.  How  many  applications 
use  a  database?  A  large  number 
says  Kim  Cameron,  directory 
architect  for  Microsoft.“Right  now 
your  identity  and  authentication 
data  is  segregated  in  the  directory 
with  its  own  protocols;  it  is  hard 
to  join  with  the  database.” 
Cameron  says  a  lot  of  challenges 
have  to  be  overcome  to  converge 
the  two,  but  that  Microsoft  eventu¬ 
ally  will  integrate  the  two.  He 
would  not  specify  a  time  frame. 

Competitor  Oracle  has  its  own 
directory  and  Internet  File 
System  built  on  a  database. 

Cameron  says  the  convergence 
would  have  many  benefits.  As  an 
example,  he  demonstrated  at  the 
Catalyst  Conference  an  XML- 
based  technology  called  Pbly- 
archy  that  lets  users  create  differ¬ 
ent  hierarchical  views  of  data, 
such  as  an  organizational  chart 
and  a  set  of  discussion  lists.  In 
essence,  it  is  a  sophisticated 
White  Pages  application  that  can 
display  key  relationships  be¬ 
tween  people  and  data.The  linch¬ 
pin  to  creating  such  lists  is  that 
user  identity  information  and 
data  all  reside  in  one  repository 

“We  wanted  a  new  way  to  visu¬ 
alize  and  search  and  make  direc¬ 
tories  more  capable.  Users  want 
integrated  views  so  we  have  to 
store  data  differently  he  says. 

The  first  crack  at  changing  that 
storage  will  ship  with  MMS  3.0, 
which  will  display  directory  infor¬ 
mation  as  SQL  tables.  MMS  3.0  is  a 
metadirectory  that  lets  informa¬ 
tion  be  joined  in  a  single  logical 
entity  It  includes  a  Preview  mode 
that  works  much  like  a  Print 
Preview,  letting  users  see  what 
changes  will  look  like  before 
they  are  made. 

Microsoft  also  has  integrated 
MMS  3.0  with  Visual  Studio.Net 
to  create  a  standard  develop¬ 
ment  environment.  Support  for 
the  Directory  Services  Markup 
Language,  basically  an  XML  rep¬ 
resentation  of  LDAR  is  being 
added  to  provide  XML  applica¬ 
tion  developers  with  easy  access 
to  directory  services.  ■ 
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Identity  management  systems,  which  work  hand-in- 
hand  with  directories,  include  a  host  of  components. 


Component 

What  it  does 

Web-based  access 
management 

Driven  by  a  set  of  policies  to  control 
access  to  systems,  applications. 

Provisioning 

Automatically  creates,  maintains  and 
deletes  accounts  across  network. 

Identity 

administration 

Maps  user  identities  into  a  single  or 
reduced  number  of  profiles. 

Portals 

An  aggregation  point  where  users 
present  one  identification  for  access 
to  corporate  resources. 

Public  identification 
standards 

XML-based  standards  such  as  the 
Security  Assertion  Markup  Language 
used  for  authentication  and 
authorization. 
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Security  vendor  remakes  I 


■  BY  ELLEN  MESSMER 

MOUNTAIN  VIEW,  CALIF— 
Unable  to  make  a  go  of  it  as  a 
provider  of  security  monitoring 
services,  privately  held  Securify 
is  looking  to  sell  security  hard¬ 
ware  and  software  for  customers 
to  use  on  their  own. 

The  company,  founded  four 
years  ago  by  encryption  expert 
Taher  Elgamal, calls  its  appliance 
SecurVantage.  The  device  re¬ 
cords  application  and  network 
use,  and  includes  a  management 
console  to  provide  reporting  and 
analysis  based  on  a  customers 
security  policy  for  authorized 
application  use. 

SecurVantage,  which  is  based 


on  a  Dell  server  with  a  hardened 
Linux  kernel,  connects  to  a  LAN 
switch  at  up  to  1G  bit/sec. 

Chicago  law  firm  Sonnen- 
schein,  Nath  &  Rosenthal,  an 
early  adopter,  is  finding  Secur¬ 
Vantage  to  be  a  useful  tool  for 
refining  its  security  policy.  The 
device  lets  the  company  know 
how  business  activities  are 
affected  as  new  security  poli¬ 
cies  are  introduced  and 
enforced. 

“There’s  authorized  traffic  and 
unauthorized  traffic,  and  Secur¬ 
Vantage  can  categorize  it  by 
scoring  it  high  or  low,  or  red, 
green  and  yellow,”  says  Adam 
Hansen,  lead  information  securi¬ 
ty  engineer  at  Sonnenschein,  a 


1,500-employee  firm  with  offices 
around  the  country.  “You  can 
develop  a  policy  for  what  each 
SecurVantage  sensor  sees.  It  sorts 
application  use  by  protocol.  I 
even  can  look  at  commands 
passed  to  a  Web  server’’ 

Sonnenschein  has  been  run¬ 
ning  three  SecurVantage  sen¬ 
sors  for  about  a  month  on  its 
office  LAN,  with  the  main  bene¬ 
fit  being  its  ability  to  obtain  a 
view  of  the  law  firm’s  typical 
intranet  and  Internet  use. 
Hansen  says  he  anticipates 
more  widespread  use  of 
SecurVantage  at  the  firm. 

Few  products  seek  to  do  exact¬ 
ly  what  SecurVantage  tries  to  do, 
although  start-up  nCircle  is  also 


looking  to  provide  a  comprehen¬ 
sive  security  view.  Most  intrusion- 
detection  systems  seek  to  detect 
outright  attacks.  Another  catego¬ 
ry  of  products,  network  discov¬ 
ery  tools,  can  be  useful  for 
watching  traffic  flows,  but  they 
don’t  usually  work  in  real  time 
the  way  SecurVantage  does, 
Hansen  says. 

Pricing  for  SecurVantage  starts 
at  $50,000.  ■ 


Subscribe  to  our  free  newsletter. 
DocFinder:  5434  www.nvYfusion.com 


FalconStor  boosts  storage  back-up  system 


■  BY  DENI  CONNOR 


MELVILLE,  N.Y  —  Storage  soft¬ 
ware  vendor  FalconStor  last  week 
moved  to  improve  the  fault  toler¬ 
ance  of  its  products  by  acquiring 
software  maker  IP  Metrics  and 
revealing  plans  to  add  server 
failover  capability  to  its  own 
IPStor  product. 

FalconStor  will  add  IP  Metrics’ 
NIC  Express  to  its  lineup  of  data 
pooling  software.  NIC  Express  cre¬ 
ates  redundant  data  paths 
between  network  servers  and 
workstations,  and  reroutes  net¬ 
work  traffic,  ensuring  business 
continuity  if  a  network  adapter 
fails. 

FalconStor  paid  $2.5  million 
cash  for  IP  Metrics. 

FalconStor’s  IPStor  product 
combines  network-attached  and 
storage-area  network  (SAN)  data 
into  a  common  pool  of  informa¬ 
tion  that  can  be  shared  by  users 
and  managed  from  one  interface. 
It  consists  of  software  installed  on 
a  server  that  is  positioned  in  the 
data  path  between  network 
servers  and  the  storage  devices. 

Because  the  IPStor  server  han¬ 
dles  all  the  data  flowing  between 
servers  and  storage  devices,  it  is 
critical  that  it  be  mirrored  with 
another  server  for  redundancy, 
analysts  say 

“Putting  a  single  point  of  failure 
into  a  big  network  is  entirely  illog¬ 
ical,”  says  Steve  Duplessie,  senior 
analyst  for  Enterprise  Storage 
Group.  “The  success  that  compa¬ 
nies  such  as  FalconStor  and 


Bases  covered 

FalconStor’s  IPStor  network  is  fault-tolerant  on  both 
the  server  and  network  side. 


The  standby 
server  assumes 
the  identity  and 
operations  of  the 
failed  server. 


Servers 


The  IPStor  servers  monitor 
servers  A,  B  and  C.  If  a 
server  is  going  to  fail, 
IPStor  notifies  the  standby 
server  to  take  over. 


Redundant  adapters  in  the 
network  servers  and  the 
IPStor  servers  use  NIC 
Express  software  to 
establish  redundant  paths 
and  load  balance  traffic. 
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Datacore  have  had  is  pretty 
impressive,  but  the  smart  imple¬ 
mentations  always  have  at  least 
two  appliances  for  fault  toler¬ 
ance. 

To  alleviate  this  concern, 
FalconStor  has  added  mirroring, 
replication  and  snapshot  back-up 
capability  to  its  products.  A  func¬ 
tion  called  SerVivor,  which 
FalconStor  will  release  this  fall, 
lets  a  standby  server  take  over  the 
operations  of  any  of  the  primary 


servers  if  they  fail. 

With  SerVivor,  an  agent  is 
installed  on  the  server  designated 
as  the  standby  server.  The  IPStor 
server  monitors  the  other  servers 
and  if  one  fails,  it  signals  the 
standby  server  to  take  over  the 
failed  server’s  storage.  The  stand¬ 
by  server  effectively  takes  over  the 
workload  of  the  failed  machine, 
ensuring  constant  uptime. 

Steve  Kedem,  senior  network 
engineer  with  law  firm  Weil, 


Gotshal  &  Manges  in  New  York, 
uses  IPStor  to  connect  Hitachi, 
Compaq  and  MTI  disk  drives  to 
Compaq  servers.  He  has  creat¬ 
ed  a  redundant  network  with 
Brocade  switches,  dual  host  bus 
adapters  and  IPStor  servers. 

“We  have  dual  redundant 
paths  to  each  IPStor  server,” 
Kedem  says.“If  a  server  can’t  get 
to  the  storage  because  an  IPStor 
server  failed,  then  no  matter 
how  redundant  the  rest  of  the 
system  is,  we  have  no  assurance 
we  could  get  to  data.” 

Kedem  also  has  tested 
SerVivor. 

“If  we  have  four  identical 
servers  each  with  different  oper¬ 
ating  systems  —  they  could  be 
NetWare,  Windows  NT,  Linux  or 
Solaris  —  the  IPStor  servers  will 
listen  to  the  servers  and  if  they 
realize  that  Server  A  has  failed, 
they  will  tell  Server  B  to  boot 
itself  from  the  SAN,”  Kedem 
says.  “We  can  effectively  cluster 
across  different  operating  sys¬ 
tems  and  applications  and  pro¬ 
tect  our  data.” 

FalconStor  declined  to  com¬ 
ment  on  the  price  or  availability 
of  the  SerVivor  option. 

FalconStor:  www.falconstor. 
com 


www.nwfusion.com 


7/22/02 

NetworkWorld 

21 

■  ACCESS  DEVICES  8  CLIENTS 

■  SERVERS  IB  OPERATING  SYSTEMS 

■  VPNS  ■  NETWORKED  STORAGE 


Takes 

■  Unisys  last  week  added  two  new 
lines  to  its  ES7000  server  series  —  the 
Orion  and  the  Aries  —  which  run 
Intel’s  new  64-bit  Itanium  2  processor. 
The  company  will  try  to  dent  the  Unix- 
controlled  high-end  server  market  and 
convince  companies  to  consolidate 
their  server  rooms  with  the  new 
machines.  The  ES7000  Aries  130  and 
the  ES7000  Orion  130  will  come  with 
900-MHz  or  1-GHz  Itanium  2  proces¬ 
sors,  and  up  to  64G  bytes  of  memory. 
Users  also  can  choose  the  ES7000 
Aries  230  or  ES7000  Orion  230  with 
Intel's  Xeon  MP  processors,  at  either 
1.4  GHz  or  1.6  GHz.  The  Orion  line 
offers  high  performance  and  scalabil¬ 
ity  for  a  lower  price  than  similar  Unix 
systems,  Unisys  says.  Up  to  32  Itan¬ 
ium  or  Xeon  processors,  which  can 
be  split  into  two  independent  16-pro¬ 
cessor  domains,  can  be  included  in 
the  Orion  series.  The  servers  will  cost 
from  $140,000  to  $700,000,  depending 
on  the  configuration.  The  Aries  line 
will  be  marketed  as  an  entry-level  box. 
It  features  up  to  16  Itanium  2  or  Xeon 
MP  processors,  and  will  cost  between 
$75,000  and  $300,000,  depending  on 
the  configuration.  All  four  servers  will 
come  with  Microsoft’s  Windows  Ad¬ 
vanced  Server  Limited  Edition,  which 
can  be  upgraded  to  Windows  .Net 
Server  when  that  comes  out  later  this 
year.  The  availability  of  the  Itanium 
servers  will  be  delayed  until  Septem¬ 
ber  to  be  closer  to  the  release  date  of 
.Net  Server,  Unisys  says.  The  Xeon 
servers  are  available  now. 

■  Storability  sold  its  services  busi¬ 
ness  to  Storagetek  last  week.  The 
business,  which  consisted  of  the 
AssuredStorage  Operations  Center 
and  licenses  for  software  technology 
associated  with  delivery  of  remote 
storage  management  and  admin¬ 
istration  services,  had  sustained  the 
company  since  its  founding  in  May 
2000.  Recently,  Storability  refocused 
its  company  and  announced  that  it 
would  sell  its  storage-area  manage¬ 
ment  software  called  Global 
Storage  Manager  to  enterprise 
customers,  www.storability.com 


VMware  pumps  up  server 
partitioning  software 


■  BY  ASHLEE  VANCE 


PALO  ALTO  —  VMware  recently  an¬ 
nounced  the  newest  version  of  its  GSX 
Server  partitioning  software,  touting  sup¬ 
port  for  a  host  of  new  operating  systems 
along  with  added  management  tools  for 
users. 

The  product  lets  customers  install  many 
operating  systems  on  one  Intel-based 
server,  making  it  possible  for  them  to  host 
several  applications  on  one  physical  sys¬ 
tem  and  potentially  save  money  on  hard¬ 
ware  costs. 

GSX  Server  2.0  lets  users  run  the  latest 
versions  of  Windows  and  of  various 
Linux  distributions.  It  also  includes  new 
APIs  for  writing  Component  Object 
Model  (COM)  and  Perl  scripts  that  let 
users  add  more  complex  management 
features  to  the  partitioning  software,  says 
Kevin  Epstein,  director  of  product  man¬ 
agement  for  GSX  Server. 

Unlike  VMware’s  higher-end  ESX 
Server  software,  which  is  targeted  at 
data-center  server  consolidation,  GSX 
Server  was  built  to  help  companies 
design,  test  and  roll  out  new  software 
applications.  GSX  Server  lets  a  company 
test  applications  on  many  operating  sys¬ 
tems,  but  using  only  one  physical  server. 
Companies  also  can  transfer  an  entire 
virtual  machine  or  image  of  the  operat¬ 
ing  system  and  its  applications  from 
server  to  server,  Epstein  says. 

“The  product  helps  transform  the  soft¬ 
ware  life  cycle  in  terms  of  time  as  well  as 
approach,”  Epstein  says.“Companies  often 
do  application  installs  and  discover  miss¬ 
ing  files  or  subtle  differences  in  hardware 
that  cause  time  lags  and  hassles. With  GSX 
Server,  administrators  are  literally  able  to 
take  up  fully  encapsulated  virtual  ma¬ 
chines  as  files.  They  can  pick  up  the  file 
and  FTP  it  over  to  a  deployment  server 
and  start  it  running.” 

With  the  new  release,  VMware  has 


More  online! 

Learn  about  the  partner¬ 
ship  between  VMware  and 
IBM. 

DocFinder:  1326 


added  support  for  Microsoft’s  upcoming 
Windows  .Net  Server, Standard  Server  and 
Enterprise  Server  as  both  the  host  —  or 
main  —  operating  system,  and  guest 
operating  system.  Linux  distributions 
MandrakeSoft  SA  8.2,  Red  Hat  7.3  and 
SuSE  Linux  AG  8.0  also  will  work  as  a  host 
or  guest  operating  system. 

VMware  also  added  a  complete  set 
of  COM  and  Perl  application  program¬ 
ming  interfaces  for  running  secure 
remote  access  and  automation  functions 
with  virtual  machines.  The 
amount  of  memory  that  can 
be  added  to  the  server  hard¬ 
ware  and  host  operating  sys¬ 
tem  using  the  physical  ad¬ 
dress  extension  standard  also 
has  been  upped  with  the  new 
release,  to  8G  bytes. 

One  customer  using  GSX 
Server  to  consolidate  applica¬ 
tions  onto  one  server  and  as  a 
test  environment  was  pleased 
to  see  the  additional  manage¬ 
ment  tools. 

See  VMware,  page  22 


Server  deluxe 

The  latest  release  of  VMware’s 
GSX  Server  partitioning 
software  promises  to  deliver 
a  number  of  system  and  cost¬ 
saving  benefits,  among  them: 

•  Consolidate  applications  and  infra¬ 
structure  services  onto  fewer  highly 
scalable,  highly  reliable  enterprise- 
class  servers. 

•  Simplified  system  management. 

Let's  users  develop  in 
multiple  machine  environ¬ 
ments  and  clusters,  rapidly 
build  realistic  tests  in  less 
time  and  with  less  hard¬ 
ware,  and  automate 
management  of  machines 
and  machine  images. 

Shorter  development 
cycles  and  compressed 
set-up  time  for  complex 
testing  projects. 

Lower  hardware  costs. 


SonicWall  VPN  router 
backs  up  dedicated  links 

Device  protects  teleworkers  if  main  'Net  connection  fails. 


■  BY  TIM  GREENE 

SUNNYVALE,  CALIF  —  SonicWall  is 
introducing  a  small-office  VPN  router  that 
preserves  telecommuters’  connectivity  to 
corporate  networks  if  their  dedicated 
Internet  connections  fail. 

Tele3  SmartPath  backs  up  dedicated 
Internet  connections  such  as  DSL  or  cable 
modems  with  dial-up  connections.  The 
device  automatically  dials  out  to  a  desig¬ 
nated  ISP  via  a  built-in  modem,  reestablish¬ 
ing  the  lost  VPN  tunnel. 

Other  vendors  offer  dial  back-up  options, 
but  they  do  not  have  appliances  with  built- 
in  modems,  says  Charles  Kolodgy  research 
manager  for  Internet  security  at  1DC. 


When  the  modem  picks  up  for  a  failed 
dedicated  link,Tele3  SmartPath  monitors 
the  downed  line  and  when  it  comes 
back  up,  switches  traffic  back  to  the 
faster  connection. 

Other  home-office  devices  cost  $300,  but 
the  Tele3  SmartPath  costs  $650,  Kolodgy 
says.  But  unlike  the  less-expensive  com¬ 
petitors,  the  SonicWall  product  comes 
with  enterprise-level  management 
through  SonicWall’s  Global  Management 
System  software,  he  says. 

It  would  be  useful  in  retail  stores  that 
use  an  Internet-based  VPN  to  send  sales 
and  inventory  data  to  a  central  site,  or 
connect  to  credit  card  verification  ser- 
See  SonicWall,  page  22 
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TOLLY  ON 
TECHNOLOGY 

Kevin 

Tolly 


The  tech  meltdown  has  been  kind  to 
nobody.  Certainly,  the  abruptness 
made  it  enormously  painful.Yet  the 
situation  has  served  as  a  catalyst  for  a 
profound  change  throughout  the  indus¬ 
try.  Ultimately  it  will  yield  innovation 
that  otherwise  would  not  have  taken 
place. 

Let’s  face  it,  before  the  bubble  burst, 
what  I'll  caH“complacent  arrogance” was 
rampant  in  the  network  industry.  Share 
prices  were  soaring,  and  IPOs  became 
almost  like  carnivals. 

I  still  remember  the  day  that  Foundry 
Networks  went  public  in  September  1999. 
I  was  on  stage  in  Washington,  D.C.,  moder¬ 
ating  our  Network  World  State  of  the  LAN 
Town  Meeting  tour.  Along  with  me  were 


Meltdown's  silver  lining:  Exasperated  innovation 


speakers  from  Foundry,  Extreme  Networks 
and  Alcatel. 

Being  in  the  same  time  zone  as  Wall 
Street,  the  markets  were  opening  as  we 
commenced.  At  first,  I  couldn’t  under¬ 
stand  why  the  speakers  were  getting  up 
and  down  from  their  seats.  It  became 
apparent  to  everyone  in  the  room  when 
one  of  our  speakers  forgot  to  turn  off  his 
wireless  microphone  when  he  left  the 
room  to  call  his  broker.  Foundry’s  com¬ 
petitor  (who  shall  remain  nameless)  was 
busily  buying  first-day  shares.  And  I  later 
found  out  that  he  wasn’t  the  only  vendor 
on  stage  doing  so. 

To  me,  this  scene  epitomized  the  focus 
on  the  “game"  rather  than  the  product. 

Companies  would  come  into  being 
without  ever  being  concerned  about  actu¬ 
ally  bringing  out  a  product.  They  simply 
wanted  to  become  “bait”  for  a  serial 
acquirer  such  as  Cisco,  Nortel  or  Alcatel. 
As  we  all  came  to  find  out,  it  was  all  about 
“valuation”  rather  than  “value.” 

For  employees  with  entrepreneurial 
yearnings,  the  sky-high  stock  price  was  a 


strong  disincentive  to  striking  out  on  one’s 
own.  Some  workers  simply  rode  the  red- 
hot  job  market  and  job-hopped  their  way 
to  top-dollar  positions. 

That’s  all  over  now  —  and  good  rid¬ 
dance.  The  job-hoppers  have  certainly 
had  their  comeuppance.  Many  who  gravi¬ 
tated  toward  IT  because  it  was  “easy 
money”  have  left  the  field.  They  won’t  be 
missed. More  importantly,  the  fires  burning 
in  corporate  America  have  released  the 
seeds  of  innovation  once  again.  Exas¬ 
perated  with  the  moribund  state  of  giant 
employers,  the  would-be  entrepreneurs 
have  seized  the  moment. 

It  seems  like  every  day  we  are  getting 
contacted  by  “stealth-mode”  or  alpha- 
phase  start-ups.  They  are  acutely  attuned 
to  today’s  market  conditions. They  have  a 
laser  focus  on  creating  and  proving  value. 
And, most  importantly, they  are  committed 
to  going  all  the  way  —  delivering  a  prod¬ 
uct  to  market  and  generating  a  profit. 
What  a  concept. 

During  the  past  few  years,  there  were  a  lot 
of  areas  that  were  overlooked  as  the  indus¬ 


try  rolled  ahead  at  90  mph  looking  for  the 
next  big  thing.  Why  refine  existing  technol¬ 
ogy,  vendors  would  say,  if  it  is  merely  going 
to  be  swapped  out  for  the  “latest  and 
greatest.” 

With  network  executives  now  making  it 
clear  that  the  days  of  infrastructure 
“churn”  are  over,  the  stage  is  set  for  a  slew 
of  “refinement”  products.  That,  combined 
with  a  surge  in  interest  in  security,  should 
set  the  stage  for  start-ups  and  established 
firms  to  focus  finally  on  managing  and 
optimizing  existing  gear.  IT  buyers  will 
benefit  from  higher  reliability  and  lower 
total  cost  of  ownership. 

Of  course,  even  great  ideas  have  a  hard 
time  finding  funding  today  but,  from  my 
vantage  point  at  least,  I’m  bullish  as  I  see 
the  highest  level  of  innovation  —  albeit 
triggered  by  exasperation  —  that  I’ve  seen 
in  a  decade. 

Tolly  is  president  of  The  Tolly  Group,  a 
strategic  consulting  and  independent  test¬ 
ing  company  in  Manasquan,  NJ.  He  can  be 
reached  at  ktolly@tolly.com. 


Asante  offers  fiber-based  LAN  gear 


■  BY  PHIL  HOCHMUTH 

SAN  JOSE  —  Asante  recently 
updated  its  line  fiber-based  Fast 
and  Gigabit  Ethernet  gear  with 
several  new  switch,  network  inter¬ 
face  card  and  media  conversion 
products  aimed  at  small  busi¬ 
nesses  looking  to  bolster  their  net¬ 
works  with  fiber-optic  cabling 
infrastructures. 

The  FriendlyNET  FX4000  and 
4008  switches  could  help  users 
with  smaller  networks  expand 
their  network  backbones  by  pro¬ 
viding  up  to  32  or  64  fiber-based 
ports  of  Fast  or  Gigabit  Ethernet.  A 
new  line  of  eight-,  16-,and  24-port 
workgroup  switches  and  a  single¬ 
mode  fiber  NIC  are  on  tap  for 
connecting  end  users.  New 
media  converters  for  changing 
copper  Ethernet  connections  to 
fiber  for  long-distance  connec¬ 
tions  also  were  released. 


SonicWall 
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vices,  Kolodgy  says. 

Michael  Relich,  CIO  for  the 
Foothill  Ranch,  Calif.,  women’s 
clothing  chain  Wet  Seal,  hopes  to 
start  rolling  out  the  Tele3 
SmartPath  in  the  company’s  567 
stores  soon.  The  firm  uses  a  dial¬ 
up  remote-access  VPN  to  move 
sales  data,  push  out  new  pricing 
lists  and  update  point-of-sale  soft¬ 
ware.  But  he  wanted  more  speed 
and  a  persistent  Internet  connec¬ 
tion. “We  wanted  to  move  to  DSL, 


The  FriendlyNET  FX  4000  is  a 
four-slot  chassis  that  can  house 
32  10/ 100Base-T,  100Base-FX  or 
lOOOBase-FX/LX  ports,  or  a  mix¬ 
ture  of  the  three  types.  The  4008 
model  chassis  comes  with  eight 
slots  and  supports  64  total  ports. 
Multimode  Fast  and  Gigabit 
Ethernet  modules  come  with  four 
ports,  while  single-mode  blades 
have  two  ports. 

FriendlyNET  FX1009,  FX1017 
and  FX1024  series  workgroup 
switches  come  with  eight,  16  or  24 
ports,  respectively  Each  box  also 
can  accept  one  lOOBase-FX/LX 
fiber  uplink  module. 

For  converting  copper-based 
network  connections  to  fiber, 
Asante’s  FriendlyNET  FC  convert¬ 
ers  are  now  available.  The  con¬ 
verters  can  extend  a  copper- 
based  Gigabit  Ethernet  connec¬ 
tion,  which  have  a  distance  limi¬ 
tation  of  300  feet,  37  miles  with  a 


but  we  also  want  dial  back-up," 
Relich  says. 

The  company  is  dumping  a 
Check  Point  Software-based  VPN 
in  favor  of  the  SonicWall  gear, 
and  Relich  says  he  thinks  the 
appliance  is  more  stable  and 
easier  to  manage.  DSL  service 
won’t  be  available  at  all  stores 
initially,  but  because  of  the  dial 
option,  he  can  roll  out  the  same 
gear  in  all  stores  right  away 
using  dial  connections  if  DSL  is 
unavailable.  That  way,  all  stores 
will  have  a  standard  set  of  equip¬ 
ment  regardless  of  the  service. 


singlemode  fiber  converter.  Con¬ 
verters  for  100BaseT  to  100Base 
FX/LX  are  available,  and  convert¬ 
ers  that  can  connect  multimode 
to  singlemode  fiber  links.  Asante 
also  released  a  lOOOBaseFX  NIC 
for  connecting  Windows,  Macin¬ 
tosh  and  Linux/Unix  workstations 
and  servers  with  multimode  fiber 
Fast  Ethernet. 

The  FriendlyNET  FX4000  chassis 
will  compete  with  similar  small- 
chassis  products  such  as  3Com’s 
Switch  4005  and  Hewlett- 
Packard’s  ProCurve  4000  series 
chassis. 

FriendlyNET  FX4000  and  4008 
series  chassis  at  $280,  and  the 
FriendlyNET  FX1000  series  work¬ 
group  switches  start  at  $330.  The 
FC  Series  Media  Converters  start 
at  $120,  and  the  GigaNIX  1000SX 
adapter  goes  for  $600.  All  prod¬ 
ucts  are  available  now. 

Asante:  www.asante.com 


As  DSL  becomes  available,  he 
can  switch  over  the  installed 
Tele3  SmartPaths. 

Using  the  SonicWall  appliance 
also  will  get  the  Check  Fbint  VPN 
client  software  off  the  lead 
PC/cash  register  in  each  store, 
which  he  says  he  thinks  might 
make  the  registers  more  stable. 

In  addition  to  supporting  IP 
Security  VPNs  and  a  firewall,  the 
Tele3  SmartPath  appliances  also 
can  support  URL  filtering  and 
virus  screening. 

SonicWall:  www.sonicwall.com 
/products 


VMware 

continued  from  page  21 

“I’ve  tested  the  2.0  beta  and  am 
much  more  comfortable  with 
the  remote  console,”  says 
Michael  Rice,  vice  president  of 
technology  and  operations  at 
Tower  Bank  and  Trust  in  Fort 
Wayne,  Ind. 

In  GSX  Server  2.0,  users  can  set 
up  scripts  to  automate  functions 
such  as  checking  on  a  virtual 
machine’s  health  remotely  and 
to  restart  a  virtual  machine  if  it 
goes  down. 

Rice  purchased  a  dual-proces¬ 
sor  1-GHz  Pentium  III  server  to 
make  sure  he  had  enough  horse¬ 
power  to  handle  several  applica¬ 
tions  on  a  system  at  once.  He 
runs  a  database  and  an  automa¬ 
tion  server  that  manages  various 
functions  within  the  bank  on  the 
one  server.  “I  bought  a  state-of- 
the-art  server  now,  knowing  that  I 
will  save  money  easily  in  the 
long  run,”  Rice  says.“I  don’t  have 
to  go  out  and  buy  separate 
servers  now,  which  is  a  huge 
plus.” 

Rice  also  runs  a  test  environ¬ 
ment  with  GSX  Server  for  other 
applications.  He  uses  Windows 
2000  and  NT  but  might  move  to 
Linux  down  the  road  to  offset 
some  licensing  costs,  he  says. 
“Customers  are  clamoring  for 
Microsoft  relief,”  he  says. 

One  analyst  added  that  VM¬ 
ware  has  formed  close  ties  with 
hardware  vendors  such  as  IBM 
and  Hewlett-Packard,  which 
should  create  better  links  be 
tween  their  servers  and  the  par¬ 


titioning  software. 

“What’s  more  important  than 
the  raw  technology  in  some 
ways  is  that  VMware  has  done  a 
very  good  job  of  creating  tight 
relationships  with  the  vendors,” 
says  Tom  Bittman,  an  analyst  at 
Gartner. 

IBM  and  VMware  have  a  devel¬ 
opment  agreement  to  add  parti¬ 
tioning  capabilities  to  IBM’s 
Intel-based  servers.  This  gives 
IBM’s  Intel  line  similar  high-end 
features  as  its  mainframe  and 
Unix  systems.  The  companies 
have  developed  a  version  of  the 
software  for  IBM’s  x360  server 
and  plan  an  update  to  the  soft¬ 
ware  for  the  third  quarter  that 
will  be  aimed  at  the  high  end  of 
the  xSeries  line. 

Putting  more  applications  on 
one  physical  server  can  help 
lower  the  total  number  of 
servers  a  company  needs  to 
manage.  A  software  bug  or  virus 
can  be  isolated  in  one  partition 
without  affecting  other  software 
on  the  server. 

“With  ESX  Server,  users  can 
chop  up  a  16-processor  server 
into  20  different  partitions  or  vir¬ 
tual  servers.  Administrators  can 
then  run  different  applications 
in  each  partition  and  allocate 
processing  and  memory 
resources  for  each  application. 

GSX  Server  2.0  is  available 
now  for  $3,500  per  server  via 
download  or  $3,550  for  a  boxed 
version. 

Vance  is  a  correspondent  with 
the  IDG  News  Service's  San 
Francisco  bureau. 


makingbusinesspleasure 


Finally  AV  and  IT  experts  are  finding  something  Through  a  simple  Internet  browser,  Sony's 


WINDOWS®  CE 
COMPUTER 
ON-BOARD 


SIMPLE  NETWORK 
MANAGEMENT 
PROTOCOL 


LOCAL,  REMOTE  OR 
WIRELESS  ACCESS 


AUTO  EMAIL 
SELF-DIAGNOSTIC 
MONITORING 


to  agree  on  -  the  VPL-PX15  SuperSmart"'  projector 
from  Sony.  It  combines  cutting  edge  projector 
technology  and  features  with  the  latest  in  wired 
and  wireless  networking  capability.  It  lets  you 
manage  content  and  take  control,  while  giving 
you  outstanding  performance,  reliability  and 
image  quality. 

The  VPL-PX15  has  an  on-board  computer  so  you 
can  upload,  store,  and  present  Excel®  worksheets, 
PowerPoint®  presentations,  JPEG  images,  bitmapped 
images,  and  more.  This  self-sufficient  projector 
can  even  access  and  browse  the  Internet  via  the 
supplied  remote  control.  Plus,  it's  always  on  the 
LAN,  ready  to  be  accessed,  locally  or  remotely... 
even  wirelessly... whether  or  not  it's  turned  on. 


VPL-PX15  can  be  monitored  from  any  location 
on  the  LAN.  You  can  determine  if  the  unit  is  on, 
which  input  is  selected,  its  operating  status,  even 
adjust  the  picture.  Compatibility  with  Remote 
Desktop  Protocol  also  enables  the  display  of  your 
computer's  desktop,  or  that  of  any  other  PC  on 
your  LAN,  via  remote  access... without  leaving 
the  meeting  room. 

And  no  more  last  minute  surprises  -  the  VPL-PX1 5 
can  help  you  avoid  problems  before  they  become 
one.  This  SuperSmart  projector  is  so  smart,  it 
even  tells  you  when  it's  time  to  change  the  lamp 
via  email  with  Sony's  Auto  Email  function. 

So  make  your  next  projector  the  Sony  VPL-PX1S. 
And  start  to  enjoy  the  benefits  of  networking  today. 


For  a  limited  time  with  the  purchase  of  a  VPL-PX15  projector, 
you  can  receive  a  Wireless  LAN  Card  at  no  additional  charge. 
Call  1-800-766-9523  (Sony  LCD)  or  visit  www.sony.com/supersmart 
today  for  more  information  and  program  Terms  and  Conditions. 


SuperSmart 


62002  Sony  Electronic*  Inc.  All  rights  reserved.  Reproduction  in  whole  or  in  pert  without  written  permission  is  prohibited.  Features  and  specifications  are 
subject  to  change  without  notice.  Sony  and  SuperSmart  are  trademarks  of  Sony.  Excel,  Windows  and  PowerPoint  are  trademarks  of  Microsoft  Corporation. 


If  You  Had  Just  Saved  $120,000 
Your  First  Month,  You'd  Be 


Smirking,  Too, 


.  .  ’  :  - 

When  BlueCross  BlueShield  of  Tennessee 

•  . .  -My;,  : 

set  out  to  build  a  SAN,  they  were  looking 
.• 

for  far  more  than  just  a  vendor.  They 

.  . 

were  looking  for  a  partner,  which  is 
precisely  what  they  found  in  McDATA. 

;  ;  What  we  uniquely  had  to  offer  was  a 
complete  solution  that  encompassed 
hardware,  software,  and  more  importantly, 
long-term  strategic  thinking. 


"It  goes  beyond  McDATA  having  the 
finest  SAN  hardware  and  software 
products  on  the  market;  what  was  key 
was  the  partnership  we  formed. " 


Bob  Venable 

Manager  of  Enterprise  Systems 


ct  ,ross  M 
Vnnt*sst*» 


The  results  were  even  greater  than 
imagined.  Using  our  SANavigator M 
software,  BlueCross  BlueShield  of 
Tennessee  saved  an  astonishing  $120,000 
the  first  month  alone.  They  grew  their 
business  by  15%,  at  the  same  time 
improving  their  corporate  efficiency  by 
30%.  And  now  the  firm  is  able  to  manage 
46  terabytes  of  data  and  over  4,000  users 
with  just  four  part-time  administrators. 


Just  like  we  did  for  BlueCross  BlueShield 
of  Tennessee,  McDATA  could  help  you  save 
a  lot  of  green,  too.  So  give  us  a  call  or  visit 
our  website. 


1.800.545.5773 

www.mcdata.com/nww 


www.nwfusion.com 
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SERVICES  AND  STRATEGIES 
FOR  TYING  TELEWORKERS  TO  THE  ENTERPRISE 


Health  First’s  Rx  for  telework 


■  BY  JEFF  ZBAR 

In  2000,  Health  First  suffered  from  the 
low-tech  blues. 

Medical  transcriptionists  were  in  high 
demand,  but  finding  qualified  workers 
was  nearly  impossible.  As  a  result,  rival 
hospitals  began  paying  transcriptionists 
top  dollar  and  letting  them  work  from 
home. 

These  specialized  workers  need  not 
only  to  access  the  company  network  to 
retrieve  documents,  but  they  also  need 
home-office  phones  that  mimic  the  cor¬ 
porate  phone  system  to  ensure  easy 
access  by  doctors  and  departments  that 
need  audio  notes  transcribed. 

Executives  at  Health  First,  a  three-hospi¬ 
tal  network  in  Viera,  Fla.,  knew  telework 

■  PROFILE: 


HEALTH  FIRST 

Location: 

Viera,  Fla. 

Business: 

750-bed,  three- 
hospital  network. 

Employess: 

5,000 

Teleworkers: 

50;  significant  growth 
expected. 

Challenge: 

Tight  office  space  and 
the  inability  to  recruit 
qualified  medical 
transcriptionists 
locally  hindered  the 
company’s  growth. 

Solution: 

Health  First  launched 
a  telework  initiative 
using  aVPN  and  VoIP 
phone  system  to  re¬ 
produce  the  office 
environment. 

Takes 

■  Rivals  Intellon  and  Cogency 
Semiconductor  recently  announced 
additions  to  their  HomePlug-compliant 
chip  offerings.  HomePlug  lets  users 
share  Internet  access  via  existing 
power  lines  to  network  home  office 
and  eventually  entertainment  devices 


could  keep  them  competitive,  but  they 
couldn’t  launch  a  significant  telework 
program  without  an  overhaul  of  the  hos¬ 
pitals’  communications  systems. 

“It  became  important  to  make  similar 
offers  and  extend  our  systems  beyond 
Brevard  County?’ says  Steven  Shim, director 
of  IT  technical  services. 

Breaking  point 

While  some  firms  simply  send  workers 
home  with  an  Internet  connection  and  a 
phone  line,  others  opt  to  replicate  the  cor¬ 
porate  environment  in  the  home. 
Although  the  latter  is  more  costly,  the  ben¬ 
efits  abound.  Mirroring  the  office  can 
make  training  new  teleworkers  easier, 
boost  productivity  of  existing  employees 
by  giving  them  the  tools  to  which  they’re 
accustomed.  For  technical  workers  specif¬ 
ically,  replicating  the  office  systems  can 
speed  downloads  and  processes. 

As  a  workflow  systems  administrator  at 
Health  First,  Desmond  Almarales  remem¬ 
bers  the  long  hours  he  and  his  team  of 
four  database  analysts  and  programmers 
used  to  put  in  installing  software  and  sys¬ 
tem  upgrades  —  tasks  that  involved  multi- 
step  processes  that  can’t  be  performed 
reliably  over  a  dial-up  connection. 

“If  they  were  home  and  a  glitch  would 
arise,  they’d  have  to  drive  back  to  the 
office  to  solve  it,”  Almarales  says. 

Moreover,  because  Health  First  had 
grown  in  recent  years  through  acquisition 
of  hospitals  and  other  medical  offices,  the 
company  had  to  deal  with  a  variety  of 
office  spaces  wired  with  disparate  phone 
systems.  Add  to  this  the  shortage  of  tran¬ 
scriptionists  and  IT’s  need  to  make  work¬ 
ers  more  productive,  and  late  in  2000, 
Health  First  executives  decided  they 
could  wait  no  longer  and  gave  the  green 
light  to  the  necessary  upgrades. 


at  14M  bit/sec.  The  companies  both  tout 
an  integrated  circuit  design,  which  low¬ 
ers  the  cost  of  materials  and  could  help 
spur  market  adoption.  (Intellon  says  its 
new  chip  makes  powerline  products 
cheaper  to  build  than  wireless.)  The 
Cogency  CS1102  chip  powers  an  Ether¬ 
net  to  HomePlug  bridge  device;  the 
Intellon  INT51X1  chip  powers  an  Ethernet 
to  USB  device,  www.intellon.com; 
www.cogency.com 


Phones  first 

Shim  and  several  other  executives  visit¬ 
ed  Siemens  Enterprise  Networks  in  Boca 
Raton,  Fla.,  to  see  the  company’s  new 
HiPath  Communications  Platform  and  its 
Optipoint  desktop  telephone,  and  in  2001 
rolled  out  a  small  pilot  program. The  tele¬ 
phone  network  is  an  IP  convergent  system 
that  connects  remote  workers’  Siemens 
phones  with  the  hospital  telephone  sys¬ 
tem  via  an  Internet  connection.  This  also 
lets  transcriptionists  who  work  long-dis¬ 
tance  from  the  company  communicate 
without  paying  long-distance  toll  charges. 

The  HiPath  phone  delivers  identical  cor¬ 
porate  office  communications  and  func¬ 
tionality  in  the  home  office.  Whether 
Almarales  wants  to  dial  an  in-office  col¬ 
league  or  a  home-based  one,  he  dials  the 
worker’s  five-digit  extension.  The  system 
also  delivers  centralized  voice  mail,  auto¬ 
mated  attendant  and  conference  calling 
features  to  all  users  across  the  network. 

Shim  says  he  put  the  transcriptionists  on 
an  automatic,  call  distribution  list.  When  a 
department  or  doctor  needs  transcription 
service,  the  system  sends  the  call  to  an 
available  transcriptionist. 

Since  the  pilot  was  completed  last  year, 
Health  First  has  rolled  it  out  to  50  tran¬ 
scriptionists  and  workers  in  finance, 
patient  relations  and  IT.  Next,  the  com¬ 
pany  plans  to  expand  the  program  to 
include  its  call  centers,  the  patient  billing 
service,  health  insurance  division  and 
physician  practices. 

The  Siemens  software,  loaded  onto  a 
Pentium  II  machine  with  dedicated 
broadband  or  dial-up  Internet  access  and 
a  Siemens  analog  to  voice-over-IP  gate¬ 
way,  costs  about  $2,000  per  remote  worker. 

Data  decisions 

Upgrading  the  phone  system  was  only 
half  the  job.  Next,  Health  First  teleworkers 
needed  high-speed  connections  to  access 
the  corporate  Novell  network. 

Health  First  worked  with  Time  Warner 
Telecom  to  establish  a  DS-3  connection 
between  its  data  center  and  Time  Warner’s 
Maitland,  Fla.,  facility.  This  reduced  the 
number  of  peering  points  and  helped 
deliver  a  dedicated  45M  bit/sec  pipeline 
for  Health  First’s  remote  workers. 

The  hospital  chain  also  selected  Novell 
BorderManager  VPN,  which  delivers  the 
same  desktop  to  the  home  office  that 
workers  view  in  the  corporate  office.  Its  IP 
Security  VPN  application  helped  Health 
First  comply  with  security  requirements  of 


Health  smarts 

In  shopping  for  a  new  commu¬ 
nications  system,  Health  First 
executives  sought  technology 
that  accommodates  in-office 
and  remote  workers.  Here’s 
what  they  learned: 

•  Identical  systems  shorten 
learning  curve.  Choosing 
products  that  work  well  in  both 
environments  lets  Health  First 
train  teleworkers  in  the  corpo¬ 
rate  office,  then  send  them  home 
to  work  using  the  same  set  up. 

•  Seamless  systems  ease  in¬ 
office  workers’  adjustment. 

Because  in-office  employees  use 
the  same  dialing  and  e-mail  pro¬ 
tocols  for  internal  and  home- 
based  workers,  they  found  it  easy 
to  adjust  to  working  with  new 
teleworkers. 

•  Plan  for  the  future.  The  best 
time  to  research  new  telephony 
or  computer  hardware  or  soft¬ 
ware  systems  is  before  you  need 
one.This  helps  ensure  you'll  select 
equipment  that  is  unified  across 
the  company. 

the  federal  Health  Care  Financing  Admin¬ 
istration  and  Health  Insurance  Portability 
and  Accountability  Act. 

Ensuring  remote  workers  are  on  the 
same  platform  and  using  the  same  appli¬ 
cations  has  created  consistency  between 
the  corporate  office  and  teleworkers’ 
home  offices.  This  has  aided  productivity 
and  helped  the  company’s  IT  support 
staff  troubleshoot  tech  problems,  Shim 
says. 

“We  needed  consistency  from  the  office 
to  the  home  office:  the  same  applications, 
login,  application  delivery,  phones,”  he 
says.“Usuaily  once  you  get  away  from  the 
main  facility,  you  lose  all  opportunity  to 
do  that.  Now  it’s  much  like  they’re  on  the 
main  network,  and  this  is  all  transparent  to 
all  our  customers.” 

For  Almarales  and  his  team,  telework 
has  been  a  boon  to  productivity  During  a 
monthlong  upgrade  to  People  Soft  8.0 
earlier  this  year,  his  team  members  — 
who  all  work  from  home  full  time  now  — 
performed  upgrades  and  adjustments 
and  relaunched  the  system  from  their 
homes.  ■ 


This  new  webcast 
is  ready 

when  you  are. 

Watch  this  webcast  today  and  hear  why  today's  leading 
enterprises  are  choosing  optical  networking  to  extend  their 
existing  network  infrastructure. 

Join  Mark  Gibbs,  Technology  Expert  and  Columnist  for  Network  World,  as  he  brings 
together  experts  from  Infonetics  Research,  Cisco  Systems,  Datek  and  Pinnacle  West 
to  explore  the  world  of  optical  networking.  Discover  how  you  can  extend  your  existing 
network  infrastructure  integrating  voice,  video,  data  and  storage  over  a  high  capacity, 
highly  available  next  generation  multi-service  optical  network.  The  end  result? 

A  flexible,  scalable  infrastructure  that  will  boost  productivity  and  lower  your  total 
cost  of  ownership.  Don't  wait  another  minute — watch  this  program  today. 


"Optical  Networking  Solutions  for 

the  Enterprise"  webcast  topics: 

•  Why  Enterprises  are  choosing 
optical  networking 

•  Industry  and  economic  drivers 
behind  optical  networking 

•  Why  Optical  and  IP  are  a 
perfect  fit 

•  Business  and  technology 
benefits  of  optical  networking 
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•  Cisco  COMET:  Complete  Optical 
Multiservice  Edge  &  Transport 


View  at:  www.itworld.com/itwebcast/optical 
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Users,  vendors  try  to  manage  Web  services 


■  BY  DENISE  DUBIE 

Travel  industry  giant  Orbitz  couldn’t  wait 
for  management  software  vendors  to  offer 
the  tools  it  needed  to  track  how  integrated 
applications  performed  under  pressure.  So 
the  online  travel  company  built  its  own. 

“We  needed  to  figure  out  how  to  man¬ 
age  all  of  the  many  devices  and  elements 
and  integrate  them  into  one  kind  of  view 
of  operations,”  says  Kevin  Malover,  Orbitz 
CIO.  He  says  the  Chicago  company  that 
searches  about  450  airlines  to  find  the 
lowest  airfares  for  customers  needed  to 
ensure  “all  of  the  moving  parts”  worked 
together  smoothly  for  a  more-than-satis- 
factory  end-user  experience. 

For  Orbitz,  the  high  volume  of  online 
transactions  required  the  company  jump  a 
bit  ahead  of  network  management  ven¬ 
dors  and  write  its  own  software  to  manage 
the  performance  of  its  Web  service  appli¬ 
cations,  which  include  booking  airline  tick¬ 
ets,  via  the  Web.  When  a  customer  visits  the 
Orbitz  Web  site,  he  triggers  a  process  that 
involves  Orbitz  getting  the  user  request, 
searching  numerous  databases,  delivering 
travel  options,  tweaking  the  details,  han- 


Holding  back 

In  a  survey  of  more  than  300 
enterprise  companies,  users  said 
immature  quality  assurance, 
performance  and  systems 
management  tools  would  keep 
them  from  adopting  Web  services. 


Inhibitors  to  acquiring  Web  services 

Security  is  immature 

4.8 

Quality  assurance  tools  are  immature 

4.8 

Performance  management  products  are  immature 
4.7 

Systems  management  products  are  immature 

Development  tools  are  immature 
4.4 

The  cost  of  technical  expertise  is  prohibitive 
.  14.1 


The  cost  of  training  is  prohibitive 
3.7 

The  cost  of  implementation  is  prohibitive 

Note:  Mean  score  on  a  scale  from  1  to  7: 1  meaning 
strongly  disagree;  7  meaning  strongly  agree. 

SOURCE  HURWITZ  GROUP  PRO  STUDY.  JANUARY  2002 


dling  credit  card  authorization,  confirming 
accounts  and  so  on. 

Unfortunately  for  Orbitz  —  and  despite  a 
lot  of  recent  talk  from  management  soft¬ 
ware  companies  —  industry  watchers  say 
most  vendors  can  not  yet  manage  Web  ser¬ 
vices,  or  the  technology  that  uses  XML 
interfaces  to  let  applications  talk  to  each 
other  and  potentially  work  as  one  business 
application  or  process.  For  Orbitz  and  the 
billions  of  transactions  the  site  processes 
per  second,  all  those  moving  parts  pose 
problems  for  traditional  management 
tools. 

“Travel  is  not  static.  The  inventory 
changes  every  second,  and  these  transac¬ 
tions  are  fairly  complex,”  Malover  says. 

Several  vendors  can  manage  the  perform¬ 
ance,  including  metrics  such  as  response 


time,  availability  and  accuracy,  on  an  indi¬ 
vidual  application,  server  or  device  fulfill¬ 
ing  a  user  request.  But  tracking  each  trans¬ 
action  in  a  process  that  involves  several 
pieces  of  software  working  together  and 
then  relating  how  the  performance  of  one 
step  can  or  will  affect  the  next  step  in  the 
process  remains  a  challenge  for  most 
management  software. 

Although  Orbitz  uses  Micromuse’s  Net- 
cool  network  management  software  to 
detect  faults,  Malover  says  the  company 
designed  its  own  application  that  would 
alert  network  operations  staff  to  appli¬ 
cation  behavior  and  online  service 
abnormalities. 

“We  built  alarming  into  our  application 
layer  not  to  tell  whether  there  is  a  terrible 
event  happening  on  a  server,  but  to  see 


how  the  application  is  behaving,  how  well 
applications  are  working  together  and 
what’s  happening  when  a  customer  visits 
our  site,”  Malover  says. 

Making  the  various  networks,  systems 
and  databases  work  together  requires  a 
high  level  of  integration  between  multiple 
applications  and  creates  a  lot  of  room  for 
performance  problems.  “It’s  more  about 
flagging  a  wacky  response  from  an  appli¬ 
cation  than  looking  for  failures,”  Malover 
says. 

In  fact,  users  asked  about  the  main 
inhibitors  to  Web  services  adoption  said 
they  found  performance  management 
products  to  be  too  immature,  among  other 
issues.  And  while  security  topped  the  list  of 
user  worries  about  implementing  Web  ser- 
See  Web  services,  page  28 


Shavlik  taking  patch  mgmt.  further 


■  BY  JOHN  FONTANA 

Shavlik  Technologies  this  week  will 
update  its  popular  Windows-based  patch 
management  tool  to  provide  network  exec¬ 
utives  with  support  for  Microsoft  server 
applications  that  the  company’s  software 
can  patch  automatically 

Version  3.8  of  Shavlik’s  HFNetChkPro, 
which  previously  was  focused  on  the  oper¬ 
ating  system,  now  will  collect  and  install 
patches  and  service  packs  for  Microsoft 
Exchange  Server  5.5  and  2000  and  SQL 
Server  7.0  and  2000.  The  company  also  is 
adding  support  for  Internet  Explorer,  Ter¬ 
minal  Server  and  Windows  Media  Player. 

Support  for  additional  Microsoft  plat¬ 
forms  signals  that  Shavlik  is  trying  to 
appeal  to  larger  corporations  that  need 
patch  management  tools  that  go  beyond 
just  the  operating  system,  which  previously 
was  Shavlik's  limitation.  Shavlik  is  working 
on  adapting  a  future  release  of  its  product 
with  support  for  non-Microsoft  platforms. 

Microsoft  licenses  a  subset  of  Shavlik’s 
technology  for  use  with  its  free  HFNetChk 
and  Microsoft  Baseline  Security  Analyzer 
tools. 

The  issue  of  patch  management,  espe¬ 
cially  on  the  Microsoft  platform,  is  fast 
becoming  a  major  sore  spot  with  network 
executives  and  a  financial  nightmare. 

Worldwide,  corporations  spend  in  excess 
of  $2  billion  annually  to  investigate,  priori¬ 
tize  and  deploy  patches  to  erase  security 


vulnerabilities,  according  to  a  recent  study 
by  Aberdeen  Group. 

In  addition  to  support  for  Exchange  and 
SQL  Server,  Shavlik  has  added  an  XML- 
based  database  that  supplies  the  proce¬ 
dures  to  properly  install  a  patch  or  service 
pack. 

While  the  installation  of  patches  is  auto¬ 
matic,  Shavlik  alerts  administrators  if  they 
have  to  do  something  manually  to  guaran¬ 
tee  the  patch  gets  installed. 

“People  are  starting  to  figure  out  how 
much  time  and  effort  they  spend  on  patch 
management,"  says  Eric  Hemmendinger, 
research  director  for  security  and  privacy 


with  Aberdeen  Group.“It’s  a  huge  expense, 
and  now  they  have  to  figure  out  how  to 
deal  with  the  problem.” 

Shavlik  competes  with  the  likes  of  Loud- 
cloud,  BigFix,  St.  Bernard  Software,  Con- 
figureSoft.Ecora,  Aelita  and  Patchlink. 

Another  major  feature  of  HFNetChkPro 
3.8  is  its  Download  Center,  which  ensures 
the  software  has  the  latest  patches  from 
Microsoft  and  that  they  are  available 
immediately. 

HFNetChkPro  3.8  is  available  now  and 
costs  $1,123  for  use  on  up  to  50  machines. 

Small  businesses  are  being  offered  a  25% 
discount.  ■ 


■  CommerceOne  last  week  de 
tailed  its  overhauled  software,  now 
called  Collaborative  Web  Ser¬ 
vices  Platform.  Due  out  early  next 
year,  CWSP  will  combine  tools  for 
connecting  existing  applications, 
defining  workflow  and  composing 
new  applications.  It  is  aimed  at  let¬ 
ting  customers  make  better  use  of 
data  contained  in  legacy  applica¬ 
tions  and  deliver  new  applications 


as  Web  services.  The  company  says 
the  software  is  based  on  two  of  its  ex 
isting  products:  MarketSite,  an  XML 
based  infrastructure  for  connecting 
trading  partners’  applications;  and 
Active  Market,  whu.n  .s  based  on 
business  process  ma;  tgement  and 
application  composition  features  Com¬ 
merceOne  gained  in  its  >001  acquisi¬ 
tion  of  software  vend  Enterprise. 
The  platform  will  feature  built-in  sup¬ 
port  for  Web  service',  standards,  in¬ 
cluding  Universal  Description,  Discov¬ 
ery  and  Integration.  Pricing  is  not  yet 
available. 
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Just  when  the  telecom  end-of-world 
experience  seems  to  be  ratcheting  up 
to  yet  another  level  of  pain  comes 
word  that  the  Internet  is  not  the  guaran¬ 
teed  way  to  lose  money  that  most  people 
thought.  It  is  actually  possible  for  some¬ 
thing  other  than  eBay  and  pornography  to 
make  money  on  the  ’Net. 

A  common  request  in  business  classes 
over  the  past  few  years  has  been  “show  me 
the  business  case  where  someone  makes  a 
profit  with  an  Internet-based  service.”  After 


You  do  not  have  to  lose  money 


pornography  and  eBay  people  quickly  ran 
out  of  examples. 

A  lot  of  companies  have  saved  gobs  of 
money  by  using  the  Internet  for  customer 
interaction.  Cisco  saved  billions  of  dollars 
by  moving  to  Web-based  sales  and  support. 
Another  example  is  the  U.S.  government  — 
it  costs  fractions  of  a  cent  to  deliver  a  tax 
form  via  the  ’Net  vs.  multiple  dollars  to 
deliver  the  same  form  via  postal  mail. 

But  the  examples  of  businesses  actually 
selling  something  over  the  ’Net  and  mak¬ 
ing  money  have  been  few  indeed.  The 
images  of  the  Pets.com  sock  puppet  and 
many  other  ex-Super  Bowl  advertisers 
(and  existing  companies)  predominate. 

But  now  comes  news  that  profits  are 
becoming  more  common.  Business 
Week  reports  that  52  of  the  roughly  200 
public  Internet  companies  that  made  it 


through  the  industry  bust  are  currently 
profitable  and  15  to  20  more  may  be¬ 
come  so  next  year.  ( Business  Week  care¬ 
fully  says  these  companies  are  profitable 
“under  standard  accounting  rules,”  what¬ 
ever  that  means.) 

Even  Yahoo  just  reported  that  it  made  $21 
million  on  revenue  of  $226  million  in  the 
last  quarter. The  four  profitable  companies 
that  made  Business  Week's  InfoTech  100  list 
in  June  made  a  total  of  almost  $100  million 
in  the  first  quarter.  The  companies  on  the 
list  were  pure  service  companies  —  eBay 
two  travel  sites  and  a  search  engine. 

In  the  grand  scheme  of  things,  that  may 
not  be  that  much  money  compared  with 
the  $6  billion  Microsoft  made  last  year, 
but  it’s  also  a  far  cry  from  the  billions  of 
dollars  lost  during  the  past  few  years.  And 
the  trend  is  in  the  right  direction.  As 


www.nwfusion.com 


Business  Week  points  out,  these  types  of 
service  companies  can  support  a  signifi¬ 
cant  increase  in  sales  without  a  big 
increase  in  costs  because  their  infrastruc¬ 
tures  are  already  in  place. 

Maybe  it  was  always  the  case  that  even  in 
the  Internet  well-executed  good  ideas 
would  succeed  and  that  fact  was  just  hid¬ 
den  in  the  burst  of  high-profile  boutique 
concepts  such  as  Bsts.com.  But  it  is  ironic 
that  logic  should  wait  until  the  free  fall  in 
the  stock  market  to  win  out. 

Disclaimer:  The  problem  with  logic  at 
Harvard  is  that  there  is  not  just  one  set. 
But  the  above  observation  is  my  own,  in 
any  case. 

Bradner  is  a  consultant  with  Harvard 
University's  University  Information  Systems. 
He  can  be  reached  sob@sobco.com. 
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vices,  reliability  and  interoperabil¬ 
ity  came  in  second  and  third, 
respectively,  in  an  Evans  Data  sur¬ 
vey  of  400  enterprise  develop¬ 
ment  managers. 

As  for  the  security  concerns, 
standards  groups  are  debating 
where  and  how  to  incorporate 
security  into  future  standards 
such  as  WS-Security  and  WS- 
Routing.And  the  Organization  for 
the  Advancement  of  Structured 
Information  Standards  is  develop¬ 
ing  ebXML,  which  includes  mod¬ 
els  for  security  and  standardizing 
electronic  business  processes 
(see  www.nwfusion.com,  Doc 
Finder:  1324). 

While  many  seem  to  accept 
that  security  concerns  need 
more  attention,  many  manage¬ 
ment  vendors  say  their  software 
can  address  user  concerns  about 
performance,  reliability  and  inter¬ 
operability  by  managing  net¬ 
work,  systems  and  application 
performance  and  availability 

Right  now  there  are  few  net¬ 
work,  systems  and  applications 
management  software  vendors 
that  say  they  can  detect  inaccu¬ 
rate  application  response  and  in¬ 
correct  content  delivery  Smaller 
vendors  such  as  TeaLeaf  Tech¬ 
nology  and  Webhancer  say  they 
can  measure  Web  application 
performance  from  an  end-user 
perspective  and  let  network  oper¬ 
ations  know  when  inaccurate 
content  is  delivered.  And  while 
not  making  that  claim,  big  frame¬ 
work  vendors  say  they  too  can 
manage  multiple  applications  as 
a  service  being  deployed  by 
enterprise  companies  today. 

Heavyweight  network  manage 
ment  contenders  Computer  As¬ 
sociates.  IBM/Tivoli  Systems  and 


Hewlett-Packard  detailed  this 
spring  how  their  software  can 
manage  multiple  applications 
integrated  to  deliver  one  service 
and  manage  how  well  those  ap¬ 
plications  work  together. 

Part  of  the  problem  in  manag¬ 
ing  multiple  elements  as  one  is 
the  nature  of  network  manage¬ 
ment  software.  Most  tools  re¬ 
quire  server  software  installed  at 
a  central  location,  while  soft¬ 
ware  agents  reside  on  the  device 
to  be  managed.  Because  the 
idea  of  Web  services  would  let 


Size  matters 

About  40%  of 
companies  with  25,000  or 
more  employees  have 
adopted  Web  services 
technology  and  have 
already  implemented 
solutions.  Another  49% 
of  those  companies  are 
currently  deploying 
and/or  experimenting 
with  the  technology. 

SOURCE:  HURWITZ  GROUP 
PRO  STUDY,  JANUARY  2002 

applications  across  the  Internet 
dynamically  talk  to  each  other, 
placing  agents  to  collect  perform¬ 
ance  data  at  every  hop  along 
the  way  represents  a  challenge. 

Using  standards  and  protocols 
to  integrate  applications  on  an 
intranet  poses  less  of  a  manage¬ 
ment  issue  because  all  the  ele¬ 
ments  of  the  service  reside  within 
the  corporate  firewall. Companies 
such  as  BMC  Software  and  Ap- 
risma  say  their  application  man¬ 
agement  software  can  manage 
processes  that  tap  multiple  re¬ 
sources  within  a  firewall. 

When  deploying  Web  services 
via  an  extranet,  or  shared  Web  site 


with  a  specific  business  partner, 
companies  can  use  dedicated 
VPN  lines  and  other  means  of 
securing  the  connection  and  cre¬ 
ating  a  path  for  the  components 
to  work  together.  Using  industry 
protocols  and  standards  lets  the 
disparate  applications  communi¬ 
cate,  but  also  gives  management 
software  the  ability  to  get  in  on 
the  conversation. 

CA  incorporated  support  for 
XML,  Simple  Object  Access  Proto¬ 
col  (SOAP),  Universal  Descrip¬ 
tion,  Discovery  and  Integration 
(UDDI)  and  Web  Services  Defin¬ 
ition  Language  (WSDL)  protocols 
into  its  CleverPath  portal  software 
in  April.  The  company  says  the 
protocol  support  lets  the  portal 
software  understand  the  applica¬ 
tion  trying  to  connect  to  it. 

Tivoli  and  HP  were  among  the 
companies  that  added  support 
for  Sun’s  Java  2  Platform  Enter¬ 
prise  Edition  and  Microsoft’s  .Net 
application  development  envi¬ 
ronments  in  anticipation  of  man¬ 
aging  applications  developed 
specifically  with  XML,  UDDI, 
SOAP  and  WSDL  integration  in 
mind.NetlQ  also  intends  to  put  its 
AppManager  suite  of  software  to 
use  when  enterprise  companies 
embrace  the  new  technologies. 

But  industry  watchers  say  it’s 
too  soon  to  determine  if  these 
packages  truly  can  manage  com¬ 
plicated  transactions  and  inte¬ 
grated  applications  across  net¬ 
work  domains  because  Web  ser¬ 
vices  technology  has  not  yet  seen 
widespread  adoption  by  enter¬ 
prise  companies.  ■ 
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Microsoft  talks  up  CRM 


■  BY  ANN  BEDNARZ 

Small  businesses  looking  to  buy 
sales  and  customer  service  soft¬ 
ware  soon  will  find  a  familiar  ven¬ 
dor  vying  for  their  dollars: 
Microsoft. 

The  company  recently  pre¬ 
viewed  its  Web-based  CRM  ap¬ 
plication  called  Microsoft  CRM 
and  aimed  at  small  to  midsize 
businesses. 

Large  companies  can  buy  best- 
of-breed  CRM  products  and  cus¬ 
tomize  them,  but  smaller  busi¬ 
nesses  don’t  have  the  IT  re¬ 
sources  to  do  that,  says  David 
Thacher,  general  manager  of 
CRM  at  Microsoft,  who  pre¬ 
viewed  the  CRM  software  at  the 
company’s  Mountain  View,  Calif., 
campus.  “They  need  something 
that’s  out  of  the  box,”  he  says. 

Although  a  late  entrant  in  the 
CRM  market,  Microsoft  has  brand 
recognition  on  its  side.  The 
majority  of  small  businesses  are 
Microsoft  users,  says  Joe  Outlaw, 
a  research  director  at  Gartner. 
They  own  SQL  Server  databases 
and  are  comfortable  with  the 
look  and  feel  of  Outlook,  he  says. 

Due  out  in  the  fourth  quarter, 
Microsoft  CRM  will  be  the  first 
business  application  built  on 
.Net.  It’s  designed  to  allow  inte¬ 
gration  with  third  parties’  exter¬ 
nal  Web  services,  such  as  credit 
checking,  analytics  and  market¬ 
ing  automation  services,  the 
company  says. 

Users  will  access  the  software 
through  Outlook  or  via  a  Web 
browser.  Initially,  the  software  will 
be  compatible  with  Microsoft’s 
desktop  applications  and  its 
back-office  offerings,  which 
include  financials,  manufactur¬ 


ing  and  supply-chain  manage¬ 
ment  software  for  midsize  com¬ 
panies.  In  the  future,  Microsoft 
CRM  will  be  integrated  with 
Navision  Attain  and  Axapta  — 
products  gained  through  Micro¬ 
soft’s  purchase  of  Danish  soft¬ 
ware  company  Navision  Soft¬ 
ware,  which  was  completed  this 
month. 

Microsoft  has  stressed  that  it 
does  not  intend  to  compete  with 
higher-end  CRM  vendors  such  as 
Siebel  Systems  (whose  software 
is  resold  by  Microsoft’s  Great 
Plains  division),  Onyx  Software 
and  Pivotal. 

Products  that  will  directly  com¬ 
pete  with  Microsoft  CRM  include 
FrontRange  Solutions’  GoldMine, 
Interact  Commerce’s  SalesLogix, 
Multiactive  Software’s  Maximizer 
Enterprise  and  subscription- 
based  CRM  services  from  com¬ 
panies  such  as  UpShot. 

Microsoft  CRM  will  require 
Windows  2000  or  NT  server  soft¬ 
ware  and  Microsoft  SQL  Server 
2000.  Exchange  and  Active  Di¬ 
rectory  will  be  required  to  use 
the  e-mail  and  messaging  func¬ 
tions  built  into  Microsoft  CRM, 
Thacher  says.  In  its  first  release, 
Microsoft  CRM  will  not  be  inte¬ 
grated  with  Lotus  Notes. 

The  software  will  be  available 
for  on-site  deployment  or  as  a 
hosted  service.  Pricing  ranges 
from  $395  per  user  plus  $995  for 
the  server  for  the  standard  ver¬ 
sion,  to  $1,395  per  user  plus 
$1,990  for  the  server  for  the  pro¬ 
fessional  version. 

Matt  Berger,  a  correspondent 
with  the  IDG  News  Service  s  San 
Francisco  bureau,  contributed  to 
this  story. 
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gaining  ‘sponsored’  users 


Internet2 

■  BY  JENNIFER  MEARS 

TROY,  N.Y  —  High-speed  nationwide 
lnternet2,  which  runs  parallel  to  the 
Internet  to  give  research  universities 
uncluttered  access  to  bandwidth-gobbling 
applications  and  technologies,  is  opening 
its  doors  a  little  wider. 

During  the  past  year,  Internet2  has  wel¬ 
comed  users  to  its  network,  thanks  to  a 
program  called  Sponsored  Education 
Group  Participation  (SEGP).  States  that 
institute  SEGP  open  their  links  into 
Internet2  to  schools,  libraries,  hospitals, 
cultural  organizations  and  research  com¬ 
panies  in  their  area  that  need  access  to 
the  high-speed  network  for  data-heavy 
applications  and  collaborative  projects. 


■  The  legal  wrangling  in  the  content 
delivery  market  shows  no  signs  of 

letting  up.  Last  week  Cable  & 
Wireless,  which  now  owns  Digital 
Island,  filed  a  lawsuit  against  Aka¬ 
mai  Technologies.  The  suit  says 
Akamai's  CDN  products,  including 
EdgeSuite  and  the  Akamaizer  tool 
that  is  used  to  prepare  content  for 
delivery  on  Akamai’s  network,  are 
infringing  on  a  patent  that  C&W  was 
awarded  July  2.  Akamai  denies  the 
accusations.  For  its  part,  Akamai 
has  sued  Digital  Island  and  CDN 
provider  Speedera  Networks  for 
patent  infringement.  Earlier  this 
month,  a  judge  granted  Akamai  its 
motion  for  a  permanent  injunction  to 
halt  the  operation  of  Digital  Island’s 
Footprint  service.  Digital  Island 
claims  the  ruling  is  moot  because  it 
no  longer  uses  the  technology. 

■  The  General  Services  Admin¬ 
istration,  which  handles  federal  gov¬ 
ernment  contracts,  revealed  earlier 
this  month  that  it  is  reviewing  all 
the  government’s  contracts 
with  Qwest.  The  Justice  Depart¬ 
ment  is  investigating  Qwest.  The 
company  also  faces  a  Securities  and 
Exchange  Commission  investigation 
into  its  accounting  practices. 


Organizations  that  wish  to  tap  into  the  net¬ 
work  through  SEGP  must  be  sponsored  by 
an  Internet2  member. 

In  the  past,  smaller  users  such  as  K-12 
schools  and  hospitals  could  not  afford  the 
cost  of  hooking  into  the  Internet2  back¬ 
bone.  With  SEGP,  Internet2  is  made  afford¬ 
able  because  the  cost  of  hooking  into  the 
network  is  distributed  across  the  SEGP 
participants.  The  cost  structure  is  compli¬ 
cated,  however,  and  each  state’s  fees  are 
different.  Jim  Brennan,  director  of  external 
programs  at  New  York  State  Education 
and  Research  Network  (NYSERNet), 
which  recently  opened  its  regional  net¬ 
work  to  the  SEGP  program,  says  users  in 
New  York  will  pay  fees  ranging  from 
$25,000  to  $125,000  per  year. 

Gary  Bachula,  vice  president  for  external 
relations  at  Internet2,  says  he  expected 
about  10  to  15  states  to  join  the  SEGP  pro¬ 
gram  in  the  first  couple  of  years.  Already 
about  24  states  have  joined  the  program 
and  more  are  expected  to  follow  soon. 
“The  response  has  been  dramatic,”  he  says. 

Internet2  is  actually  the  name  of  the  non¬ 
profit  consortium  led  by  190  top  research 
universities  that  are  working  with  industry 
and  government  to  develop  and  deploy 
advanced  network  applications  and  tech¬ 
nologies  to  boost  the  performance  of  the 
“next-generation"  Internet.  The  network 
consists  of  a  national  backbone,  which 
peers  with  networks  being  run  globally  by 
organizations  similar  to  Internet2. 


■  BY  MICHAEL  MARTIN 

Sprint’s  recent  decision  to  discontinue 
much  of  its  business-class  DSL  in  32  mar¬ 
kets  will  mean  fewer  choices  for  compa¬ 
nies  hoping  to  deploy  DSL  to  branch 
offices  or  remote  workers. 

“It  really  leaves  AT&T  and  WorldCom  as 
the  only  large  providers  still  in  that  busi¬ 
ness,”  says  Lisa  Pierce,  an  analyst  with  Giga 
Information  Group  and  a  Network  World 
columnist.  “And  if  WorldCom  leaves,  then 
it’s  just  AT&T  and  a  number  of  smaller  third- 
party  providers.” 

The  regional  Bell  operating  companies 
—  BellSouth,  SBC  Communications, 
Verizon  and  Qwest  —  are  beginning  to 
deploy  more  business-class  DSL,  Pierce 
says,  but  their  concentration  remains  on 
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path  Network  is  leading  the 

way  in  opening  access  to 
Internet2,  a  high-speed 
alternative  to  the 
Internet.  Here  are  some 
facts  about  Internet2: 

•  It  was  launched  in  1996  by  the 
university  community. 

•  It  is  a  nonprofit  consortium  led 
by  more  than  190  universities 
working  in  conjunction  with 
government  and  industry, 
including  corporations  such  as 
Microsoft  and  IBM. 

•  Its  backbone  is  called  Abilene, 
a  fiber-optic  network  donated  by 
Qwest  that  links  the  top  research 
universities  in  50  states. 

•  The  Abilene  backbone 
operates  at  2.4G  bit/sec  (OC- 
48),  but  is  being  upgraded  to 
10G  bit/sec  (OC-192). 

Internet2’s  national  backbone  is  called 
Abilene, a  Qwest  OC-48  (2.4G  bit/sec)  fiber¬ 
optic  network.The  network  was  developed 
through  a  collaboration  of  Cisco,  Juniper 
Networks,  Nortel  and  Qwest.  The  Abilene 
network  operations  center  is  located  at 
Indiana  University  in  Indianapolis. 


the  consumer  DSL  market. 

Sprint  is  not  leaving  the  DSL  market  alto¬ 
gether.  The  carrier  will  continue  to  offer 
business-class  service  through  its  local  tele¬ 
com  division,  which  serves  small  cities.  And 
it  will  continue  to  serve  large  business 
accounts  through  reseller  agreements 
Sprint  has  with  third-party  providers  such 
as  Covad  Communications. 

The  32  affected  markets  were  the  beach¬ 
heads  for  Sprint’s  now-canceled  Inte¬ 
grated  On-Demand  Network  (ION)  ser¬ 
vice,  which  was  designed  to  give  users 
voice  and  data  access  over  one  high¬ 
speed  connection.  DSL  was  going  to  be 
one  of  the  primary  access  methods  for 
small  businesses  subscribing  to  ION.  Even 
when  ION  was  canceled  last  year,  Sprint 
said  it  would  continue  to  offer  DSL  ser- 


Abilene  connects  regional  network 
aggregation  points,  called  gigaPoPs,  which 
are  managed  by  regional  organizations 
such  as  NYSERNet. 

Columbia  University  in  New  York  is  one 
of  the  founding  members  of  NYSERNet 
and  Internet2.Vace  Kundakci,  deputy  vice 
president  for  academic  information  sys¬ 
tems,  says  Columbia  hooked  into  Internet2 
initially  for  research  purposes. 

“But  in  general  the  way  we  did  it  was 
opening  it  up  so  that  every  user  at  the  uni¬ 
versity  would  use  it  as  long  as  the  destina¬ 
tion  for  that  network  traffic  was  another 
Internet2  institution.  Even  student  e-mail 
from  Columbia  to  Stanford  goes  over 
Internet2,”he  says.“So  we  benefit  from  hav¬ 
ing  an  almost  private  network  dedicated 
for  educational  and  research  use.” 

Internet2  is  especially  useful  for  video 
applications,  Kundakci  says.  For  example,  a 
conductor  in  Oklahoma,  or  even  Canada, 
can  conduct  a  master’s  music  class  at  the 
Columbia  campus  via  video  over  the  Inter- 
net2  network.  Other  applications  being  de¬ 
ployed  on  Internet2  include  multinational 
research  on  high-energy  physics,  astrono¬ 
my  work,  weather  forecasting  and  health¬ 
care  information  sharing.  Corporations  in¬ 
cluding  Fujitsu  Labs,  IBM,  Pfizer  and  John¬ 
son  &  Johnson  also  connect  to  Internet2. 

Kundakci  says  he’s  happy  to  see  Internet2 
opening  the  network  to  more  organiza¬ 
tions.  “It’s  very  appropriate,"  he  says.  “The 
bandwidth  is  there.”* 


vices  in  the  32  ION  markets  where  it  had 
already  installed  DSL  equipment. 

But  the  cost  of  leasing  space  in  incum¬ 
bent  local  exchange  carrier  central  offices 
and  local  loops  made  the  business 
unprofitable, Sprint  says. 

Sprint  will  move  as  many  customers  as 
possible  over  to  DSL  service  provided  by 
its  local  telecom  division.  Customers  who 
can’t  be  reached  by  the  local  telecom  unit 
will  be  moved  to  other  connectivity  ser¬ 
vices  or  to  other  providers. 

The  cuts  to  Sprint’s  DSL  service  were 
part  of  a  reorganization  plan  that  also 
included  rolling  Sprint’s  E-Business 
Solutions  hosting  group  into  Sprint’s 
Business  division  and  cutting  about  1,200 
positions  as  a  result  of  the  DSL  and  or¬ 
ganizational  changes.* 


Sprint  cuts  back  DSL  offerings 


SYBASE  e-BUSINESS  SOFTWARE.  EVERYTHING  WORKS 


IS  ONCE  AGAIN  A 


The  USA  PATRIOT  Act  now 
presents  everyone  with 
an  enormous  information 
integration  challenge.  The 
experts  agree  that  manual 
review  processes  for  your 
customers  and  their  financial 
transactions  will  no  longer 
suffice.  Non-compliance  is 
not  an  option.  The  only  question 
facing  you  is:  who  should  you  engage  as 
your  partner  in  implementing  a  solution? 

THE  SYBASE  APPROACH 

Our  approach  leverages  the  knowledge  and 
capabilities  we've  developed  over  nearly  20 
years  of  managing  information,  application 
and  process  integration. 

The  Sybase  PATRIOTcompliance  Solution 
helps  you  satisfy  the  integration  requirements 
of  the  USA  PATRIOT  Act  by  implementing  a 
totally  automated  process  for  filtering  your 
customers,  employees  and  suppliers  against 
known  suspects,  and  for  continuously 
monitoring  their  activities.  Our  solution 
is  operationally  unobtrusive,  secure  and 
cost-effective. 

THE  FIRST  STEP 

Our  first  step  is  a  Business  Requirements 
Assessment  that  helps  determine  your 
organization's  unique  needs. 

We  work  with  you  to  understand  your  front 
and  back  office  infrastructure.  We  embrace 
the  technologies  and  product  standardization 
of  your  environment.  We  extend  the  Anti- 
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The  Software 

Integration  Company 

We  can  help  you  integrate  all  the 
disparate  data  and  business  applications 
running  in  your  enterprise  and  extend 
them  to  any  location  in  the  world: 
platforms,  application  servers, 
components,  databases,  applications, 
processes,  integration  brokers,  even 
mobile/wireless  solutions.  By  choosing 
Sybase,  you  can  preserve  and  extend 
your  existing  infrastructure  investments, 
avoid  proprietary  traps,  and  improve 
efficiency  across  the  enterprise. 


Money  Laundering  and  Bank  Secrecy  Act 
investments  you’ve  already  made.  We 
make  our  solution  work  for  your  people. 

Having  tuned  our  PATRIOTcompliance 
Solution  to  your  environment,  we  implement, 
rigorously  test  (to  the  very  exacting  standards 
we  developed  to  earn  ISO  9001/TicklT 
Certification)  and  deploy  the  solution. 


Simultaneously,  we  are  training  your  key 
users  and  administrators.  So  when  our  work 
is  done,  yours  can  go  on. 

IN  THE  END  IT  LOOKS  LIKE  THIS 

Every  solution  will  obviously  be  unique. 

But  typically,  you’ll  find  a  secure  front-end 
employing  the  Sybase  Enterprise  Portal,  with 
pre-built  capabilities  for  list,  filter  and  rules 
management,  searches  across  applications 
and  data  stores,  internal  and  external 
communications,  management  of  the 
investigation  process,  maintenance  of 
search  and  investigation  histories  and, 
of  course,  reporting  and  presentations. 

Tying  everything  together  is  the  Sybase 
Business  Process  Integrator  (BPI)  Suite 


and  an  array  of  adapters  (F.I.X.,  SWIFT,  Flat 
Files,  database,  CICS,  and  others)  for  accessing 
and  presenting  demographic  and  transaction 
information  from  your  core  systems. 

BPI  Suite  is  a  comprehensive  set  of  tools  to 
enable  you  to  rapidly  build,  manage,  monitor 
and  improve  complex  business  processes.  It 
also  speeds  the  development  of  Web  services, 


so  you  can  quickly  connect  applications  to 
other  agencies  or  other  financial  institutions. 

Get  a  complete  solution  that  doesn’t  require 
you  to  start  from  scratch.  We  have  the 
tools  and  skills  to  have  you  in  compliance 
before  October.  And  who  could  have  an 
issue  with  that? 

We  can  help  you  get  started  right  away  at 
www.sybase.com/integrationsolutions. 
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CORE  APPLICATIONS/SERVICES  H  ASSOCIATED  INFORMATION  REPOSITORIES 


including  correspondent,  clearing  and  settlement 
including  specific  account  holder  information 

This  is  a  typical  architecture  for  a  depository  financial  institution.  It  can  be  easily  modified  to  fit  your  environment. 


The  USA  PATRIOT  Act  contains  strong  measures  to  prevent,  detect  and  prosecute  terrorism  and  international  money  laundering,  greatly  expanding  the  bre- 
and  depth  of  the  old  laws.  Broadly  stated,  the  act  requires  that  financial  institutions  know  their  customers  and,  to  the  greatest  extent  possible,  their  cusrn 
customers.  Compliance  for  bankers  and  securities  dealers  is  required  by  October  2002.  Non-compliance  could  involve  costly  civil  and  criminal  penalties 
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CARRIERS 
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Pierce 


WorldCom’s  problems  are  only  the 
most  recent  evidence  of  an  indus¬ 
try  in  turmoil.  There’s  also  Qwest's 
alleged  fraud;  the  bankruptcy  filings  of 
XO  Communications,  McLeodUSA,  Adel- 
phia  Communications  and  Global  Cross¬ 
ing;  the  fire  sales  of  competitive  local 
exchange  carriers  Winstar,  Rhythms  Net- 
Connections  and  NorthPoint  Commun¬ 
ications;  and  the  disappearance  of  com¬ 
panies  that  virtually  had  been  household 
names,  such  as  Excite. 

Sixty-eight  percent  of  the  high-tech  jobs 
lost  in  the  first  six  months  of  this  year 
were  in  telecom  (both  equipment  ven¬ 
dors  and  service  providers). 

And  these  troubles  aren’t  confined  to 
the  U.S.,  of  course.  For  example,  Deutsch 
Telekom,  France  Telecom  and  Orange  are 
three  large  established  European  pro¬ 
viders  that  face  financial  trouble. 


How  WorldCom  could  set  a  good  example 


In  WorldCom’s  case,  the  rapid  dismissal 
of  CFO  and  board  member  Scott  Sullivan 
and  resignation  of  Comptroller  David 
Meyers  are  moves  in  the  right  direction. 
However,  to  help  salvage  its  future,  CEO 
John  Sidgmore  must  clean  house  of 
accomplices  quickly,  decisively  and  pub¬ 
licly,  as  he  has  pledged.  Anything  less 
could  permanently  cripple  the  carrier. 

In  addition  to  selling  off  certain  assets, 
WorldCom  has  begun  to  furlough  20%  of 
its  workforce:  17,000  employees  and 
contractors.  This  is  in  addition  to  the 
approximately  15,000  employees  and 
contractors  let  go  since  early  2001.  The 
planned  appointment  of  a  chief  service 
and  quality  officer,  whose  mission  is  to 
watch  customer  service  during  the  carri¬ 
er’s  restructuring,  is  an  important  sign 
that  Sidgmore  appreciates  the  adverse 
effects  that  massive,  abrupt  downsizing 
typically  has  on  customers.  WorldCom 
customers  have  complained  about  such 
ill  effects  in  the  past. 

Important  follow-up  information  I’d  like 
to  see  includes  the  amount  of  authority 
this  position  will  possess  (I  hope,  full  offi¬ 
cer-level  line  responsibility),  and  the 
background  of  the  individual  who  fills 


the  slot.  WorldCom  could  send  a  strong 
signal  to  customers,  employees,  investors 
and  creditors  by  naming  an  outside  can¬ 
didate  who  is  well  known  for  his  or  her 
objectivity  and  strong  advocacy  of  cus¬ 
tomer  interests.  Other  providers,  even 
those  in  less  turmoil,  could  serve  their 
own  and  broader  interests  by  creating 
similar  positions  and  staffing  them 
accordingly. 

After  CEO  Bernard  Ebbers  resigned, 
WorldCom  initiated  an  internal  financial 
review  and  appointed  a  new  auditing 
firm  —  again,  an  encouraging  develop¬ 
ment.  In  fact,  if  to  do  nothing  more  than 
to  help  restore  confidence  in  the  individ¬ 
ual  carrier  and  broader  industry,  I  think  it 
is  essential  that  every  provider  going 
through  a  change  of  senior  management 
should  follow  suit.  Furthermore,  given  the 
industry’s  depression-like  slump,  even 
providers  with  fairly  stable  senior  man¬ 
agement  can  and  should  help  restore  the 
industry, and  their  own  financial  standing, 
by  doing  the  same. 

WorldCom  has  not  yet  provided  any 
indication  of  its  willingness  to  look  at  its 
relationship  with  its  board  of  directors, 
more  than  70%  of  whom  were  appointed 


after  the  merger  between  WorldCom  and 
MCI  was  finalized  (post-Ebbers).To  help 
restore  customer  and  investor  confi¬ 
dence,  it  should  reconsider. 

This  recent  news  fuels  the  fires 
beneath  the  movement  to  overhaul 
Financial  Accounting  Standards  Board 
guidelines  and  Securities  and  Exchange 
Commission  regulations.  The  account¬ 
ability  of  company  officers  also  needs  to 
be  heightened  using  civil  and  criminal 
penalties.  The  relationship  between 
companies  and  their  auditing  firms 
needs  to  be  cleaned  up,  and  board 
accountability  to  debtors  and  share¬ 
holders  needs  to  be  increased. 

Given  the  range  of  industries  that  have 
admitted  or  are  suspected  of  committing 
financial  improprieties,  1  think  service 
providers  should  proactively  endorse  and 
rapidly  implement  many  of  these  efforts. 
Failure  to  do  so  will  further  erode  cus¬ 
tomer  and  investor  confidence,  and  will 
invite  even  greater  regulatory  scrutiny 
and  proscriptions. 

Pierce  is  a  research  fellow  at  Giga  Infor¬ 
mation  Group.  She  can  be  reached  at 
lpierce@gigaweb.  com. 


Tripwire  is  The  Data  Integrity  Assurance  Company 


Tripwire®  establishes  a  baseline  of  data  in  its  known  good 
state,  monitors  and  reports  any  changes  to  that  baseline, 
and  enables  rapid  discovery  and  recovery  when  an 
undesired  change  occurs. 

Foundation  for  Data  Security 

■  Ensure  the  integrity  of  your  data 

■  Instant  assessment  of  system  state,  reporting 
“integrity  drifts" 

Maximize  System  Uptime 

■  Eliminate  risk  and  uncertainty 

■  Enable  quick  restoration  to  a  desired  state 
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Increase  Control  and  Stability 

■  Ongoing  monitoring  and  reporting 

Lower  Costs 

■  Find  and  fix  problems  quickly  and  precisely  - 
no  more  guess  work 

Your  firewalls  and  intrusion  detection  tools  alone  are 
not  enough  to  keep  systems  trustworthy.  Tripwire’s  data 
integrity  assurance  products  are  the  only  way  to  know  with 
100%  confidence  that  your  data  remains  uncompromised. 
For  nearly  10  years  Tripwire  has  been  helping  IT 
professionals  know  exactly  what’s  changed  on  their 
systems,  and  helping  them  to  recover  quickly. 


For  a  FREE  30-day 
fully-functional  eval, 

call  toll-free:  1.800.TRIPWIRE 
(874.7947)  or  visit 
http://networld.tripwire.com 

today! 


Tftipwiftr 

I  lil I  Vv Ini 

THE  DATA  INTEGRITY  ASSURANCE  COMPANY 


■  InvisibleHand  Networks  last 
week  announced  the  availability  of 
Merkato  2.2,  the  latest  version  of 
the  company's  software  for  dynami¬ 
cally  pricing,  selling  and  allocating 
bandwidth.  The  upgrade  provides 
more  options  for  designing  and 
implementing  bandwidth  strategies 
to  accommodate  fluctuations  in  de¬ 
mand. Merkato  is  designed  to  let  ser¬ 
vice  providers  aggregate  traffic  and 
dynamically  sell  excess  capacity. 
This  increases  network  utilization 
and  revenue  opportunities,  Invisible- 
Hand  says.  The  software  also  lets 
buyers  purchase  bandwidth  based 
on  need,  reducing  overall  bandwidth 
costs  by  an  average  30%,  the  com¬ 
pany  says. 

■  Sheer  Networks  has  added  ip 
VPN  support  to  its  service  manage¬ 
ment  products.  The  company's  IP  VPN 
offerings  provide  service  activation, 
service  and  network  discovery,  real¬ 
time  fault-correlation  and  impact 
analysis.  The  products,  called  Sheer 
MetroCentral  iP/VPN  —  MPLS, 
reveal  end-to-end  topologies  across 
switching,  routing  and  virtual  routing 
layers  through  autodiscovery  of  physi¬ 
cal  and  logical  infrastructure,  Sheer 
says.  The  MetroCentral  VPN  discov¬ 
ery  engine  automatically  learns  pro¬ 
vider  edge  and  label  switch  router  log¬ 
ical  and  physical  inventory,  enforces 
Multi-protocol  Label  Switching  config¬ 
uration  and  performance  parameters, 
and  provides  VPN  service  activation. 

■  PacketLight  Networks  has 
announced  that  LightCross  CEO 
Robert  Barron  has  joined  its  board 
of  directors.  Barron  has  more  than  20 
years  of  experience  in  marketing, 
sales,  technical,  operations  and  exec¬ 
utive  management.  Before  joining 
LightCross  in  2001,  he  was  president 
of  Lucent's  Metro  Optical  Networking 
Group,  following  Lucent's  acquisition 
of  Chromatis  Networks,  where  he 
was  CEO.  Before  that,  Barron  was 
vice  president  of  Nokia's  Broad¬ 
band  Services  division,  after  Nokia 
acquired  Diamond  Lane 
Communications. 


Laurel  goes  to  the  edge  for  fun 

Start-up  router  maker  shuns  the  core  for  more  creative  challenge. 


■  BY  STEPHEN  LAWSON 

PITTSBURGH  —  Atul  Bansal  says  he 
didn’t  foresee  the  current  slump  in  the  ser¬ 
vice-provider  core  equipment  business, nor 
the  comparative  strength  of  investment  in 
gear  for  the  network  edge. 

Bansal  and  five  colleagues  from  FORE 
Systems  who  left  the  company  in  1999 
decided  to  develop  an  IP  edge  device  sim¬ 
ply  because  they  thought  it  would  be  more 
interesting  than  a  core  product. 

“There  were  different  challenges  at  the 
core,  and  it  became  more  of  an  engineer¬ 
ing  exercise”  to  simply  make  bigger,  faster 
routers,  Bansal  says.  The  edge,  on  the  other 
hand,  was  a  creative  opportunity 

Bansal  and  his  colleagues  formed  Laurel 
Networks,  which  makes  a  multiservice 
router  to  link  existing  services, such  as  ATM 
and  frame  relay  to  new  IP  backbones. 
Laurel’s  ST200  Service  Edge  Router  and 
Laurel  Provisioning  System  are  intended  to 
serve  two  kinds  of  service  providers: 
incumbents  that  now  provide  several  ser¬ 
vices  over  different  networks  and  want  to 
combine  those  in  an  IP  core;  and  new  car¬ 
riers  that  have  an  IP  core  and  want  to  get 
customers  on  that  backbone  through  the 
services  with  which  they  are  familiar. 

The  company  based  in  Pittsburgh,  far 
from  the  beehives  of  the  network  business, 
took  a  conservative  approach  to  ex¬ 
pansion,  Bansal  says. 

“We  do  things  when  they’re  needed,”  he 
says.'The  definition  of  a  successful  start-up 
was,  you  had  to  have  300  people.  We  had 
[about]  120  people  when  we  shipped  our 
first  product  [in  January] .”  Since  its  found¬ 
ing  in  October  1999,  the  company  has  had 
no  layoffs,  he  says. 

Laurel  took  advantage  of  its  “greenfield” 
opportunity  to  build  an  edge  device  from 
the  ground  up,  combining  Layer  2  switch¬ 
ing  and  Layer  3  routing,  and  using  network 
processors  that  can  be  reprogrammed  with 
new  capabilities. 

The  ST200  can  take  in  ATM,  frame  relay 
and  Ethernet  traffic  from  a  metropolitan 
network  and  send  it  over  an  IP  core,  using 
the  IETFs  Multi-protocol  Label  Switching 
(MPLS)  standard  to  maintain  all  the  guar¬ 
anteed  service  levels  associated  with  those 
technologies.  The  programmable  network 
processors,  which  perform  all  packet  pro¬ 
cessing  and  forwarding  at  wire  speed  on 
ST200  line  cards,  aid  the  performance  and 
scalability  of  the  device,  Laurel  says. 


The  founders’  concept  paid  off  earlier  this 
year  when  Laurel  signed  what  it  calls  a 
major  international  deal  —  the  companies 
declined  to  disclose  the  terms  of  the  deal 
—  with  Level  3  Communications. 

So  far,  the  large  backbone  provider  has 
deployed  ST200  routers  live  in  33  North 
American  and  European  cities,  according 
to  Rob  Hagens,  senior  vice  president  for 
global  network  engineering  at  Level  3. 

Level  3  deployed  the  routers  to  provide 


secure  edge-to-edge  VPNs  that  can  trans¬ 
port  Layer  2  frames  over  MPLS,  Hagens 
says.Those  VPNs  use  a  set  of  extensions  to 
MPLS,  commonly  called  MPLS  Draft  Mar¬ 
tini  after  a  lead  developer,  Level  3  En¬ 
gineer  Luca  Martini.  Level  3  chose  Laurel 
because  Level  3  believed  it  offered  the 
broadest  support  for  Layer  2  protocols, 
including  ATM,  frame  relay  and  Ethernet, 
Hagens  says. 

The  carrier  began  offering  Ethernet  ser¬ 
vices  earlier  this  year  and  is  now  beginning 
to  roll  out  ATM  and  frame  relay  services. 
The  VPNs  provide  guaranteed  quality  of 
service  from  end  to  end,  Hagens  says. 

Laurel’s  programmable  architecture  also 
paid  off  as  the  company  refined  its  product 
for  Level  3. 

“As  we  have  gone  through  beta  test  with 
Laurel,  there  have  been  minor  tweaks  we’ve 
wanted  to  make,  and  they’ve  been  able  to 
make  those  quickly  with  their  programma¬ 
ble  .. .  architecture,”  Hagens  says. 

By  developing  a  Layer  3  router  with 
Layer  2  capability  from  the  ground  up, 
Laurel  has  developed  a  type  of  product 


that  will  be  important  for  the  edges  of 
emerging  IP  carrier  networks,  says  Mark 
Seery,  an  analyst  at  RHK. 

“If  you  look  at  an  ATM  switch  from 
someone  like  Cisco,  it’s  really  not  a  router 
in  the  sense  that  Laurel  is  building.  For 
those  networks  that  are  aggressively  mov¬ 
ing  toward  convergence  on  IP  and  MPLS, 
Laurel  is  a  much  more  optimized  solu¬ 
tion,”  Seery  says. 

Few  carriers  are  pushing  IP  convergence 


now,  but  the  technology  has  long-term 
potential,  he  says.  By  the  same  token,  pro¬ 
grammable  chips  like  the  ones  Laurel  uses 
are  controversial  now  but  might  represent 
the  next  wave  of  network  processors  after 
less  flexible  ASICs. 

However,  deployment  of  devices  such  as 
the  ST200  is  still  in  its  early  stages,  and  it 
remains  to  be  seen  where  and  when  signif¬ 
icant  demand  will  come  from,  analysts  say 

Large-scale  deployment  will  have  to  wait 
for  acceptance  from  regional  Bell  operat¬ 
ing  companies  and  other  established  carri¬ 
ers,  says  Kevin  Mitchell,  an  analyst  at 
Infonetics  Research. 

“Most  RBOCs  don’t  even  have  a  signifi¬ 
cant  IP  MPLS  network  to  start  with, ’’Mitchell 
says.  Still-emerging  standards,  such  as  Draft 
Martini,  make  the  bigger  carriers  hesitant, 
he  says. 

“There’s  still  a  lot  of  stuff  in  flux  ...  the 
incumbents  are  going  to  wait  a  while,” 
Mitchell  says. 

Lawson  is  a  correspondent  with  IDG 
News  Service ’s  San  Francisco  bureau. 
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Founded: 

1999 

Headquarters: 

Pittsburgh 

Products: 

ST200  Service  Edge  Router;  Laurel  Provisioning  System 

Investors: 

$77.3  million  from  New  Enterprise  Associates, Trinity,  Worldview 
Technology  Partners  and  others. 

Management: 

Atul  Bansal,  co-founder,  CEO  and  president;  Stephen 
Vogelsang,  co-founder  and  vice  president  of  marketing;  Robert 
Warden,  co-founder  and  vice  president  of  engineering. 

Customers: 

Level  3  and  other  global  carriers  and  service  providers 

Employees: 

120 

Fast  Fact: 

If  you're  looking  for  an  alumni  directory  for  FORE  Systems, 
look  no  further  than  Laurel. 
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OPTICAL  NETWORKING  has 

emerged  as  the  foundation  for  cam¬ 
pus,  metro  and  wide-area  networking 
with  the  ability  to  integrate  voice, 
video,  data  and  storage  over  a  single 
network.  Multiservice  networking  — 
through  Synchronous  Optical 
Networking/Synchronous  Digital 
Hierarchy  (SONET/SDH)  and 
Wavelength  Division  Multiplexing 
(WDM)  —  provides  increased  band¬ 
width  and  performance  while  facili¬ 
tating  data  center,  application  server, 
storage  and  network  infrastructure 
consolidation  to  optimize  resources 
and  reduce  costs.  In  addition,  optical 
networking  supports  storage-area 
networking  (SAN)  and  IP-based  net¬ 
work-attached  storage  (NAS)  solu¬ 
tions  to  effectively  access,  manage, 
and  protect  corporate  data,  and  to 
provide  the  foundation  for  business 
resilience  applications.  Optical 
Ethernet  provides  a  powerful  dynam¬ 
ic,  high-speed  Gigabit  Ethernet  and 
io-Gigabit  Ethernet  for  high-capaci¬ 
ty,  high-performance  applications. 

Cisco  Systems  is  an  industry  leader 
in  next-generation  optical  network¬ 
ing.  The  Cisco  Complete  Optical 
Multiservice  Edge  and  Transport 
(COMET)  product  portfolio  inte¬ 


grates  data,  voice,  video,  and  storage  voice  over  IP  (VoIP),  storage  net- 
applications  over  a  single,  end-to-end  working  and  optical  networking, 
optical  network  (Figure  l).  Cisco  COMET  is  designed  to  meet 

Figure  1 . 
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Cisco  COMET  provides  the  optical 
foundation  for  Cisco  AWID 
(Architecture  for  Voice,  Video  and 
Integrated  Data)  and  leverages  Cisco 
expertise  in  IP,  data  networking, 


today’s  networking  challenges  while 
providing  the  network  capacity,  per¬ 
formance,  and  resilience  necessary  to 
meet  future  business  application 
requirements. 
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Enable  and  Enhance 
Application  Performance 

Capacity,  performance,  and  availabili¬ 
ty  problems  can  stifle  company 
growth,  reduce  business  productivity, 
and  result  in  user  dissatisfaction.  A 
Cisco  COMET  network  provides  vir¬ 
tually  boundless  capacity  and  per¬ 
formance,  is  easily  scalable  for  traffic 
growth — from  Tl/El  and  Ethernet  to 
OC-192/STM-64  and  10-Gigabit 
Ethernet — with  aggregate  through¬ 
put  to  320  Gbps.  In  addition,  Cisco 
COMET  provides  both  the  low 
latency  and  low  jitter  necessary  for 
demanding  VoIP,  video,  and  collabo¬ 
ration  applications. 

Extend  and  Integrate  Your 
Current  Cisco  Network 

As  the  largest  and  most  experienced 
provider  of  enterprise  networks  in 
the  world,  Cisco  has  the  ability  to 
deliver  complete  network  solutions— 
both  today  and  in  the  future.  Cisco 
COMET  extends  an  existing  Cisco 
network  infrastructure  to  deliver  any 
application  or  service — such  as  IP, 
storage,  Ethernet,  time-division  mul¬ 
tiplexing  (TDM),  or  ATM — over  a 
single,  end-to-end,  optical  network. 

Optical  transport  products,  such  as 
the  Cisco  ONS  15530,  15540, 

15200,  and  15454,  provide  transport 
for  applications  delivered  through  the 
Cisco  Catalyst®  6500  Series 
Ethernet  switches,  the  Cisco  7600 
Series  Internet  Routers,  and  the 
Cisco  12000  Series  Internet  Routers. 
This  ensures  that  service  levels  creat¬ 
ed  at  the  network  edge  (such  as  with 
VoIP  services)  are  maintained 
throughout  the  optical  core. 

In  addition,  management  of  the 
Cisco  COMET  network  is  provided 
by  a  single,  integrated  client/server 
software  application — the  Cisco 

Transport  Manager — which  gives  net¬ 
work  managers  visibility  across  the 
entire  network. 


Satisfy  Current  and  Future 
Application  Requirements 

Cisco  COMET  provides  a  broad 
portfolio  of  optical  networking  capa¬ 
bilities  to  meet  today’s  demanding 


the  innovation  to  deployment  phases 
(Figure  2).  These  technology 
advanceswill  protect  and  support 
enterprise  network  investments  well 
into  the  future. 


Figure  2:  Cisco  COMET  Optical  Technology  Leadership 
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application  requirements,  while  pro¬ 
viding  the  foundation  for  the  band¬ 
width-hungry,  performance-demand¬ 
ing  applications  of  tomorrow.  The 
breadth  of  available  Cisco  technology 
ranges  from  high-performance  multi¬ 
service  networking  with 
SONET/SDH  and  DWDM,  to  IP- 
optimized  transport  through  Gigabit 
Ethernet  and  10-Gigabit  Ethernet  to 
Resilient  Packet  Ring/Dynamic 
Packet  Transport  (RPR/DPT).  The 
Cisco  portfolio  also  includes  applica¬ 
tion-optimized  solutions  such  as 
Fibre  Channel,  Enterprise  System 
Connection  (ESCON),  Fiber 
Connectivity  (FICON),  Small 
Computer  Systems  Interface  over  IP 
(iSCSI),  and  Fibre  Channel  over  IP 
(FCIP)  for  storage  networking. 

Cisco  has  quickly  become  the  opti¬ 
cal  networking  leader  in  the  integra¬ 
tion  of  voice,  video,  data  and  storage 
networking.  Cisco  is  leveraging  its 
expertise  in  IP,  data  networking,  and 
pioneering  efforts  in  maturing  VoIP, 
while  bringing  storage  networking 
and  optical  networking  to  the  enter¬ 
prise.  Cisco  is  committed  to  main¬ 
taining  its  leadership  position 
through  ongoing  technology  develop¬ 
ments  that  are  moving  rapidly  from 
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Enable  Resilience 
Throughout  the  Network 

Cisco  COMET  enables  enterprises  to 
deploy  networks  with  the  performance 
and  resilience  necessary  for  today’s 
critical  business  services.  Cisco 
COMET  provides  industry-leading 
system-level  and  network-level  redun¬ 
dancy  and  reliability  options,  with  pro¬ 
tection  at  both  the  electrical  and  opti¬ 
cal  layers.  Cisco  COMET  offers  no 
single  point  of  failure  per  system,  opti¬ 
cal  layer  protection  with  failover  time 
of  less  than  50  milliseconds  (for  opti¬ 
cal  layer  or  SONET/SDH);  and  higher 
layer  routing  or  switching,  which  pro¬ 
vides  the  foundation  for  nonstop 
application  networking.  Predictable 
and  measurable  optical  and  digital  per¬ 
formance  provides  the  quality  of  serv¬ 
ice  (QoS)  necessary  for  policy-based 
networking. 

Increase  Network 
Productivity  and  Lower 
Total  Cost  of  Ownership 

Cisco  COMET  provides  tremendous 
network  flexibility  through  multiple 
technologies  optimized  to  specific 
application  requirements.  The  systems 
are  designed  for  rapid  bandwidth  pro¬ 
visioning  and  fast  deployment  of  new 
applications.  Cisco  COMET  makes 
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network  growth  easy,  allowing  for  min¬ 
imum  disruption  to  existing  services, 
either  through  optical  integration  with 
existing  routers  or  switches,  high- 
capacity  SONET/SDH  switches,  or 
complete  DWDM  systems  with  pro¬ 
tocol  and  bit-rate  transparent  optical 
wavelengths.  Through  network  flexi¬ 
bility,  rapid  deployment,  maximized 
performance,  and  scalable  manage¬ 
ment,  Cisco  COMET  provides  a 
lower  total  cost  of  ownership. 

Cisco  COMET  Optical 
Networking  Solutions 

Cisco  COMET  enables  many  enter¬ 
prise  networking  solutions,  including 
network  consolidation  of  data,  voice, 
video,  and  storage;  storage  networking 
and  business  continuance;  and  optical 
Ethernet. 

Network  Consolidation  and 
Multiservice  Networking 

Consolidating  data  centers,  applica¬ 
tion  servers,  storage,  and  network 
infrastructure  helps  to  optimize  exist¬ 
ing  IT  resources  by  providing  consis¬ 
tent  application  and  data  access  to  all 
users  and  reducing  overall  support 
costs.  Consolidating  corporate 
Internet  and  intranet  applications  also 
provides  a  unified  company  presence 
to  customers  and  partners.  Cisco 
COMET  facilitates  network  consoli¬ 
dation  through  SONET/SDH,  Coarse 
Wavelength  Division  Multiplexing 
(CWDM)  and  DWDM  multiservice 
networking  capabilities. 

Storage  Networking  and 
Business  Continuance 

Storage  networking  provides  IT  man¬ 
agers  with  a  cost-effective  way  to 
access,  manage,  and  protect  corpo¬ 
rate  data.  Cisco  COMET  supports 
both  SAN,  with  ESCON,  FICON, 
and  Fibre  Channel  connectivity,  and 
IP-based  NAS  solutions.  Storage  net¬ 
working  improves  data  access,  simpli¬ 
fies  growth,  streamlines  administra¬ 
tion,  improves  data  availability  and 
integrity,  and  reduces  cost  of  owner¬ 


ship  through  storage  consolidation. 
Storage  networking  also  provides  the 
foundation  for  business  continuance 
applications,  interconnecting  data 
centers  through  a  high-capacity  opti¬ 
cal  network. 

Optical  Ethernet  and 
IP  Optimization 

Optical  Ethernet  is  a  powerful  tool 
for  an  enterprise  network,  because  it 

Figure  3 


The  Cisco  COMET 
Optical  Portfolio 

Cisco  COMET  provides  complete 
optical  solutions — from  high-capaci 
ty,  high-performance  DWDM  sys¬ 
tems  and  SONET/SDH  switches  to 
optical  integration  with  existing 
routers  or  switches.  This  diverse 
product  portfolio  meets  a  broad 
range  of  enterprise  goals  (Figure  3). 
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allows  Ethernet  to  be  carried  over  a 
metropolitan  area. 

Cisco  COMET  supports  Gigabit  and 
10-  Gigabit  Ethernet  connections  for 
very  fast  and  efficient  transport  of  IP 
traffic,  eliminating  the  need  for  tradi¬ 
tional  protocol  conversion  and  rate 
adaptation  associated  with  traditional 
carrier  wide-area  networking  services. 
RPR/DPT  and  Packet  over  SONET 
(POS)  can  provide  an  effective  means 
of  transporting  IP  traffic  over  a 
metro  or  wide-area  network,  offering 
enterprises  the  flexibility  to  consoli¬ 
date  applications  over  private  or  pub¬ 
lic  backbones.  Cisco  COMET  sup¬ 
ports  optical  Ethernet  and  IP  opti¬ 
mization  over  SONET/SDH, 
CWDM,  and  DWDM,  and  through 
the  integration  of  optical  technology 
into  IP  switches  and  routers. 


DWDM  solutions  provide  an  optical- 
foundation  for  the  consolidation  of 
data,  voice,  and  video,  as  well  as  stor¬ 
age  traffic  over  a  resilient,  high- 
capacity,  high-performance  optical 
network.  The  systems  are  highly  scal¬ 
able,  to  a  maximum  of  32  wave¬ 
lengths  per  fiber  pair.  With  transmis¬ 
sion  speeds  of  up  to  10  Gbps  per 
wavelength,  these  systems  can  trans¬ 
port  an  aggregate  capacity  of  320 
Gbps.  Scalable  optical  add/drop  mul¬ 
tiplexing  (OADM)  capabilities  sup¬ 
port  point-to-point,  ring,  and  meshed 
topologies,  providing  optimized  net¬ 
work  design  for  campus  and  building 
interconnection.  Topology  flexibility 
helps  minimize  the  amount  of  fiber 
required  for  network  connectivity, 
while  simultaneously  maximizing  the 
redundancy  and  restoration  capabili¬ 
ties  for  failure  recovery. 
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The  systems  support  protocol-  and 
bit-rate-independent  traffic  from  16 
Mbps  to  2.5  Gbps,  and  are  capable  of 
transporting  large  quantities  of  high¬ 
speed  traffic  such  as  SONET/SDH, 
ESCON,  FICON,  Fibre  Channel,  and 
Gigabit  Ethernet.  Multiport  aggrega¬ 
tion  modules  further  maximize  net¬ 
work  capacity  by  multiplexing  multi¬ 
ple  circuits  onto  a  single  wavelength. 
For  example,  up  to  40  ESCON  chan¬ 
nels  can  be  transmitted  over  a  single 
wavelength,  providing  data-center 
connectivity  for  storage  or  disaster 
recovery  applications.  Demanding  IP 
data  or  streaming  media  applications 
can  be  supported  using  10-Gigabit 
Ethernet  or  OC-192/STM-64. 

Optical  amplifiers,  dispersion  com¬ 
pensation  units,  and  performance 
monitoring  units  are  available  to 
extend  network  connectivity  across 
large  regional  areas,  while  ensuring 
that  the  network  operates  at  peak 
performance. 

For  bandwidth-intensive  metro 
interconnect  and  long-haul  applica¬ 
tions,  DWDM  transport  systems  are 
available  today  that  offer  80  channels 
at  up  to  10-Gbps  transmission  rates, 
scaling  to  more  than  320  channels 
and  40-Gbps  transmission  rates  in 
the  future. 


COMET  DWDM  solutions  are 
designed  to  future  proof  the  enter¬ 
prise  network,  providing  tremendous 
flexibility  and  scalability  while  mini¬ 
mizing  costs  and  maximizing  the 
transmission  capacity  over  owned  or 
leased  fiber. 

SONET/SDH  multiservice  provi¬ 
sioning  platforms  (MSPPs)  combine 
the  capacity  of  optical  transport  with 
the  intelligence  of  IP  to  cost-effective¬ 
ly  deliver  next-generation  voice  and 
data  services.  These  systems  provide 
multiservice  transport  over  a  flexible, 
high-capacity  SONET/SDH  back¬ 
bone.  SONET/SDH  add-drop  multi¬ 
plexing  (ADM)  and  digital  cross-con¬ 
nect  capabilities  provide  traffic  aggre¬ 
gation  from  Tl/El  to  OC-192/STM- 
64,  along  with  data  interfaces  such  as 
lO/lOO-Mbps  Ethernet  and  Gigabit 
Ethernet.  Next-generation 
SONET/SDH  provides  a  cost-effec¬ 
tive  means  of  consolidating  new,  high- 
bandwidth  applications — such  as 
Gigabit  Ethernet — with  traditional 
low-speed  voice,  TDM  data,  and 
Ethernet  applications. 

Cisco  has  also  integrated  optical 
networking  capabilities  into  existing 
router  and  switch  products.  In  addi¬ 
tion  to  a  wide  range  of  optical  inter¬ 
faces,  such  as  SONET/SDH,  Gigabit 


Ethernet,  and  10-  Gigabit  Ethernet 
on  routers  and  switches,  a  CWDM 
Gigabit  Interface  Converter  (GBIC) 
supports  up  to  eight  wavelengths 
over  a  single  fiber  pair.  The  CWDM 
solution  supports  OADM  capabilities 
for  building  ring  or  hub-and-spoke 
networks.  With  each  wavelength 
capable  of  carrying  a  Gigabit 
Ethernet  channel,  CWDM  dramati¬ 
cally  increases  the  traffic-carrying 
capacity  of  an  existing  switch  or 
router.  The  Cisco  CWDM  GBIC 
solution  provides  an  easy  and  cost- 
effective  way  to  deploy  Gigabit 
Ethernet  in  campus,  data-center,  and 
metropolitan-area  access  networks. 
Optical  transport  is  also  provided  on 
other  products,  such  as  storage 
routers,  providing  iSCSI,  IP,  and 
Fibre  Channel  networking. 
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To  learn  more  about  Cisco  COMET 
optical  networking  solutions,  visit: 

www.cisco.com/go/COMETent 
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Mpdate 


■  AN  INSIDE  LOOK  AT  THE 
TECHNOLOGIES  AND  STANDARDS 
SHAPING  YOUR  NETWORK 


Lighting  up  the  last  mile  with  optics 


I  BY  BOB  POTENZA 

Only  5%  of  commercial  buildings  in  the 
I.S.  have  fiber  optics  to  their  door, 
lthough  most  are  within  a  mile  of  a  fiber- 
ptic  connection.  This  “last  mile”  is  prov- 
lg  to  be  a  major  bottleneck  to  expanding 
roadband  services  to  many  potential 
ustomers. 

Free-space  optics  (FSO)  systems  could 
e  a  viable  option  for  many  applications, 
hey  can  be  installed  along  any  line  of 
ght  up  to  a  little  more  than  a  mile. 

FSO  systems  are  based  on  transceivers 
lat  include  one  or  more  laser  diode 
ansmitters  and  a  corresponding  receiver 
l  a  housing  that  also  includes  optical 
;nses,  data  processors,  fiber  connections 
nd  an  alignment  system. The  technology 
;  protocol-independent  and  can  be  used 
4th  ATM,  SONET,  Gigabit  Ethernet  or  vir- 
jally  any  network. 

FSO  systems  commonly  support  data 
ites  of  1 .25G  bit/sec,  and  systems  up  to 
60G  bit/sec  are  being  developed. 
Transceivers  can  be  located  on  a 
)oftop,  on  a  corner  of  a  building  or 
ldoors  behind  a  window.  Link  lengths,  or 
le  distances  between  transceivers,  are 
etermined  for  site-specific  weather  con- 
itions  and  can  vary  from  more  than  600 
;et  up  to  about  a  mile  in  a  clear,  dry 
tmosphere. 

FSO  networks  are  based  on  either  780- 
m  to  850-nm  or  1,550-nm  laser  wave- 
;ngth  systems,  which  have  very  different 
ower  and  distance  characteristics. 

Lasers  of  much  higher  power  can  safely 
y  used  with  1,550-nm  systems  than  with 
80-to-850-nm  systems.  This  is  because 
'avelengths  less  than  about  1,400  nm 


■  HOW  IT  WORKS 


Free-space  optics 

Free-space  optics  offers  “last-mile”  broadband  connections 
to  locations  that  have  line-of-sight  access  to  each  other. 


Transceiver  can  be  set  up  on  a  rooftop,  mounted 
on  the  side  of  a  building  or  located  in  a  window. 


Transceiver 


1.25G  bit/sec 


\ 
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Up  to  a  little  over  a  mile 


Office  building 


Distance  can  be  up  to  a  little  over  a 
mile,  depending  on  weather  conditions. 


© 
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Transmitters  are  aligned 
so  light  beams  connect 
with  receivers. 


Office  building 


Light  beams  are  transmitted  at  either  780-nm 
to  850-nm  or  1,550-nm  laser  wavelengths. 


are  focused  by  the  cornea  into  a  concen¬ 
trated  spot  falling  on  the  retina,  which 
can  cause  damage. 

Conversely  the  cornea  absorbs  wave¬ 
lengths  greater  than  1,400  nm  before  they 
reach  the  retina,  letting  the  eye  safely 
absorb  higher  intensities.  Systems  that  use 
the  1,550-nm  wavelength  are  on  the  order 
of  50  times  more  powerful  than  shorter- 
wavelength  systems,  which  corresponds 
to  greater  link  distances,  higher  data  rates 
and  greater  power  to  penetrate  atmos¬ 
pheric  interference.  However,  1,550-nm 
systems  are  at  least  10  times  more  expen¬ 
sive  than  780-nm  to  850-nm  systems. 

FSO  operates  in  an  unregulated  section 
of  the  spectrum,  so  no  permits  are  re¬ 
quired  by  the  Federal  Communications 
Commission.  Because  there’s  no  need  to 
dig  trenches  to  lay  cable,  the  permits  asso¬ 


ciated  with  digging  up  streets,  disrupting 
traffic  and  the  like  also  are  eliminated, 
and  installation  normally  is  complete  in  a 
few  days. 

Data  security  is  inherently  good.  The 
optical  beam  is  extremely  difficult  to 
intercept,  requiring  a  receiver  to  be 
placed  directly  in  the  narrow,  invisible 
light  path.  If  the  beam  is  broken,  the  con¬ 
nection  immediately  drops  out.  The  opti¬ 
cal  signal  is  also  relatively  immune  to 
jamming,  in  contrast  to  radio  frequency 
systems. 

The  primary  limitation  with  FSO  system 
performance  is  interference  because  of 
weather,  especially  fog.  Fog  interference 
in  optical  transmission  is  similar  to  rain 
fading  in  radio  transmission.  The  fading 
is  the  result  of  scattering  of  the  beam  as 
it  encounters  particles  in  the  atmos¬ 


phere,  which  is  a  consequence  of  the 
similarity  in  size  of  the  signal  wavelength 
and  the  particle  diameter.  FSO  wave¬ 
lengths,  which  are  on  the  order  of 
0.001mm,  are  much  smaller  than  rain¬ 
drops,  which  are  typically  about  0.5mm 
to  3mm  in  diameter, and  pass  through  rel¬ 
atively  unaffected.  FSO  signals  unfortu¬ 
nately  are  close  enough  to  the  size  of  fog 
particles,  which  range  from  0.01mm  to 
0.05mm,  to  be  significantly  scattered.  FSO 
signals  are  scattered  in  the  same  way  fog 
scatters  visible  light.  Heavy  fog  can 
reduce  an  FSO  signal. 

Dealing  with  fog  is  a  relatively  straight¬ 
forward  matter  with  modern  laser  diodes 
and  optics.  Transmitted  power  is  maxi¬ 
mized  up  to  the  limits  of  eye  safety  Link 
lengths  are  designed  for  a  specified  level 
of  availability  considering  local  weather. 
Micro-optics  at  the  diode  can  be  used  to 
correct  for  aberrations  and  astigmatism, 
optimizing  the  output  beam  for  greater 
fog-penetrating  power. 

Modern  FSO  systems  readily  achieve 
99.9%  availability  with  reasonable  link 
lengths,  up  to  1,500  feet  or  so.  A  back-up 
(radio  or  cable)  connection  is  usually 
required  to  guarantee  the  99.999% 
availability  demanded  by  carrier-class 
applications. 

This  latest  generation  of  FSO  systems, 
with  improved  fog-penetrating  power  and 
reliability,  might  prove  to  be  the  ideal 
broadband  solution  for  many  last-mile 
applications. 

Potenza  is  senior  vice  president  of  mar¬ 
keting  and  sales  at  Blue  Sky  Research.  He 
can  be  reached  at  bpotenza@bluesky 
research.com. 


Dr.  Internet 


By  Steve  Blass 


We  have  more  Class  B  networks  than  we  need. 
Are  there  any  opportunities  to  release  them 
for  public  use,  and  who  would  we  work  with?  Is 
there  a  market  for  selling  IPv4  addresses? 

You  would  have  to  release  your  organization's 
unused  public  IP  addresses  by  returning  them  to 
the  service  provider  that  provided  the  address 
assignment.  If  your  Class  B  addresses  were 
originally  received  by  registering  with  the 
InterNIC,  then  the  American  Registry  for 


Internet  Numbers  (ARIN),  RIPE  NCC  (in  Europe) 
or  APNIC  (in  Asia/Pacific)  would  be  the  registry 
organizations  responsible  for  the  directly  regis¬ 
tered  IP  address  block  assignment. 

As  for  whether  a  market  exists  for  reselling  pub¬ 
lic  IP  address  assignments,  you  may  move 
addresses  between  your  own  organizational 
units  under  certain  conditions,  but  "IP  address 
space  assignments  are  nontransferable  and  are 
not  assignable  to  any  other  organization,"  ARIN 


says.  The  reason  is  that  “addresses  are  assigned 
to  an  organization  for  its  exclusive  use  for  the 
purpose  stated  in  the  request,  provided  the 
terms  of  the  Registration  Services  Agreement 
continue  to  be  met."  For  more  information  on  the 
ARIN  policy,  go  to  www.arin.net/policy/transfer 
.html. 

Blass  is  a  network  architect  at  Change@ 
Work  in  Houston.  He  can  be  reached  at 
dr.internet@changeatwork.com. 
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Technology  Update 


GEARHEAD 
INSIDE  THE 
NETWORK 
MACHINE 


Last  week  we  promised  to  discuss 
how  we  could  handle  both  types  of 
system  message  logging,  that  is,  sys- 
log  messages  and  SNMP  traps.  We  looked 
at  a  number  of  tools,  but  in  the  end  we 
found  that  Kiwi  Syslog  Daemon  from 
Kiwi  Enterprises  —  which  we  reviewed  in 
a  previous  Gearhead  column  (“Down 
Under  syslog,”  www.nwfusion.com, 
DocFinder:  1330)  —  is  the  best  we  could 
find. 

Kiwi  Syslog  Daemon  is  the  only  product 
we  have  found  that  lets  us  field  SNMP 
traps  and  resend  them  as  syslog  messages 
or  vice  versa  (that  is,  syslog  messages 
resent  as  SNMP  traps). 

You  also  can  forward  either  type  of 
message  to  another  node,  thus  letting 
syslog  messages  be  integrated  into  an 
SNMP  network  management  system. 
And  even  better,  with  a  little  creativity 
you  can  create  syslog  messages  and 
SNMP  traps  that  contain  whatever  con¬ 
tent  you  please. 


Mark 

Gibbs 


Closing  our  traps  (and  messages) 


Another  tool  from  Kiwi  Enterprises 
that  might  be  useful  in  a  message  log¬ 
ging  environment  is  Kiwi  Logger  (for 
more  information,  go  to  DocFinder: 
1331). 

Kiwi  Logger  is  a  Windows  console¬ 
mode  utility  that  sends  text  messages  via 
the  command  line  to  any  syslog  daemon 
(such  as  the  Kiwi  Syslog  Daemon).  You 
can  use  UDP  orTCPset  the  priority  value 
as  either  a  numeric  value  or  symbolic 
name  (makes  understanding  batch  files 
much  easier)  and  the  utility  will  return  an 
error  value  in  the  case  of  failure. 

Yet  another  tool  you  might  want  to 
check  out  when  playing  with  SNMP  traps 
is  TrapWatcher  from  Paul  Regenhardt 
(www.concentric.net/~Paulreg/), which  is 
free.This  is  a  Java  1.2  application  that  lis¬ 
tens  (on  the  standard  port  162)  for  SNMP 
traps.  All  received  traps  are  decoded  into 
ASN  objects  that  are  reported  to  a  con¬ 
sole  window  and  a  log  file. 

TrapWatcher  is  very  useful  and  comes 
with  two  other  tools:  TrapRecorder  and 
TrapPlayer,  Java  1.2,  applications  that, 
respectively  records  SNMP  traps  into  a 
data  file  and  plays  them  (fabulous  for 
debugging). 

If  you  are  planning  to  really  use  syslog 
messaging  heavily  (quite  possible  if  you 
have  lots  of  routers  to  manage)  you  might 


want  to  check  out  Envision  from  Network 
Intelligence  (DocFinder:  1332). 

Envision,  which  runs  under  Windows 
2000  with  Win32  Java  2  Runtime  En¬ 
vironment  Version  jre-l_3_l  or  later  on  a 
dedicated  machine  (to  ensure  adequate 
performance  in  environments  that  have  a 
high  volume  of  events),  is  designed  for 
message  rates  of  up  to  5,000  events  per 
second  . . .  which  translates  to  one  busy, 
complicated  network  environment. 

The  product  provides  real-time  alert 
notification  via  sound,  alert  windows, 
e-mail,  SNMP  or  pager  messages;  can  be 
interrogated  via  a  Web  interface;  sup¬ 
ports  multiple  managers  (pretty  much  a 
requirement  when  dealing  with  large 
networks)  and  ad-hoc  queries;  offers 
“more  than  180  reports  and  graphs  for  in- 
depth  network  analysis,  user  analysis, 
security  analysis  and  system  analysis”; 
and  customized  and  schedulable 
reports. 

The  range  of  devices  monitored  by 
Envision  is  limited  to  a  list  of  common 
products  (DocFinder:  1333),  a  shortcom¬ 
ing,  because  there  is  no  support  for  cus¬ 
tom  devices.  Pricing  starts  at  $1,500  for 
handling  up  to  100  events  per  second 
while  5,000  eps  will  set  you  back 
$46,500. 

A  really  cool  version  of  the  product  is 


www.nwfusion.com 


packaged  as  an  appliance  that  the  com¬ 
pany  calls  the  Network  Intelligence 
Engine  and  says  can  be  deployed  in  10 
minutes.  Pricing  starts  at  $19,250  for 
1,000  eps  and  tops  out  at  $59,500  for 
5,000  eps. 

So,  in  this  series  of  stories  we’ve  men¬ 
tioned  SNMPvl,SNMPv2  and, very  briefly, 
SNMPv3.1n  March  of  this  year,  the  Internet 
Engineering  Steering  Group  approved 
SNMPv3  as  a  full  Internet  standard  and 
the  first  implementations  are  appearing. 
New  Cisco  routers  are  being  shipped  with 
SNMPv3  support. 

So,  what  is  SNMPv3  all  about?  In  an 
article  on  the  protocol  by  William 
Stallings  in  the  Cisco  “Internet  Protocol 
Journal”  for  December  1998  (Doc¬ 
Finder:  1334),  Stallings  says:  “As  one  of 
the  SNMPv3  working  documents  puts  it, 
‘SNMPv3  is  SNMPv2  plus  administration 
and  security” 

We  recommend  Stallings’  article,  the 
SNMPv3  resources  page  at  The  Institute  of 
Operating  Systems  and  Computer  Net¬ 
works  (DocFinder:  1335)  and  Network 
World's  Network  Management  Primer 
(DocFinder:  1336)  as  starting  points. 

Next  week,  no  more  messaging.  In  the 
meantime,  send  yours  to  gearhead 
@gibbs.  com. 


Cool  Too 

Quick  takes 
on  high-tech  toys 

By  Keith  Shaw 


We  can’t  say  enough  about  Serious  Magic’s  Visual 
Communicator  Plus  software  (www.serious 
magic.com),  which  lets  users  create  their  own 
“newscast”  that  rivals  the  quality  seen  on  many  profes¬ 
sional  television  broadcasts.  The  software  costs  between 
$100  and  $150  (we  recommend  the  $150  Plus  version, 
which  adds  a  green  Chromakey  screen  backdrop  and 
clip-on  microphone),  which  is  much  less  than  what  pro¬ 
fessional  video  companies  charge  for  their  services. 

We  don’t  think  this  software  will  put  professional  video 
companies  out  of  business  —  but  it  still  addresses  the 
needs  of  several  users  at  companies  that  can’t  afford  these 
services.  For  example,  a  CEO  who  wants  to  give  an  address 
to  stockholders  via  video  would  probably  go  with  the  pros. 
But  a  human  resources  vice  president  who  wants  to  give  a 
weekly  update  on  benefits  could  use  the  software  to  pro¬ 
vide  a  video  newscast.  Adding  video  to  a  company’s  inter¬ 
nal  (or  external)  communications  at  the  nonexecutive 
level  can  be  accomplished  easily  with  this  software.  What 
FbwerFbint  did  for  static  presentations,  we  think  Visual 
Communicator  will  do  for  video  communications. 

The  software  can  be  installed  on  a  Pentium  111  Windows 
PC  with  at  least  an  800-MHz  processor  and  a  Web  camera. 
In  our  tests  we  preferred  using  our  more  expensive  digital 
video  camera,  but  it  works  well  with  just  a  Web  camera. 

The  user  interface  is  broken  down  into  three  areas  —  a 
video  screen  at  the  left  shows  you  the  image  from  the 
camera,  and  on  the  right  is  an  area  for  you  to  write  a 


Create  video  magic  at  your  desktop 


script.  In  another  area, you  insert  actions  that  tell  the  soft¬ 
ware  what  to  do,  including  inserting  a  video  clip  or  play¬ 
ing  music.  Dozens  of  examples  of  premade  shows  are 
included,  such  as  introductions  from  an  anchor  who  can 
then  send  it  live  to  the  reporter  in  the  field.  Also  included 
are  several  effects,  including  transitions  where  graphics 
can  fade  in  or  out.  One  word  of  caution  —  simple  is  bet¬ 
ter,  otherwise  your  show  will  end  up  looking  like  a  bad 
PowerPoint  animation  presentation. 

After  you’ve  written  the  script  and  figured  out  all  the 
video  effects,  it’s  time  to  rehearse. After  hitting  the  rehearse 
button,  the  script  will  roll  up  the  screen  like  a 
teleprompter.  When  the  words  hit  the  shaded  red 
line  (very  close  to  the  top 
of  the  screen  so  it  seems 
like  you’re  looking  at  the 
camera),  you  recite  the 
script.  After  you’ve  re¬ 
hearsed,  it’s  time  to  record. 

You  can  then  publish  the 
final  product  on  different 
video  formats  (.ASF  and 
.AVI)  with  different  options 
for  the  screen  size,  audio 
transmission  rate  and 
frame  rate.  You  can  post 
your  show  on  a  Web  site  or 
e-mail  it.  Once  you  get 
comfortable  with  the  con¬ 
trols  of  the  software,  creat¬ 
ing  a  complete  show  takes 

Visual  Communicator  lets 
you  produce  a  video 
broadcast  on  your  PC. 


about  15  minutes.The  end  result  —  a  professional-looking 
broadcast  —  will  simply  amaze  you. 

The  V-Screen  (the  green  background  sheet  that  provides  a 
Chromakey  effect)  can  add  to  the  TV  studio  effect,  as  your 
show  can  now  “report”  from  different  locations  (the  soft¬ 
ware  includes  several  cool  backgrounds). 

The  software  was  addictive  —  we  kept  coming  up  with 
new  ideas  and  ways  to  use  it.  We  settled  on  creating  a 
newscast  that  gave  weekly  updates  on  our  company’s 
bocce  league.  Another  great  feature  of  this  software  is  that 
it  doesn’t  limit  your  creativity.  We  could  add  our  own  V- 
Screen  backgrounds,  create  our  own  title  graphics 
and  add  our  own  music  and  video  very  easily.  The 

software  works  with  stan¬ 
dard  JPG  graphics  files, 
audio  .WAV  files  and 
video  .MPG  files. 

The  price  might  make 
you  to  think  it’s  a  con¬ 
sumer  product,  and  sev¬ 
eral  items  included  in  the 
software  should  appeal 
to  consumers.  But  we 
think  the  core  software 
will  appeal  to  many  busi¬ 
ness  users  who  want  to 
find  a  new  way  to  com¬ 
municate  with  employees 
for  a  fraction  of  the  cost, 
yet  retain  a  professional 
look  and  feel. 

Shaw  can  be  reached  at 
kshaw@nww.  com. 
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become  the  midrange  server  market  share 
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HP's  ultra-reliable  rp7410  and  rp8400  midrange 
UNIX*  servers. 

HP  midrange  servers,  running  the  industry-leading  HP-UX 
Operating  Environment,  are  the  dependable  choice  for  your 
computing  needs.  They  are  a  powerful  consolidation  solution, 
and  with  the  lowest  total  cost  of  ownership  in  the  midrange 
server  space,  you'll  significantly  reduce  costs  in  hardware, 
management  and  administration.  And  since  the  rp7410  and 
rp8400  are  in  the  market  for  the  long  haul,  and  are  the  only 
midrange  servers  available  today  that  can  upgrade  to  the 
future  Intel ®  Itanium®  Processor  Family,  they  are  truly  the 
servers  of  the  future. 

[  Find  out  why  HP  has  been  the  market  share  leader 
since  1997.  Visit  www.hp.com/large/midrange  and 
request  your  free  HP  Midrange  UNIX  Server  white 
papers  now.  ] 


invent 


Midrange  UNIX  server  market  share  leader  according  to  International  Data  Corporation  (IDQ's  Quarterly  Server  Tracker,  Q4CY2001,  published  March  8,  2002.  IDC  uses  price  points  to  differentiate  servers  into  entry-level  (which  is  up  to  $100,000),  mid  range  (which  is 
$100,000  ■  $1  million)  and  highend  (which  is  $1  million  and  above).  Intel  and  Itanium  ore  registered  trademarks  of  the  Intel  Corporation  or  its  subsidiaries  in  the  United  Slates  and  other  countries.  UNIX  is  a  registered  trademark  of  The  Open  Group.  Offer  good  only  in  the  U  S. 

C2002  Hewlett-Pockard  Company.  All  rights  reserved 


38 


7/22/02 


EDITORIAL 

Beth  Schultz 


Gall  for 
entries 

You’ve  earned  your  corporate  stripes  for  network 
projects  that  make  your  company  more  competi¬ 
tive.  And  we’d  like  to  help  reward  you  in  Network 
Worlds  18th  annual  User  Excellence  Award  competition. 

The  User  Ex  Aw'ard  program  gives  us  the  opportunity  to 
do  one  of  our  favorite  things  —  showcase  enterprise 
organizations  using  network  technology  in  innovative 
ways  to  further  corporate  goals. 

Over  the  years,  we’ve  had  the  honor  of  showcasing  the 
networks  of  companies  such  as  American  Airlines, 
American  Express  Travel  Related  Services,  Best  Western, 
Duke  University,  Eli  Lilly,  First  Boston,  Ford  Motor,  Hyatt, 
Olsten  Staffing  Services  and 
Prudential  Insurance. 

Last  year,  Prudential 
Financial  took  home  the  top 
User  Ex  honor  for  a  massive 
IP  VPN  that  it  rolled  out  to 
support  the  majority  of  its 
25,000  telecommuting 
employees  and  business 
partners.  Besides  cutting 
remote  access  costs  in  half,  the  network  let  the  financial 
services  company  attract  and  hire  employees  who  want 
to  work  from  home,  need  to  work  closer  to  customers  or 
are  physically  unable  to  make  a  daily  commute. 

In  2000,  Kent  State  University  took  home  the  award  for  a 
converged  voice,  data  and  video  ATM  network  built  with 
savings  from  Centrex  bills.These  are  great  stories  showing 
how  network  finesse  can  result  in  huge  organizational 
gains. 

As  always,  we  will  evaluate  submissions  based  on  the 
business  case,  technology  choice  and  core  benefits.  We 
want  to  know  how  your  network  meshes  with  your  com¬ 
pany’s  goals  and  how  the  project  contributed  to  the  orga¬ 
nization’s  bottom  line. 

So  share  your  network  story,  be  it  about  a  technology 
migration  or  a  network  overhaul,  by  submitting  a  nomi¬ 
nation  for  our  User  Ex  Award.  Just  go  to  Network  World 
Fusion, at  www.nwfusion.com, DocFinder:  1337, and  fill 
out  an  entry  form  by  Aug.  9. 

If  you  win, you  will  get  to  tell  your  story  in  our  Best 
Issue,  a  Signature  Series  edition  that  will  be  published 
Nov.  1  l.and  on  Network  World  Fusion.You  also  will 
receive  industry  recognition  at  an  award  ceremony  at  the 
ComNet  Conference  &  Expo  in  January. 

And  what  could  be  better  than  getting  broad  acknowl¬ 
edgement  for  a  job  well  done? 


www.nwfusion.com 


opinions 


HTML  hell 

Regarding  Mark  Gibbs’  Backspin  column  about  the 
flak  he  caught  for  suggesting  that  HTML  mail  might 
be  a  good  thing  (www.nwfusion.com,  DocFinder: 
1322):  HTML  mail, when  used  correctly  may  have  the 
potential  to  be  less  flat  and  dull,  but  how  many  peo¬ 
ple  are  capable  of  using  it  correctly?  Instead  of  an  in¬ 
box  full  of  pleasantly  formatted  and  easily  read  mes¬ 
sages, you  are  going  to  find  garish  formats  using  mul¬ 
tiple  fonts  of  various  sizes  and  clashing  colors  on 
busy  backgrounds.  The  effort  needed  to  make  the 
mail  look  “pretty”  is  better  spent  revising  and  editing 
the  text,  which  is  something  people  don’t  do  enough 
as  it  is.  Give  me  plain  text  any  day.  It’s  easier  to  read, 
and  uses  less  bandwidth  and  storage  space. 

Mark  Dowdey 
Engineer 
WorldCom 
Richardson, Texas 

HTML  e-mail  should  be  banned.  It  is  one  of  the 
most  significant  security  and  privacy  risks  yet  to  be 
exploited. 

I  don’t  care  that  non-HTML  mail  is  “flat  and  dull.” 
I  have  yet  to  get  important  mail  that  isn’t  “flat  and 
dull” —  it’s  only  the  advertisers  that  seem  to  attempt 
to  use  HTML  mail  and,  then,  generally,  to  allow 
them  to  record  that  the  mail  has  been  read  and 
from  where.  Personally,  I  don’t  think  they  should 
know  that  I’ve  read  or  haven’t  read  their  mail. 

Mark  Gibbs’  comment  “There  will  always  be  new¬ 
bies,  and  IT’s  job  is  to  protect  and  educate  them  so 
that  they  can  do  whatever  job  they  are  supposed  to 
do”  is  also  pretty  naive.  Who  is  my  parent’s  IT 
department?  What  do  you  do  with  legitimate  soft¬ 
ware  that  silently  alters  one’s  PC  settings  to  make 
the  security  model  be  more  friendly  to  the  soft- 

E-mciit  letters  to  jdix@nww.com  or  send  them  to  John  Dix,  editor  in 
chief,  Network  World,  118  Turnpike  Road,  Southborough,  MA  01772. 
Please  include  phone  number  and  address  for  verification. 


ware,  and  who  is  responsible  for  resetting  those 
altered  settings?  And  for  those  who  use  dial-up 
modems  at  home,  pay  long-distance  charges,  or 
have  to  pay  for  Internet  minutes  over  a  certain 
amount  —  who  pays  those  charges  when  reading 
offline  mail  suddenly  activates  your  Internet  con¬ 
nection  (and  may  leave  it  up  for  long  periods  of 
time)? 

William  Wells 
Minneapolis 

Add  my  name  to  the  anti-HTML  contingent.  1 
really  don’t  find  simple  text  mail  that  boring  and 
unexciting;  I  feel  that  it’s  more  efficient  and  con¬ 
cise.  It  should  inspire  more  considered  thought 
without  the  mental  distraction  of  how  to  make  the 
design  appropriate.  After  all,  great  literature  is 
invariably  composed  and  printed  in  plain  text. 

Jack  O’Callaghan 
Systems  administrator 
Martha’s  Vineyard  Cooperative  Bank 
Vineyard  Haven,  Mass. 

No  need  to  RSVP 

Regarding  your  Technology  Update  piece  “RSVP 
provides  quality  of  service”  (www.nwfusion.com, 
DocFinder:  1323):  Not  sure  what  the  driver  is  for  hav¬ 
ing  a  story  on  Resource  Reservation  Protocol 
(RSVP),  as  opposed  to  RSVP-Traffic  Engineering. 
RSVP  is  not  going  to  happen  in  the  Internet.  Quality 
of  service  is  no  longer  such  a  hot  topic,  given  that 
bandwidth  is  rarely  a  scarce  resource.  And  the  idea 
of  core  routers  maintaining  per-session  state  was 
thrown  out  a  long  time  ago.  Finally,  deploying  an 
additional  protocol  such  as  RSVP  would  add  com¬ 
plexity  to  the  core  of  the  network. 

Giles  Heron 
Principal  network  architect 
PacketExchange 
London 


More  online!  www.nwfusion.com  Find  out  what  readers  are  saying  about  these  and  other  topics.  DocFinder  1321 


—  Beth  Schultz 
Editor,  Signature  Series 
bschultz@riww.  com 
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INTERNET  PERFORMANCE 

Brad  Chen 


The  30-second  rule 


In  1999  a  Zona  Research  report  popularized  the  “^second  rule,” 
which  held  that  if  a  company’s  Web  page  does  not  download  with¬ 
in  8  seconds, users  will  go  elsewhere. Since  the  reports  publication, 
many  Web  sites  appear  to  have  lost  track  of  the  customer  experience. 

To  understand  the  state  of  Internet  performance,  early  last  month 
Appliant  surveyed  1,500  of  the  most  popular  Web  sites,  including 
AltaVista,  AOL,  eBay  MSN  and  Yahoo.  Unlike  prior  studies  that  used 
robot-based  test  traffic,  we  instead  downloaded  each  home  page, 
counting  content  components,  measuring  document  sizes  and  com¬ 
puting  best-case  download  times  for  a  typical  end-user  connection  via 
a  28.8K  bit/sec  modem. The  results  were  curious  and  frightening.  We 
found  that  the  average  home  page  uses  63K  bytes  of  images,  28K  bytes 
of  HTML,  12K  bytes  of  other  file  content  and  has  a  best-case  first  load 
time  of  32  seconds.  In  other  words,  the  average  American  users  wait 
about  30  seconds  the  first  time  they  look  at  a  new  home  page.So  much 
for  the  8-second  rule. 

At  first,  one  might  imagine  that  second-tier  sites  are  pulling  down  the 
1 ,500-site  average,  but  closer  observation  shows  this  to  be  false.  The 
average  load  time  for  AltaVista,  AOL,  eBay  MSN  and  Yahoo  home  pages 
is  about  25  seconds. 

Sites  such  as  AltaVista  and  AOL  receive  many  repeat  visits,  with  load 
time  benefiting  from  document  caching  in  the  browser.  To  estimate 
cached  download  times,  we  assumed  browsers  retain  all  cacheable 
document  components  and  respect  relevant  HTTP  headers.  Average 
best-case  cached  load  time  for  the  five  first-tier  sites  is  4  seconds,  quite 


a  bit  faster  than  the  1,500-site  average  of  7.8  seconds.These  figures  are 
good  news  for  users  and  are  more  in  line  with  popular  notions  about 
user  patience,  but  they  are  best-case  only  Actual  performance  also 
depends  on  factors  such  as  network  conditions  and  Web  server  load. 

You’re  in  good  company  if  your  home  page  is  slow.  Only  about  100 
sites  had  first-load  times  of  less  than  10  seconds.  At  the  other  end  of  the 
scale,  more  than  80  sites  had  first-load  times  above  60  seconds.  In  fair¬ 
ness,  some  sites  that  target  a  U.S.  business  audience  are  less  concerned 
with  dial-up  performance. 

Other  interesting  statistics:  The  average  home  page  uses  23  distinct 
images  with  a  total  size  of  63K  bytes.  JavaScript  is  taken  for  granted:  88% 
of  the  home  pages  used  scripting, with  an  average  of  10K  bytes  of  script 
for  sites  that  use  it.  Only  3%  of  pages  used  VBScript.  About  36%  of  the 
pages  load  Cascading  Style  Sheet  files,  with  an  average  size  of  5.3K 
bytes.  FRAMEs  or  IFRAMEs  were  found  in  18%  of  the  pages.  Flash  was 
found  in  8%  of  pages,  with  an  average  size  of  80K  bytes. 

Overall,  these  results  cast  a  shadow  over  progress  in  user  experience. 
One  possible  conclusion  is  that  Internet  users  are  more  patient  than 
previously  thought.  Another  possible  conclusion  is  that  current  Web  site 
operators  are  inconsiderate  of  users.  If  you  run  a  Web  site,  are  your  users 
giving  you  a  break,  or  are  you  taking  them  for  granted? 

Chen  is  CTO  for  Appliant ,  a  Seattle  firm  specializing  in  end-user 
experience  management  for  Internet  and  intranet-based  services.  He 
can  be  reached  at  bchen@appliant.com. 


You're  in  good 
company  if  your 
home  page  is 
slow.  Only  about 
100  sites  had 
first-load  times  of 
less  than  10 
seconds. 


YANKEE  INGENUITY 

Howard  Anderson 


The  rah-rah  days  of  the  1990s  telecom 
boom  are  over  and  not  coming  back. 
The  WorldCom  explosion  was  loud  . . . 
and  there  will  be  more.  It  is  now  time  to  pass  out  the  blame. 

Let’s  start  with  Wall  Street,  for  blindly  rewarding  the  god  of  Growth.The 
boards  of  director  at  companies  such  as  AT&T  also  deserve  blame  for 
not  staying  the  course.  Breaking  AT&T  into  three  companies  and  four 
separate  stocks  was  a  convoluted  strategy  that  ran  exactly  contrary  to 
CEO  Mike  Armstrong’s  original  plans.  But  the  board  wanted  to  “unlock 
value” —  whatever  that  means  —  and  convinced  Armstrong  to  disas¬ 
semble  what  he  had  assembled. 

Maybe  Armstrong  wasn’t  so  dumb  after  all.  He  recognized  that  tele¬ 
com  was  in  a  long-term  decline  and  did  something  about  it  —  he  bet 
on  cable. 

Why?  To  begin  with,  he  was  pushed  by  Wall  Street  to  increase  sales 
and  profits.  Wall  Street  kept  making  inevitable  comparisons  with 
WorldCom,  Qwest  and  Global  Crossing  and  downgrading  AT&T  stock 
because  its  growth  and  margins  couldn’t  keep  up. Of  course  it  couldn’t; 
WorldCom  was  showing  62%  margins  and  Qwest  was  showing  70%.  But 
no  one  knew  they  had  to  cook  the  books  to  do  so. 

Did  Armstrong  overpay  for  cable?  Sure.  But  that’s  easy  to  say  now.  Paul 
Allen  overpaid.  Bill  Gates  overpaid  —  in  fact,  Brother  Bill  ran  through 
$10  billion  trying  to  break  into  the  cable  business.AT&T  paid  $4,100  per 
cable  subscriber,  which  is  about  twice  what  they  are  worth.  Comcast 
paid  $4,600  per  subscriber  for  its  deal  with  Lenfest.  Hindsight  is  always 
20-20.  Three  years  ago,  $4,000  per  subscriber  was  the  “going  rate,”  and 
Armstrong  didn’t  have  the  luxury  of  buying  when  prices  were  cheaper. 

The  real  issue  was  Wall  Street  saw  AT&T’s  core  operations  as  slower- 
growth  and  higher-cost,  when  in  fact  they  were  neither. The  new  carri¬ 
ers  captivated  Wall  Street.  The  Street  was  overdosing  on  lotus  leaves. 
They  bid  up  and  pushed  the  equity  and  junk  bonds  of  the  new  kids  on 
the  block  —  and  now  those  new  kids  are  on  the  auction  block.  None 
of  them  compared  with  AT&T,  in  quality  of  service  or  reach.  In  the  end, 
The  Street  punished  AT&T  and  that  led  to  the  breakup. 

It  absolutely  drove  Armstrong  and  Sprint’s  Bill  Esrey  nuts.  Every  time 


Come  home,  Mike  Armstrong 


they  wandered  down  to  talk  to  the  “buy”  side,  they  were  hammered: 
“Why  can’t  you  be  more  like  WorldCom?  More  like  Qwest?  More  like 
Global  Crossing?” Global  Crossing  at  one  time  was  worth  more  ($47  bil¬ 
lion)  than  General  Motors.  Let  that  sink  in  for  a  while. 

WorldCom  was  buying  exactly  the  wrong  thing  —  dozens  of  long¬ 
distance  companies,  and  long-distance  was  turning  into  a  profitless 
commodity.lt  bought  MCI  for  $44  billion  and  then  offered  $115  bil¬ 
lion  for  Sprint.  At  least  Armstrong  was  buying  something  of  value  — 
cable. 

We  industry  analysts  also  deserve  some  blame.  Didn’t  anyone 
notice  that  we  now  have  several  times  the  core  network  telecom 
capacity  that  we  needed?  And  the  Internet  just  wasn’t  going  to  take 
up  that  slack?  And  we  were  rewarding  companies  such  as  Qwest  for 
its  capacity  and  not  for  its  customers? 

Any  idiot  can  build  capacity  if  it  can  sell  enough  junk  bonds. The 
demise  of  the  industry  is  probably  caused  more  by  every  Wall  Street 
house  offering  all  that  wonderful  debt  —  and  no  one  was  thinking 
about  how  they  were  going  to  service  that  debt  or  even  pay  it  back. 

Where  do  we  go  from  here?  AT&T  is  now  going  to  be  three  compa¬ 
nies  and  will  carry  $14  billion  to  $16  billion  in  debt,  which  gives  it  an 
earnings  before  interest,  taxes,  depreciation  and  amortization-to-debt 
ratio  of  l-to-5. That’s  doable. 

We  used  to  have  1 1  stable  telecom  companies:  the  seven  regional 
Bell  operating  companies,  AT&T,  MCI,  Sprint  and  GTE.  Now  we  have 
just  five:  BellSouth,  SBC  Communications,  Verizon,  AT&T  and  Sprint. 
Of  the  30  or  so  domestic  carriers,  20  may  seek  bankruptcy  protec¬ 
tion.  Is  the  communications  industry  in  worse  shape  than  it  was 
before  the  Telecom  Act  of  1996? 

Yes. 


The  real  issue 
was  Wall  Street 
saw  AT&T's  core 
operations  as 
slower-growth 
and  higher-cost, 
when  in  fact  they 
were  neither. 


Anderson  is  senior  managing  director  of  YankeeTek  Ventures,  a 
Cambridge,  Mass.,  venture  capita!  fund  for  early-stage  technology  com¬ 
panies.  He  is  also  founder  of  The  Yankee  Group  and  the  William  Porter 
Distinguished  Lecturer  at  Massachusetts  Institute  ofTechnology.  He  can 
be  reached  at  handerson@yankeetek.com. 
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You're  looking  at  the  most  powerful  line  of  handheld 
network  problem  solving  tools  ever  designed.  They 

give  your  team  one  overwhelming  advantage:  Better 
vision  to  spot  problems  quicker  and  fix  them  faster. 

Fluke  Networks  makes  handheld  testers  for  all  your  staff, 
for  every  job.  For  simple  connectivity  tests,  there's  our 
new  LinkRunner™  pocket-sized  tester.  The  next  step  up 
is  NetTool™  Pro,  the  world's  only  inline  PC  to  network 
tester  for  solving  tough  configuration  problems.  And  the 
amazing  OneTouch™  -  for  more  insights  into  switched 
network  solutions  than  ever  before.  Bottom  line:  A  more 
productive  staff.  And  vastly  improved  network  perform¬ 
ance.  So  go  to  our  web  site  now  for  a  virtual  demo  and 
see  how  much  more  SuperVisionary  you  can  be  with  the 
right  handheld  tools. 


Go  to  www.flukenetworks.com/techtools 
and  enter  to  win  our  weekly  LinkRunner 
giveaway. 
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networks 


Looking  into  your  job,  salary,  future  and  free  time 


r  v 

Srj-  ft? 


You  work  where? 


Your  salary,  2002:  Back  to  reality 

Our  annual  salary  survey  shows  network  executive  compensation  has  increased 
by  4.7%,  which  outpaces  the  economy,  but  is  back  to  earth  after  years  of  stellar 
growth.  Meanwhile,  factors  such  as  job  security  are  suddenly  in  vogue. 

What's  troubling  you 

Our  annualTop  Concerns  survey  reveals  rising  anxiety  over  project  budgets, 
disaster  recovery  and  your  career. 

Your  network's  future 

Tight  budgets  make  for  tough  decisions,  but  that  shouldn’t  mean 
shortchanging  investments  in  new  technologies. 


Our  annual  foray  into  the  unusual  places  you  work  takes  us  to  ‘‘Monsters,  Inc.,’’  creator 
Pixar  Animation  Studios,  NASCAR  racing  team  Hendrick  Motorsports  and  the  2002  Super  Bowl 
champs,  the  New  England  Patriots. 

A  monster  network 

Pixar’s  “Unix  Lizard”  Peter  Kaldis  helps  deliver  Hollywood  blockbusters. 


Fast  company 

Chris  Newsome  signed  on  as  IT  boss  for  a  NASCAR  team  —  and  helped  Jeff  Gordon  win  a  championship. 

Network  of  champions 

New  England  Patriots’  IT  director  Pat  Curley  scores  big  with  new  stadium  network. 


Your  derring-do 


Skydiving,  firefighting,  snowboarding  —  these  daredevil  activities  aren’t  just  hobbies  for  three  network  professionals. 
They  teach  valuable  lessons  for  the  job.  : ;  ,w 

* 
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Grooming  your  sited 

Some  of  the  sharpest  IT  executives  today  have 
formal  succession  plans  in  place.  Should  you? 


You  online 


Visit  the  You  Issue  portal,  at  www.nwfusioB.com/you/2002/,  for: 


The  Salary  Calculator.  Find  out  what  othe/s  with  your 

qualifications  are  earning.  M.  : 

Exclusive  stories.  How  slack  time  makes  employees  more 

nimble  and  effective. 

Career  advice  and  training.  Ask  a  question  or  take  a  class. 

Employee  management  tips.  Learn  from  others  who’ve 
been  there,  done  that. 

More  with  Less.  Read  how  your  peers  have  made  the  most 
of  their  budgets  and  resources. 


The  You 


The  Signature  Series 

The  You  Issue  is  one  of  six  bi¬ 
monthly  supplements  providing 
insights,  opinions  and  information 
on  the  biggest  trends  in  network¬ 
ing.  Look  for  the  inside  story  on 
the  hottest  network  technologies 
in  the  next  installment  of  the 
Signature  Series,  the  Buzz  Issue, 
coming  Sept.  23. 

Cover  illustration  by 
Chris  Sickles 


—  Beth  Schultz 
Editor,  Signature  Series 
bschultz@nww.com 


Stand  proud 

Passionate.  Confident.  Adapt¬ 
able.  Proud.  The  network  profes¬ 
sionals  featured  in  the  pages 
this  You  Issue,  our  fourth  annua 
exhibit  these  qualities  an 
Such  qualities 
executive 


running 


eco 


ntinues  to 
stress  corporate  budgets, 
you  face  tough  decisions 
about  what  to  do  and  what 
not  to  do  for  the  enterprise 
network  under  your  care.  Your 
n  for  making  your  net 
more  efficient,  secure, 
reliable  and  faster,  could  make 
the  difference  in  getting  budget 
increases. 

•  Confidence.  As  the  network 
services  and  equipment  markets 
continue  to  implode,  you  have  to 
pick  vendors  that  you  can  stand 
behind.  That  means  picking  ven¬ 
dors  with  ever  more  vigilance  and 
mapping  out  strategies  you  know 
will  keep  your  network  safe,  even 
if  a  key  vendor  falters. 

•  Adaptability.  The  curveballs 
keep  coming,  be  they  in  the  form  of 

corporate 
changes, 
e-mail  worms 
or  industry 
upheaval.  Your 
ability  to  ad¬ 
just  quickly  is 
paramount  to 
keeping  the 
network  up  and  running  efficiently. 

•  Pride.  With  financial  debacles 
such  as  Enron  and  WorldCom  top 
of  mind  for  every  corporate  board, 
business  practices  —  including 
those  used  in  IT  systems,  applica¬ 
tions  and  network  operations  — 
will  come  under  scrutiny.  Stand 
proudly  behind  what  you  have  built 
and  what  you  support,  and  others 
will  do  the  same. 
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Advertising  Supplement 


4  Phases  of  Mapping  out  a 


Bi 


ss 


rategy 

for  your  Company*** 


Continuity 

fenv 


—  By  Steve  Kenniston 

WHAT  IS  BUSINESS  CONTINUITY? 

Business  Continuity  is 
any  proactive  process 
that  identifies  key  busi¬ 
ness  functions  and  outlines  poten¬ 
tial  threats  to  those  functions.  A 
good  Business  Continuity  Strategy, 
then,  is  the  plans  and  procedures 
that  ensure  that  these  key  business 
functions  can  continue,  no  matter 
the  circumstances. 

Threats  to  business  continuity  (BC) 
may  include  natural  disasters,  hack¬ 
ing,  software  bugs,  viruses,  employ¬ 
ee  revenge,  theft,  terrorism  or 
human  error.  Business  Continuity  is 
not  limited  to  a  single  one  of  these 
threats.  A  lack  of  good  BC  practices 
can  cost  a  company  a  great  deal  of 
money.  Two  facts  that  surfaced  post 
9/11  were:  1)  50%  of  the  companies 
who  experience  critical  system  out¬ 
ages  for  10  days  or  more  will  never 
recover  and  2)  Each  8  hours  of  criti¬ 
cal  system  downtime  can  cost  a  busi¬ 
ness  .5%  market  share  loss.  It  is 
clear  from  these  statistics  alone  that 
issues  affecting  business  continuity 
are  unpredictable  and  a  lack  of  a  BC 
plan  can  cripple  a  business.  There 
are  four  main  phases  to  consider 
when  building  a  Business  Continuity 
plan.  These  phases  are  as  follows: 

1 .  Perform  an  assessment 
of  the  environment. 

2.  Communicate  and  perform 
business  GAP  analysis. 

3.  Develop  and  execute 
on  the  plan. 

4.  Test  and  revise  plan 
on  an  ongoing  basis. 

Phase  1:  Assessment 
Collect  all  of  the  relevant  informa¬ 
tion  about  the  company’s  infrastruc¬ 
ture.  The  goal  of  the  assessment 
phase  is  to  document  both  the  good 
and  the  bad.  Companies  often  do 
not  follow  a  set  of  best  practices  that 
would  better  protect  their  environ¬ 
ment  due  to  a  lack  of  resources  or 
funds.  The  assessment  phase  is  the 
time  to  put  all  of  this  information  on 
the  table  -  it  is,  in  fact,  critical  to  a 
successful  BC  plan. 


Here  are  a  few  areas  within 
the  environment  to  consider: 


The  security  of  the  buildings  (key 
card  for  outer  and  datacenter  doors.) 
The  physical  layout  of  the  infrastruc¬ 
ture  (compute  systems  and  storage.) 
The  logical  layout  of  the 
infrastructure  (raw  data.) 

The  data  protection  strategies 
practiced  in  the  environment 
(backup,  replication,  etc...) 

The  internet  /  intranet  security 
(Firewalls  and  VPNs.) 

The  current  change  control 
policies  and  bestpractices. 

The  documentation  of  the 
information  captured  above. 


much  it  costs  the  compa¬ 
ny  for  one  hour  of  down 
time.  Each  department 
will  need  to  understand 
the  cost  of  downtime  in 
order  to  put  the  proper 
attention  on  business 
continuity. 


The  assessment  phase  should 
cover  remote  offices  as  well  as  the 
main  datacenter.  Remote  sales 
offices  may  contain  infrastructure 
that  can  solve  some  basic  BC  needs. 
There  are  tools  that  can  help  with 
the  assessment  phase.  Storage 
Network  Management  (SNM)  tools 
probe  the  compute  environment 
and  report  on  the  physical  infra¬ 
structure  that  exists.  Storage 
Resource  Management  (SRM)  tools 
provide  information  about  the  data 
that  lives  within  the  environment. 
Backup  reporting  tools  provide 
valuable  information  regarding  how 
successful  current  backup  practices 
work.  These  tools,  coupled  with 
existing  documentation  will  provide 
all  the  information  necessary  to 
move  to  the  next  phase. 

Phase  2:  Communicate 

The  key  to  the  second  phase  is 
communication.  Plan  a  strategy 
meeting.  Be  sure  to  include  per¬ 
sonnel  from  each  business  unit 
including  Finance  and  Security.  At 
a  collective  strategic  level,  the  busi¬ 
ness  unit  managers  may  not  know  if 
the  service  levels  provided  meet 
the  requirements  for  true  business 
continuity.  Prior  to  the  meeting, 
have  the  financial  organization  put 
data  together  that  outlines  how 


Inform  each  business 
unit  how  much  data  they 
have  and  the  practices 
that  go  on  surrounding 
that  data.  Next,  ask  if  the 
basic  business  processes 
that  are  going  on  for  each 
department  meet  current 
needs.  Each  business 
unit’s  decision-maker 
should  be  checking  with 
the  other  business  units 
to  ensure  that  data  required  by 
other  organizations  has  the  proper 
service  levels.  Take  the  time  to 
make  sure  everyone  is  aware  of  poli¬ 
cies  that  affect  the  data  in  the  envi¬ 
ronment.  Data  sharing,  retention, 
migration  and  deletion  are  all 
aspects  of  data  protection  that 
relate  to  building  good  BC  practices. 
As  a  group,  decide  on  a  minimum 
amount  of  downtime  each  business 
unit  can  tolerate.  Discuss  who 
should  have  access  to  what  data 
and  which  equipment.  These  basic 
service  levels  should  be  easily 
achievable  by  IT  and  Security.  Any 
organization  that  requires  a  higher 
level  of  service  should  pay  for  the 
increase  in  costs. 

Phase  3:  Plan 

The  next  phase  is  the  develop¬ 
ment  phase  of  the  plan.  All  of  the 
information  regarding  the  physical 
and  logical  infrastructure  is  avail¬ 
able,  the  business  practices  that 
are  performed  regularly  are  avail¬ 
able  and  each  business  unit  has  set 
an  expectation  regarding  a  level  of 
service  that  must  be  attained  in 
order  to  stay  in  business.  Identify 
any  changes  that  need  to  take  place 
to  the  original  policies  in  order  to 
meet  any  new  service  level  require¬ 
ments.  Create  a  list  of  hardware, 


software  and  any  infrastructure 
(security)  changes  that  will  be 
required  in  order  to  carry  out  the 
new  policies.  Develop  two  plans. 
One  would  be  more  comprehensive 
than  the  other,  however  both  would 
protect  critical  elements  within  the 
business.  The  ultimate  plan  would 
also  include  the  change  control 
process  to  ensure  that  each  business 
unit  can  accept  scheduled  down 
time  during  particular  hours  of  the 
day  for  testing  and  maintenance. 

Phase  4:  Execute  and  Test 

Have  an  additional  meeting  to  get 
agreement  across  all  organizations 
on  the  new  BC  plan.  Once  this  has 
happened,  it  is  time  to  implement 
the  plan.  Deploy  any  new  equipment 
or  business  policies  in  the  organiza¬ 
tions  that  require  an  upgrade  in  ser¬ 
vice  levels  most.  After  the  new  BC 
plan  is  deployed,  they  should  be 
tested  regularly.  Testing  should 
include  not  only  common  disaster 
recovery  practices,  but  also  issues 
surrounding  security,  viruses,  and 
scheduled  maintenance.  Develop  a 
testing  plan  and  inform  the  business 
unit  that  tests  will  be  taking  place. 
These  tests  may  be  disruptive  for  a 
short  period,  but  in  the  end,  will 
ensure  a  solid  BC  plan  to  keep  the 
company  running. 

Business  Continuity  is  an  ever 
changing  and  evolving  process. 
Once  a  plan  is  in  place,  keep  moni¬ 
toring  and  testing  it.  Every  six  to 
twelve  months,  have  a  meeting 
with  the  business  units  to  make 
sure  service  levels  are  being  met 
and  identify  any  changes  that  need 
to  be  made.  Doing  so  will  ensure 
that  your  business  is  protected  and 
there  will  be  little  financial  risk. 


For  more  information 
on  Business  Continuity 
and  the  Enterprise 
Storage  Group,  go  to: 

www.nwfusion.com/go/esg 


Someday  your  business  continuity  solution  will  be  called  on  to  save  your  company. 

(But  what’s  it  doing  this  afternoon?) 
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EMC2 

where  information  lives 

Business 

Continuity 

It’s  time  to  make  your  business  continuity  assets  work  harder  for  you.  With  EMC, 
you  can  test  and  deploy  new  applications,  shorten  or  eliminate  backup  windows,  or 
load  and  refresh  data  warehouses  more  frequently.  The  result:  your  company  is 
better  protected  and  more  productive  every  day  of  the  year. 

Get  started  now  at  EMC.com/now 

EMC2  and  EMC  are  registered  trademarks  and  where  information  lives  is  a  trademark  of  EMC  Corporation.  ©2002  EMC  Corporation.  All  rights  reserved. 


9  01  AM:  2.500  EMPLOYEES. 

9  02  AM=  COMPANY  MERGES. 

9=03  AM:  18.002  EMPLOYEES. 

(ALL  IM  ALL.  JUST  ANOTHER  PAY  AT  THE  OFFICE.) 

In  business,  change  can  happen  with  a  vengeance.  But  you  can  also  adapt  with  a  vengeance,  if 
you  have  the  right  tools.  mySAl>,M  HR  helps  your  organization  align  and  leverage  people  quickly  to 
meet  business  objectives.  It  also  integrates  all  aspects  of  Human  Capital  Management  with  the  rest  of 
your  business,  so  you  can  analyze  and  measure  performance  or  need  in  real  time.  Which  could  have  a 
real  impact  on  your  bottom  line.  Visit  sap.com/solutions/hr  or  call  us  at  800  880  1727  for  details. 
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Your  salary,  2002: 

Back  to  reality 

Our  annual  salary  survey  shows  compensation  for  network  executives  has  increased  by  4.7%, 
which  outpaces  the  economy,  but  is  back  to  earth  after  years  of  stellar  growth.  Meanwhile, 
factors  such  as  job  security  are  suddenly  in  vogue. 


■  By  Paul  Desmond 


ay  hikes  may  not  be  as 
high  as  in  the  recent 
past,  but  network 
executives  still  are 
garnering  healthy 
increases  in  overall 
compensation 
despite  a  generally  stag¬ 
nant  economy 

That  about  sums  up  the  IT  salary  pic¬ 
ture  over  the  past  year,  according  to  the 
2002  Network  World  Salary  Survey,  con¬ 
ducted  with  the  help  of  King,  Brown  & 
Partners.  Network  executives  —  those 
with  manager  or  director  titles  —  reported  a  4.4% 
increase  from  last  year  for  an  average  base  salary  in 
2002  of  $70,450  (see  chart, below).  Across  all  job 
titles,  from  CIO  to  staff,  the  1,678  survey  respondents 
reported  an  average  increase  of  4.7%,  for  a  base 
salary  of  more  than  $71,500  in  2002.  While  most 
respondents  expect  only  modest  hikes,  if  any  in 
bonuses  and  stock  options,  when  factoring  those  in, 
network  executives  expect  to  see  a  4.7%  increase  in 
total  compensation  over  2001,  to  $75,460. 
Respondents  at  large  organizations  anticipate  a  5.3% 
hike  in  total  compensation  to  more  than  $78,000. 

But  network  professionals  will  have  to  work  for 
that  money,  upwards  of  60  hours  per  week,  with 
those  in  the  upper  salary  brackets  shouldering  the 
heaviest  schedule  (see  chart,  page  52). 

True,  these  increases  are  down  from  the  heady  days 
of  7%  overall  hikes  reported  in  each  of  the  last  two 


How  much  are 
you  earning? 


While  factors  such  as  geography  and  education  affect  an  individual’s  compensation,  the  charts  below  depict  the  averages 
in  compensation  for  various  IT  professionals.Try  out  our  interactive  Salary  Calculator  at  www.nwfusion.com/you2002, 
DocFinder:  1425,  to  get  a  sense  of  what  others  with  similiar  qualifications  earn. 

2001  salary  2002  salary  Change  %  change 


Total 

$68,340 

$71,550 

$3,210 

4.7% 

Senior  IT  management  (ClO/Sr.  VP/VP  of  MIS/IT/IS/DP) 

$103,750 

$108,820 

$5,070 

4.9% 

Manager/director 

$67,470 

$70,450 

$2,980 

4.4% 

MIS/IT/IS/DP 

$69,330 

$72,300 

$2,970 

4.3% 

LAN/WAN  networks 

$62,200 

$65,180 

$2,980 

4.8% 

Telecommunications 

$70,580 

$73,730 

$3,150 

4.5% 

Other  management  (corporate  management/lnternet/intranet/extranet) 

$86,140 

$91,230 

$5,090 

5.9% 

Staff 

$60,450 

$63,180 

$2,730 

4.5% 

Network  architect/designer/analyst/database  administrator 

$66,600 

$69,910 

$3,310 

5.0% 

Network  operator/technician/other  network  operations  staff 

$53,800 

$56,340 

$2,540 

4.7% 

Trainer/help  desk/tech  support 

$48,320 

$49,700 

$1,380 

2.9% 

Other  staff 

$62,560 

$64,960 

$2,400 

3.8% 

T  his  level  of  availability  is  dependent  on  many  factors  outside  of  the  operating  system,  including  other  hardware  and  software  technologies,  mission -critical  operational  processes,  and  professional  services.  ?Source:  Transaction  Processing  Performance  Council.  May  2002. 


me  united  States  and/or  other  countries. 


Get  your  infrastructu r^rffd y 
for  anything.  You’vegot 

massive  usage  spikes,  24/7/365  demanp&;.%^i5^ 

requests,  etc.,  etc.,  etc.  What  is  going. on:  here?  . 

-  ‘  '  •  *  .  . 

This,  of  course,  is  today’s  unpredictable  business- 
environment.  In  this  environment,  where  v 
can  happen  at  any  moment,  you  need  to  keep  your 
infrastructure  prepared  for  anything  and  everything. 
And  that  is  exactly  what  the  Microsoft  platform  is 
designed  to  help  you  do.  Here’s  how: 

Security:  The  Microsoft  platform  enables  a 
secure  infrastructure  through  built-in  encryption, 
authentication,  and  access  control  that  can  be 
centrally  managed  and  integrated. 

Scalability:  The  Microsoft  platform  scales  to 
handle  your  most  demanding  workloads.  And  it 
has  the  lowest  price-to-performance  ratio  of  any 
competitive  platform/ 

Reliability:  With  the  right  investments  in 
people,  processes,  and  the  technology  of  the 
Microsoft  platform,  along  with  established  best 
practices  and  support  from  Microsoft’s  industry 
partners  (including  fault-tolerant  systems  vendors), 
customers  are  able  to  build  solutions  for  up  to 
99.999%  service  availability* 

In  addition,  the  Microsoft  platform  delivers  the 
interoperability  and  manageability  your  infra¬ 
structure  needs  to  handle _ ,  For  more 

information  on  howto  prepare  your  infrastructure 
for,  well,  anything,  visitmlcrosoft.com/enterprlse 
Software  for  the  Agile  Business. 
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Your  job 


annual  surveys  —  and  the  11%  hike  for  network  exec¬ 
utives  last  year. Still,  network  professionals  are  faring 
far  better  than  their  counterparts  in  other  white-collar 
jobs.  For  the  year  2000,  the  most  recent  for  which  data 
is  available,  the  Bureau  of  Labor  Statistics  reports 
white  collar  pay  averaged  $19.35  per  hour,  or  $40,248 
per  year  based  on  a  40-hour  week.  Even  correcting 
for  the  age  of  the  data,  it’s  clear  that  the  network 
industry  still  outpaces  most  others.  And  network  pro¬ 
fessionals  are  beating  inflation  soundly  as  the  BLS 
Coasumer  Frice  Index  was  up  only  2.8%  for  2001 . 

That  holds  true  across  the  board,  from  the  staff 
level  professionals  whose  average  base  salary 
increase  was  4.5%  (to  $63, 180),  to  those  at  the  top  of 
the  IT  totem  pole,  who  got  salary  hikes  averaging 
4.9%  (to  $108,820).  Indeed,  those  at  the  CIO  and 
senior  vice  president  levels  also  enjoyed  bonuses 
that  were  four  times  greater  than  their  manager/ 
director  counterparts  along  with  nearly  16  times 
more  income  from  stock  and  stock  options. 

The  increases  reported  in  this  years  survey  “are 
more  than  1  anticipated,” says  Edmund  Hung,  net¬ 
work  director  for  Guitar  Center, a  4,000-employee 


Formal  education  vs.  certifications 

This  snapshot  of  average  base  salaries  shows  that  more  formal  education  means  more  money,  but  that  having 
more  certifications  doesn’t  equate  to  greater  pay. 


Degree 

2001  base  salary 

2002  base  salary 

%  change 

High  school  diploma 

$58,540 

$61,680 

5.4% 

Associate’s  degree 

$60,930 

$63,800 

4.7% 

Bachelor’s  degree 

$67,460 

$70,830 

5.0% 

Advanced  degree 

$82,080 

$85,240 

3.8% 

Certifications 

No  professional  certifications 

$70,640 

$73,850 

4.5% 

One  professional  certification 

$66,030 

$69,170 

4.8% 

Two  or  more  professional  certifications 

$64,280 

$67,590 

5.1% 

retailer  based  in  Westlake  Village,  Calif.  Like  many 
survey  participants,  Hung  braced  for  a  period  of 
slow  growth  since  the  Sept.  1 1  terrorist  attacks, 
because  of  the  nature  of  Guitar  Center’s  business. 
“We’re  in  the  business  of  joy  and  happiness,  helping 
people  make  music,”  he  says.  His  company  prepared 
for  hard  times  by  scaling  back  performance  bonus- 


California  law  creates  salary  pickle 

Companies  are  forced  to  pay  unwieldy  overtime  rates  to  network  professionals. 


California  companies  shoulder  an 

extra  salary  burden  with  respect  to 
IT  staff.  In  September  2000,  Gov. 
Gray  Davis  signed  a  law  stipulating 
that  only  computer  professionals 
making  at  least  $41  per  hour  were  exempt  from 
the  state's  overtime  pay  law.  That  law  says 
workers  must  be  paid  time  and  a  half  after  eight 
hours  worked  per  day,  whereas  most  other 
states  mandate  overtime  pay  only  for  workers 
who  put  in  more  than  40  hours  per  week. 

The  $41-per-hour  figure  translates  to  an  annual 
salary  of  $85,280  for  a  40-hour  week,  which,  of 
course,  is  rare.  “People  in  our  industry  don't 
work  eight-hour  days,”  says  Edmund  Hung,  net¬ 
work  director  for  Guitar  Center  in  Westlake 
Village,  Calif.  “We've  had  to  bring  people  within 
our  organization  up  to  the  $85,000  level  to  avoid 
paying  them  overtime." 

That  includes  LAN  administrators  and  PC  tech¬ 
nicians  who  previously  earned  anywhere  from 
$68,000  to  $75,000,  he  says.  One  Guitar  Center 
LAN  administrator  whose  base  salary  was  too 


far  from  the  $85,000  plateau  to  justify  a  pay 
increase  to  that  level  is  now  pulling  in  far  more 
than  that  rate,  at  $130,000  per  year,  because  of 
overtime.  Now  management  wants  to  increase 
his  base  salary  to  $85,000,  but  the  employee 
doesn't  want  to  take  the  increase  because  he 
knows  he'll  lose  out  in  the  long  run.  "It  becomes  a 
tug  of  war  between  management  and  the 
employee  as  to  what  we  should  agree  on,"  Hung 
says,  noting  the  fight  is  not  yet  over.  “It’s  going  to 
be  nasty.” 

The  average  base  salary  for  all  Pacific  region 
respondents  to  the  2002  Network  World  Salary 
Survey  is  $76,720,  and  they  work  an  average  of 
more  than  58  hours  per  week.  For  2002,  the  fig¬ 
ure  the  California  law  is  based  on  will  be  $42.64 
per  hour,  or  $88,691  annually,  because  of  an 
automatic  cost-of-living  increase.  If  California 
companies  have  to  pay  any  IT  professional  mak¬ 
ing  less  than  that  an  average  of  18  hours  per 
week  at  overtime  rates,  it’s  going  to  be  nasty 
indeed. 

—  Paul  Desmond 


es  from  the  norm  of  15%  to  12%. 

Hung’s  own  salary  increase,  at  about  5%,  was  better 
than  the  4.4%  of  his  colleagues  in  the  manage¬ 
ment/director  category  That’s  doubly  significant 
given  that  with  his  base  salary  of  $1 10,000,  he 
already  does  much  better  than  his  peer  group. 

Location  accounts  for  some  of  that  difference.  As  is 
the  norm,  base  salaries  for  all  respondents  in  the 
Pacific  region  outpaced  all  others  except  New 
England,  with  overall  averages  of  $76,720  (more 
than  7%  higher  than  the  nationwide  average)  and 
$78,980  (more  than  10%  higher),  respectively. The 
effect  of  a  new  California  law  on  computer  profes¬ 
sional  pay  is  likely  bumping  up  those  Pacific  figures 
(see  story  left).  States  in  the  Southern  Midwest  and 
Northwest  pay  the  least,  with  base  salaries  for  both 
regions  averaging  around  $62,500. 

Company  size  is  another  factor.  Interestingly  com¬ 
panies  with  fewer  than  100  employees  pay  best  — 
nearly  $85,000  in  total  compensation  —  while  com¬ 
panies  in  the  100-  to  999-employee  range  pay  least, 
an  average  of  just  more  than  $70,000.  Companies 
with  1,000  or  more  employees  pay  an  average  of  at 
least  $80,000. 


Choose  a  coast  for  higher  pay 

Employers  in  the  New  England  and  Pacific  regions  continue  to  shell  out  the  highest  average  pay. 


More  online! 

Salary  calculator.  Visit  the  You  portal  and  our  salary  calculator  will 
tell  you  exactly  what  you  should  be  earning. 

DocFinder:  1425 

More  survey  results.  From  survey  demographics  to  loyalty  by  job 
title,  we’ve  got  in-depth  results  on  the  You  portal. 
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If  it’s  a  sizeable  bonus  you’re  after, you’ll  most  likely 
get  it  by  taking  a  job  with  a  company  that  has  fewer 
than  100  employees,  too.  Respondents  from  such 
firms  expect  bonuses  of  nearly  $8,000  this  year,  up 
more  than  22%  compared  with  the  $6,500  they  got  in 
2001.  Companies  in  the  1,000-  to  9,99&employee 
range  are  stingiest  with  bonus  dollars,  at  about 
$3,600,  while  those  above  10,000  employees  are 
expected  to  pay  an  average  of  nearly  $5,000  in  bonus¬ 
es  for  2002. 

In  fact,  bonuses  of  as  much  as  15%  of  salary  are 
fairly  common  for  smaller  companies, says  Jeremy 
Schulman, a  senior  recruiter  who  specializes  in  plac¬ 
ing  IT  workers  for  the  Lucas  Group  in  Atlanta.The 
industry  norm,  particularly  for  larger  companies,  is 
the  8%  to  10%  range,  he  says. 

Still,  bonuses  have  stagnated  during  the  past  few 
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Meet  Sarah.  Investment  Banker. 


Maven. 


SIPS 
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And  the  reason  we  developed  the 


bottom  line  on  Enterprise  connectivity. 
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Success  means  growth.  And  for  Sarah,  growth  means  opening  new 
offices  in  select  markets  around  the  world.  But  when  the  lifeline  for 
thoseoffices  is  a  global  network,  the  operational  expense  of  scaling  the 
netwbrk  quickly  can  make  even  an  investment  banker  shudder.  Which 
why  Sarah  relies  on  the  Nortel  Networks™  Passport™  8600  Routing 
Switch.  This  flexible  Ethernet  solution  cost-effectively  turns  Sarah's 
network  into  a  resilient,  high-bandwidth  system.  With  multiple 
intelligent  connectivity  options,  the  Passport  8600  delivers  reliability, 
performance  and  Quality  of  Service  for  business-critical  applications 
and  services  from  online  market  trading  to  Internet  telephony.  So  now, 

Sarah  and  her  colleagues  are  able  to 


Global  leader  in  L2-7 

open  new  offices  quickly  with  the 

Ethernet  Switching* 

Passport  8600  solution  helping  them 

stay  one  step  ahead  of  the  competition.  All  while  ensuring  the  Merger 

> 

Maven  retains  a  healthy  bottom  line.  It's  just  one  more  way  Nortel 
Networks  is  making  the  Internet  what  you  need  it  to  be.  To  learn  more, 
visitnortelnetworks.com/passport8600. 


Metro  &  Enterprise  Networks 


Optical  Long  Haul  Networks 


Wireless  Networks 


Nortel  Networks,  the  Nortel  Networks  logo,  the  Globemark  and  Passport  are  all  trademarks  of  Nortel  Networks.  © 2002  Nortel  Networks. 
All  rights  reserved.  'Dell'Oro  report,  4Q'01. 


nortelnetworks. com 
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years  In  last  year’s  survey,  respondents  reported 
receiving  bonuses  of  $4,400  on  average  in  2000.This 
year’s  respondents  said  they  got  $3,830  last  year  and 
expect  an  average  of  $4,330  in  2002. 

As  for  stock  and  stock  options,  most  respondents 
are  getting  amounts  so  small  as  to  have  little  effect 
on  their  overall  compensation  package.The  aver¬ 
age  stock-related  compensation  all  respondents 
received  last  year  was  just  more  than  $1,000,  and 
they  expect  an  average  of  about  $1 ,200  this  year. 
Those  figures  represent  a  steep  downward  spiral, 
from  an  average  of  more  than  $5,000  in  1999  to 


Your  loyalty  2000-2002 

Hard  economic  times  have  slightly  more  employees 
inclined  to  stay  put  than  last  year  and  even  fewer  job 
seekers  than  in  the  employee-shortage  heyday  of  2000. 


Seekers:  Actively  seeking  a  new  position. 

Explorers:  Not  actively  seeking,  but  would  follow  up  if 
they  read  or  heard  about  an  interesting 
opportunity. 

Approachables:  Not  actively  seeking,  but  would  follow  up  if 
personally  approached  with  an  interesting 
opportunity. 


Loyalists:  Cannot  envision  changing  jobs  in  the 
foreseeable  future. 


Your  loyalty  2002 


Loyalists 

17% 


Seekers 

—  12% 


Explorers 

40% 


Employee  loyalty  2001 


Loyalists 

15% 


Seekers 

—  12% 


Explorers 

37% 


Employee  loyalty  2000 


Loyalists 

10% 


Seekers 

—  14% 


Explorers 


—  43% 


Defining  the  gender  gap 

Although  the  gap  might  be  narrowing,  women  in  IT  remain  underpaid  and  value  different 
factors  for  job  satisfaction  than  men. 


It's  no  secret  that  men  generally  get  paid 
more  than  women  for  comparable  jobs.  But 
results  from  the  2002  Network  World  Salary 
Survey  holds  hope  that  in  the  IT  world,  the 
gap  is  diminishing. 

Female  respondents  to  the  survey  report¬ 
ed  base  salary  increases  of  5.6%  in  the  past 
year,  from  $60,720  to  $64,150,  vs.  4.7%  for  men, 
from  $69,160  to  $72,390.  While  a  larger  percent¬ 
age  doesn't  mean  as  much  if  your  salary  is  lower 
to  begin  with,  at  least  it's  a  step  in  the  right 
direction. 

Larger  percentage  increases  for  women  "might 
be  a  way  to  even  out  some  of  those  inequities," 
says  Debra  Nagy,  voice  network  specialist  for  a 
large  insurance  company  in  the  Northeast. 
"Managers  are  all  given  choices  on  what  we  pay 
different  people,  so  long  as  we  stick  to  a  specific 
budget." 

Judy  Berglund,  manager  of  network  services 
for  Truserv,  a  Chicago  hardware  chain,  accepts 
it  as  fact  that  men  get  paid  more  than  women. 
The  pay  discrepancy  “has  gotten  better  over  the 
years,"  she  says.  "It’s  starting  to  come  into  bal¬ 
ance,  but  I  don't  think  it  ever  will  fully."  The  merit- 
based  system  that  her  company  uses  is 
designed  to  provide  a  failsafe  against  gender- 
based  discrepancies  in  pay  increases. 

In  addition  to  salary,  survey  findings  showed 
differences  in  the  criteria  women  deem  critical 
to  taking  a  job  as  compared  with  men.  Among 
the  criteria  that  women  rated  statistically  higher 


Salaries  of  men  vs.  women 


The  gender  gap  might  be  narrowing  as  women  saw 

larger  average  yearly  salary  increases  from  2001 

to  2002  than  their  male  __  „  .ana/ 
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counterparts. 
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than  men  were  professional  development  and 
training,  family  friendliness,  recognition/appreci¬ 
ation  of  your  work,  annual  salary  reviews/raises, 
job  schedule  flexibility,  leave  and  proximity  to 
home. 

The  survey  also  shows  that  women  tend  to 
work  fewer  hours  than  men.  Women  put  in  an 
average  of  just  less  than  57  hours  per  week 
whereas  men  work  nearly  64. 

—  Paul  Desmond 


$2,000  in  2000.  An  exception  to  the  rule,  as  might 
be  expected,  is  for  titles  falling  under  the  senior  IT 
category,  such  as  CIO  and  vice  presidents.  Such 
respondents  expect  an  average  of  more  than 
$9,300  in  stock-related  compensation  in  2002,  an 
increase  of  more  than  8%  from  the  average  of 
$8,670  last  year. 

Education  pays 

If  you  want  to  earn  the  really  big  money,  then  follow 
this  simple  formula:  Stay  in  school. This  year’s  survey 
showed  a  direct  correlation  between  level  of  educa¬ 
tion  and  salary  (see  chart,  page  48).Those  with  a 
bachelor’s  degree  earn  $7,000  more  on  average  than 
employees  with  only  an  associate’s  degree  while 
employees  with  graduate  degrees  earn  an  average  of 
nearly  $14,000  more  than  their  counterparts  with 
bachelor’s  degrees. 

Certifications  appear  to  be  a  poor  substitute  for 
more  formal  education.  Indeed, survey  data  shows  no 
discernable  pattern  in  terms  of  pay  and  certifications. 
Those  with  no  certifications  make  more  than  those 
with  one,  while  employees  with  two  or  more  certifica¬ 
tions  make  less  than  those  with  just  one.  In  general, 
respondents  seem  to  try  to  compensate  for  less  for¬ 
mal  education  by  picking  up  more  certifications.  At 
least  50%  of  those  with  only  high  school  or  associate 
degrees  have  at  least  one  certification  while  only  45% 
of  those  with  bachelor’s  degrees  and  35%  of  those 
with  graduate  degrees  have  at  least  one  certification. 

But  some  people  aren’t  impressed  by  any  amount 
of  education. 

“I  could  give  a  darn  about  a  degree,”  says  Jon 


Wright,  vice  president  and  Internet  engineering 
manager  at  SunTrust  Banks  in  Richmond, Va.  Wright, 
who  has  nine  engineers  reporting  to  him, says  he 
looks  more  for  real-world  experience  and  notes  he’s 
seen  students  just  out  of  high  school  who  had  what 
it  takes  and  those  with  master’s  degrees  who  could¬ 
n’t  find  their  way  around  a  router. 

Yet  Schulman, “absolutely  100%” agrees  that  formal 
education  will  get  you  paid  more  than  certifications. 
“It’s  because  all  the  dot-coms  are  gone  now;”  he  says. 
Previously,  dot-com  companies  snapped  up  workers 
who  held  Microsoft,  Cisco  or  Oracle  certifications 
and  could  do  some  form  of  development  work. 

Now,  more  established  companies  prefer  employees 
with  a  solid  educational  backgroundTGenerally,  it 
shows  more  of  a  stable  background  if  a  person  has 
a  degree,"  he  says. 

Maintaining  job  satisfaction 

One  of  the  ways  employees  traditionally  receive 
education  and  training  is  to  have  their  employers 
pay  for  it.  In  fact,  lack  of  professional  development 
and  training  is  one  of  the  leading  reasons  employ¬ 
ees  jump  ship,  respondents  told  us  when  ranking 
factors  that  would  cause  them  to  seek  a  new  job. 
Training  rated  a  3.0  out  of  a  possible  4.  Notably,  too, 
in  this  post  dot-com  era,  job  security  has  moved 
into  the  top  five  factors  this  year,  ranking  a  3. 1  (see 
chart,  page  52). 

Kendall  Norling,  manager  of  IS  for  Finagle  A 
Bagel,  a  regional  restaurant  chain  based  in  South 
Boston,  Mass., says  job  security  is  the  most  impor¬ 
tant  factor  to  him. “In  this  day  and  age,  you’ve  got 
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Shopping  for  a  new  network  or  just  looking  to  improve  an  existing  one? 


SMC  Networks  offers  several  award-winning  products  lines  to  help  you 
create  your  ultimate  network.  From  advanced  enterprise  wireless  security 
solutions  with  our  EliteConnect™  WLAN  Security  Solution,  to  small 
business  and  home  networking  solutions  with  any  one  of  the  popular 
Cable/DSL  Broadband  Routers  available  in  the  Barricade™  line  -  SMC  has 
the  products  that  you  are  looking  for  and  the  service  and  support  that 
you  expect.  For  more  information  on  SMC's  complete  line  of  networking 
solutions,  please  visit  us  at  www.smc.com  or  call  us  at  1-800-SMC-4YOU. 
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to  think  of  that,"  he  says.Tve  watched  my  friends 
go  into  dot-coms  and  get  chewed  up  and  spit  out,” 
he  says.  He’s  confident  the  20-year-oid.  privately 
held  Finagle  A  Bagel  is  well-financed  and  has  a 
good  future,  having  almost  doubled  in  size  in  the 
three  years  Norling  has  served  as  its  one-man  IS 
department. 

Norling  maps  nearly  perfectly  to  other  survey 
respondents  in  saying  that  other  important  job  sat¬ 
isfaction  factors  for  him  are  overall  compensation, 
benefits  and  the  challenge  of  the  job.  As  for  his 
salary,  he  could  make  the  case  that  he  deserves  a 
raise,  given  that  the  average  2002  base  salary  for  IT 
staff  personnel  in  this  year’s  survey  is  $59,450,  a  bit 
higher  than  what  Norling  makes  for  a  more  senior 
position. 

Too  many  hours 

Overall,  network  professionals  are  not  actively  job 
hunting  more  this  year  than  last,  although  they  are 
hunting  far  less  than  they  were  in  the  employee- 
shortage  days  of  2000  (see  chart,  50). This,  in  turn, 
has  lead  to  a  change  of  heart  on  other  aspects  of 
job  satisfaction.  In  years  past,  job  flexibility  was 
often  cited  as  important,  for  instance. This  year  it 
rated  about  in  the  middle  of  the  pack,  averaging  2.7 
out  of  a  possible  4  in  terms  of  how  critical  it  would 
be  in  a  decision  to  take  a  new  job.  But  those  who 
value  their  flexible  schedules  are  sometimes  will¬ 
ing  to  forgo  a  lot  to  get  them. 

Take  Carlos  Behr,an  IS  technician  for  the 
California  Department  of  Food  and  Agriculture  in 
Sacramento.  He’s  one  of  two  IT  staffers  in  a  branch 
with  40  employees,  handling  chores  ranging  from 


Your  criteria  for  job  satisfaction 

We  asked  respondents  to  tell  us  how  important  each 
of  the  following  factors  are  to  a  decision  to  change 
jobs.  Respondents  rated  factors  on  a  scale  of  1-4, 
with  4  representing  "critical.” 


Benefits  package  (insurance,  etc.) 

3.2 

Challenge  of  work 

3.2 

Job  security 

3.1 

Overall  compensation 

3.1 

Base  salary 

3.0 

Access  to  new  technologies 

3.0 

Professional  development  &  training 

3.0 

Advancement  potential 

2.9 

Annual  salary  reviews  (raises) 

2.9 

Family  friendliness 

2.9 

Recognition/appreciation  of  your  work 

2.9 

Leave  (vacation,  holidays,  etc.) 

2.9 

Performance  incentives/bonuses 

2.8 

Autonomy 

2.8 

Proximity  to  home 

2.8 

Job  flexibility  (work  schedule) 

2.7 

Workload 

2.6 

On-the-job  training 

2.6 

Increased  scope  of  responsibility 

2.5 

Comp,  time 

2.4 

Tuition  reimbursement 

2.3 

Opportunity  to  telecommute 

2.3 

Industry 

2.2 

Stock  options 

2.1 

Small  company 

1.9 

Large  company 

1.9 

Likelihood  of  company  going  public 

1.7 

Your  work  hours 


Those  making  the  most  money  also  work  the  most  hours,  particularly  at  home  and  on  call.Try  our  interactive 
Salary  Calculator,  at  www.nwfusion.com/you2002,  DocFinder:  1425,  to  get  a  sense  of  what  others  with 
similiar  qualifications  earn. 


Hours  worked  per  week,  by  salary 


Where  you  work 

Mean,  all  titles 

S20-39K 

S40-59K 

S60-79K 

S80-99K 

$100K+ 

At  office 

43 

41 

43 

43 

43 

45 

At  home 

6 

4 

5 

5 

6 

10 

Other  locations 

2 

2 

2 

2 

2 

3 

Traveling 

1 

1 

1 

1 

1 

2 

On  call 

12 

8 

13 

13 

9 

10 

Total 

63 

56 

64 

64 

61 

70 

publishing  Web  pages  to  database  administration 
and  help  desk. 

“I  have  taken  less  [money]  to  have  a  flexible 
schedule,”  the  four-year  CDFA  veteran  says.“I  have  a 
munchkin  at  home  and  taking  care  of  him,  doing 
the  whole  Little  League  thing,  it  makes  a  big  differ¬ 
ence  in  life.”  Enough  so  that  Behr  is  content  mak¬ 
ing  $32,400  annually,  far  less  than  his  market  value, 
according  to  our  survey. 

But  then  again  Behr  also  doesn’t  feel  compelled 
to  put  in  the  kind  of  hours  that  many  of  his  peers 
at  other  organizations  do. The  average  hours 
worked  per  week,  including  time  spent  working  at 
home  and  on  call,  is  more  than  63.5  (see  chart, 
above). 

“That’s  not  me,  not  at  my  pay  rate,”  Behr  says.Tm 
doing  about  40." 

SunTrust’s  Wright  is  closer  to  the  average,  as  he 
estimates  he  works  between  50  and  60  hours  per 
week. “I’ve  got  two  young  children.  It  gets  rough,” 
he  says.“But  I've  got  people  who  are  putting  in  80 


or  90  hours  per  week,”  the  result  of  being  short- 
handed  and  having  too  many  high-priority  pro¬ 
jects  to  tackle. 

Statistically  speaking,  women  put  in  significantly 
fewer  hours  per  week  compared  with  their  male 
counterparts,  an  average  of  56.9  hours  per  week  vs. 
63.8.That  was  just  one  of  a  number  of  differences 
the  survey  turned  up  between  the  genders  (see 
story,  page  50). 

If  you  think  you’re  working  too  much  for  too  little 
pay,  Guitar  Center’s  Hung  has  some  words  of 
encouragement. “I’ve  always  firmly  believed  that  if 
you  can  accept  the  challenge  and  do  the  work 
accordingly, somebody  somewhere  somehow  will 
see  your  work  and  you’ll  be  handsomely  compen¬ 
sated,”  he  says.  As  for  himself, “I  consider  myself 
well-paid  and  stable, so  I  don’t  shoot  for  the  moon.” 

Desmond  is  a  freelance  writer  and  editor  in 
Framingham,  Mass.  He  can  be  reached  at 
paul@pdedit.  com. 
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Your  existing  phone  system  is  costing  you  more  money 
than  you  think.  To  learn  how  a  Shoreline  IP  Voice  System  can  drastically 
reduce  your  company  phone  expenses  while  adding  more  features  and  solid 
reliability,  call  1-877-80SHORE  or  visit:  http://reliable.goshoreline.com 


Annual  Costs 


Management 

$39,600 

$72,000 

$32,000 

Maintenance  (Based  on  10.1%).. 

$48,480 

$129,280 

$80,800 

_ Long  Distance _ 

$30,000 

$151,000  ... 

$121,700 

TCO  Per  Year 


$118,080  $352,280 


$234,200 


Total  Over  5  Years 


$1,678,200 


8% 


Experio  is  a  global  IT  consultancy  and  unit  of  Hitachi  Ltd.  jjfj  experio 
Shoreline  supports  the  company  with  an  integrated  IP 
voice  system  linking  800  users  and  18  Experio  offices  throughout  the  U.S. 


LEGACY  PBX 

$60,000 
$1,700 
$61,700 
$987,200 


Per  Site  Aquisition  Costs  SHORELINE 

Equipment  Network  Upgrades  $30,000 

Installation  -  Hard  Costs  $0 

Total  Per  Site  Aquisition  Costs  $30,000 

Total  Aquisition  Costs  (XI 6)  $480,000 


NET  SAVINGS 

$30,000 _ 

$1,700 
$31,700 
$507,200 _ 


“ Shoreline  reduced  our  system  acquisition  and 
installation  costs  by  more  than  $500K,  and 
helped  us  reduce  our  ongoing  voice  network 
expenses  by  more  than  $200K  per  year” 

Michael  Shisko,  IT  Director,  Experio  Solutions 


Robust  IP  Phone  Systems 


www.goshoreline.com 
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Dell  PowerEdge  Servers  use  Intel  Xeon  Processors 


Consolidate  with  Dell  and  you'll  need  to  find  a  new  use  for  your  old  servers. 

What  kind  of  server  consolidation  solutions  does  Dell  bring  to  your  enterprise?  Just  what  you'd  expect:  A  legendary  focus  on  you,  the 
customer,  that’s  as  relentless  as  our  focus  on  driving  down  costs.  An  end-to-end  solution  that  saves  you  money  today  and  tomorrow 
by  delivering: 


o  Maximum  flexibility,  manageability,  value  and  price/performance.  Our  new  line  of  PowerEdge”  servers,  powered  by 
Intel®  Xeon®  processors,  that  consistently  rank  at  the  top  of  industry  benchmarks  such  as  TPC*  Collectively  lowering  TCO 
and  accelerating  time  to  ROI. 

«  Optimized  uptime/maximized  investment.  New  Dell  SmartIT  deploys  software,  tools  and  services  which  simplify  and 
automate  server  systems  management.  Leveraging  your  IT  resources  and  maximizing  your  IT  dollar. 


*>  Server  infrastructure  consolidation  services.  Our  comprehensive  portfolio  includes  consolidation  readiness  assessment, 
consolidation  design  and  transformation,  customer  training  and  certification,  deployment  and  high  availability  support  services. 

«  Flexible  financing  alternatives.  Dell  gives  you  a  variety  of  financing  avenues  designed  to  help  you  optimize  ROI. 


For  nearly  20  years,  we've  revolutionized  the  way  the  world  buys  and  manages  technology.  Now  find 
\  out  how  Dell's  direct  approach  can  revolutionize  your  server  consolidation.  To  learn  more  about  the  Dell  ROI 

^  V  tesT  v's't  www.dell.com/serverROI  or  call  us  toll-free  at  1-877-434-DELL 


Flexible  solutions  that  can  cut  costs  today  and  tomorrow.  Easy  as 


Call  1-877-434-DELL  or  visit  www.dell.com/serverROI 

•Per  TPCW  100.000  Item  Count  Results  Test.  June  2002  fa  mote  information,  visit  wwwlpcorg  TPC  and  TPC-W  are  trademarks  of  tire  Transaction  Processing  Performance  Council  Intel,  the  Intel  logo  and  Xeon  are  trademarks  or  registeied  tradeirarks  of  Intel  Corporation  or  if, 
subsidiaries  in  the  United  States  and  other  countries  Dell,  the  Dell  logo  and  PowerEdge  are  registered  trademarks  of  the  Dell  Computer  Corporation  <02002  Dell  Computer  Corporation  All  rights  reserved 
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What's  troubling  you  40^ 


Our  annual  Top  Concerns  survey  reveals  rising  anxiety 
over  project  budgets,  disaster  recovery  and  your  career. 


By  Julie  Bort 


ackers  and  budgets  and  training  and  back- 
ups.These  are  a  few  of  your  most  worri¬ 
some  things.  Or  so  you  say  in  Network 
World’s  third  annual  Top  Concerns  survey 
With  the  help  of  market  research  firm 
Research  Concepts,  we  asked  100  enter¬ 
prise  IT  executives  to  tell  us  if  they  are  most 
concerned  about  technology,  employees, 
their  careers  or  the  health  of  the  network 
industry  Then  we  asked  them  to  rate  their 
concern  about  38  specific  items,  from 
acquiring  business  skills  to  XML.  Respon¬ 
dents  used  a  scale  of  1  through  10,  with  10 
being  the  highest  level  of  anxiety 


This  year,  technology  is  the  undisputed  area  of  highest  concern,  named  that  by 
nearly  half  of  respondents  (see  charts).  Management  —  which  tied  technology  as 
the  top  general  concern  in  2001  and  was  the  top  concern  in  2000  —  gathered  a 
quarter  of  the  votes.The  health  of  the  network  industry  is  the  top  concern  of  15% 
of  respondents  and  career  garnered  1 1%. 

Respondents  who  say  technology  is  their  No.  1  concern  name  these  reasons: 
avoiding  outages,  especially  from  security  breaches;  managing  technology’s 


Of  growing  and  shrinking  concern 


We  asked  respondents  to  rate  their  concern  about  38  specific  items  on  a  scale  of  1 
to  10,  with  10  representing  the  highest  anxiety.  Of  these,  four  were  new  to  the  survey, 
17  worry  you  more  this  year  than  last  and  17,  too,  became  less  worrisome.The  charts 
below  depict  the  three  items  that  rose  most  in  concern  and  the  three  that  dropped 

most.  (Visit  the  You  portal  on  Fusion  for  the  full  lists  at  www.nwfusion. 
com/you2002/,  DocFinder  9834). 


Of  rising  concern 

Mean  score 


March  2002 


!  March  2001 


Integrating  e-commerce 
applications  with  legacy 
environments 


Securing  reasonable 
budgets  for  projects 


Of  shrinking  concern 

Mean  score 


Ensuring  that  dept, 
managers  seek  your 
approval  for  all  network 
initiatives 


•  *rp 


speedy  rate  of  change;  and 
implementing  new  systems.  As 
one  respondent  explains, “Our 

motto  is  ‘Your  success  is  our  business.’ We  work  to  improve  our  net¬ 
work  infrastructure,  both  hardware  and  software,  to  ensure  our 
company  is  as  much  as  possible  on  the  cutting  edge.” 

Of  the  38  specific  items  in  our  survey  your  concern  is  increas¬ 
ing  for  17  and  declining  for  17, year-over-year  concerns  ratings 
show  (with  four  items  new  to  the  survey).  However,  this  statis¬ 
tic  belies  your  growing  sense  of  anxiety  More  items  rate  of 
major  concern  this  year,  1 1  vs.  nine  in  2001.  And  of  those 
1 1,  only  one  of  which  is  new,  the  concern  rating  rises 
on  eight  (see  chart). 

Keeping  the  network  safe  from  hackers  is  your 
biggest  worry  —  for  the  second  straight  year  —  and 
it  scares  you  more  than  ever.  It  rates  a  mean  of  8.20 
out  of  10,  compared  to  8.13  in  2001  and  7.9  in  2000, 
for  which  it  ranked  No.  4.  (In  a  trip  down  memory 
lane, your  top  concern  for  2000  was  finding  and 
retaining  qualified  employees  —  now  No.8.See 
storywww.nwfusion.com,  DocFinder:  1427.) 

A  sign  of  the  times, securing  reasonable  budgets 
is  your  No.  2  problem,  with  a  rating  of  7.98.This 
compares  with  No.  9  last  year  at  7.01  and  No.  6  in 
2000  at  7.66.  Respondents  tell  us  they  are  run¬ 
ning  just  as  many  projects  as  ever,  but  as  the 
economy  staggers  through  another  year,  they  are 
bound  by  more  rigid  project  budgets  and 
restricted  from  hiring  more  staff.“Ninety-five  per¬ 
cent  of  the  time  we  have  overlapping  projects 
and  we  are  short-staffed.  It  is  very  difficult  to 
meet  deadlines,”  one  respondent  says. 

Higher  anxiety  over  your  career  is  also  a 
trend.  Acquiring  skills  in  new  and  emerging 


Your  top  concerns 


When  asked  which  of  four  general  areas  is  the  utmost  concern,  half  of  the  100  enterprise  IT 
deeper,  respondents  named  the  specific  worries  in  both  areas. 


Which  area  concerns  you  most? 


Technology 


Implementing  and 
managing  PKI 


Dot-com  employment 
opportunity 


Network  vendor 
employment  opportunity 


Management 

26% 


Health  of 

network 

industry 

15% 
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technologies  —  always  important  —  steps  up  to  be 
your  No.  3  concern  with  a  nearly  two-point  gain  in  its 
concern  rating, a  7.88  compared  to  7.70  in  2001, 
which  landed  it  at  No.  4,  and  7.74  in  2000  for  No.  5. 
Your  concern  over  acquiring  and  improving  upon 
business  skills,  jumps  seven  spots  to  No.  4  at  7.51,  from 
No.  1 1  (6.99)  in  2001  and  No.  8  (7.59)  in  2000. 

Also  on  the  top  1 1  are  career  concerns  over  main¬ 
taining  skills  in  established  technologies,  ensuring 
business-manager  peers  keep  you  in  the  loop 
;^on  network-related  projects  and  obtaining 
competitive  pay. You’ve  been  successful  at 
the  latter,  according  to  Network  World’s 
2002  Salary  Survey  (see  story  page  45). 
Explains  one  respondent: “You  really  need 
the  [skills]  development  to  help  you  move 
forward. The  rest  of  it,  like  the  salary,  takes 
care  of  itself.” 

Concern  about  disaster-recovery  and 
business-continuity  procedures  marks  its 
survey  debut  by  landing  in  the  top  with 
'3  7.22. 


Surprisingly,  among  the  17  items  barely  on  your 
concern  radar  are  many  emerging  technologies,  such 
as  converged  networks,  public-key  infrastructure,  supplier-management  sys¬ 
tems  and  XML. 

The  war  zone  this  year  comprises  money  people  and  skills,  the  2002  Top 
Concerns  survey  shows.  Between  budgets,  career  management  and  the  ever-pre¬ 
sent  threat  of  hackers, your  favorite  song  this  year  is  the  bugler’s  call  to  charge. ■ 


More  online! 

Get  more  Top  Concerns  survey  results,  including  demographics  of  respondents. 

DocFinder:  1423 


tives  surveyed  chose  technology,  followed  by  the  pressures  of  being  a  manager.  Delving 


Management 


Upgrading  the 
network 
infrastructure 

-31% 

Dealing  with 
vendors  of 
equipment 
and  services 

8% 

E-commerce 

issues 

-7% 


Dealing  with  employees 

39% 

Outsourcing/outtasking 

6% 

No  concern  over 
management 


The  concerns  ratings 

We  asked  100  enterprise  IT  executives  to  rate  their  concerns  on  the  following 
areas,  using  a  scale  of  1  to  10,  where  10  represents  extreme  concern. 


Of  highest  concern 

Item 

Mean 

2002 

Mean 

2001 

1. 

Making  sure  network  is  hacker  proof. 

8.20 

8.13 

2. 

Securing  reasonable  budgets  for  projects. 

7.98 

7.02 

3. 

Acquiring  skills  in  new  and  emerging  technologies  (QoS, 
VPNs,  etc.). 

7.88 

7.70 

4. 

Acquiring  and  improving  upon  business  skills. 

7.51 

6.99 

5. 

Keeping  employees  trained. 

7.48 

7.68 

6. 

Maintaining  skills  in  established  technologies,  (routing, 
switching,  etc.). 

7.42 

7.42 

7. 

Choosing  between  high  pay  and  quality  of  life. 

7.32 

6.88 

8. 

Finding  and  retaining  qualified  employees. 

7.23 

7.72 

9. 

Disaster  recovery  and  business-continuity  procedures*. 

7.22 

n/a 

10. 

Synching  with  departmental  and  corporate  managers,  so 
that  network-related  projects  proceed  with  your  approval. 

7.22 

6.53 

11. 

Obtaining  a  competitive  salary  and  benefits. 

7.04 

6.84 

Of  middling  concern 

Item 

Mean 

2002 

Mean 

2001 

12. 

Costs  of  salaries/benefits  for  employees. 

6.96 

6.59 

13. 

Maintaining  morale  during  a  recession*. 

6.95 

n/a 

14. 

Defining  reasonable  scopes  of  work  for  projects. 

6.82 

6.59 

15. 

Career  development  opportunities  at  your  current  company. 

6.72 

6.43 

16. 

Implementing  quality  of  service  technologies. 

6.38 

5.92 

17. 

Security  of  service  providers  and/or  outsourcer’s  network 
and  systems. 

6.12 

6.15 

18. 

The  career  path  generally  available  to  you  at  user  companies. 

6.02 

6.39 

19. 

Implementing  scalable,  manageable  storage*. 

5.97 

n/a 

20. 

Having  a  reasonable  number  of  qualified  vendors  from 
which  to  choose. 

5.69 

5.43 

21. 

Obtaining  bonuses  and  stock  options. 

5.68 

5.83 

22. 

Establishing  Web  services,  including  training  and 
implementation*. 

5.62 

n/a 

23. 

Building  remote-access  and  site-to-site  VPNs. 

5.59 

5.90 

24. 

Integrating  e-commerce  applications  with  legacy  network 
equipment  and  applications. 

5.53 

4.54 

25. 

Supporting  wireless  devices. 

5.14 

5.35 

Of  lowest  concern 

Item 

Mean 

2002 

Mean 

2001 

26. 

Managing  outsourced  contracts,  such  as  Web  hosting  services. 

4.87 

5.16 

27. 

Costs  of  outsourcing/outtasking. 

4.87 

5.24 

28. 

XML. 

4.78 

4.68 

29. 

Convergence  of  voice  and  data. 

4.77 

5.05 

30. 

Implementing  and  managing  PKI  systems  (digital 
certificates,  digital  signatures). 

4.51 

5.16 

31. 

Finding  outsourcers/outtasking  that  can  handle  the  tasks 
you’d  like  to  off-load. 

4.45 

4.76 

32. 

Building  and  maintaining  supplier  management  systems, 
such  as  e-marketplaces. 

4.43 

4.15 

33. 

The  opportunity  presented  by  employment  with  a  network 
vendor. 

4.38 

5.25 

34. 

Replacement  of  your  network  staff  with  outsourced 
services. 

4.29 

4.50 

35. 

Migration  from  10/100  Ethernet  to  Gigabit  Ethernet. 

4.23 

4.49 

36. 

Developing  applications  for  mobile  devices. 

4.14 

4.00 

37. 

The  opportunity  presented  by  employment  at  dot-com 
companies. 

3.96 

4.75 

38. 

Implementing  and  managing  ASP  services. 

3.80 

4.22 

*New  to  the  2002  survey 

SOURCE:  NETWORK  WORLD'S  2002  TOP  CONCERNS  SURVEY 
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Your  future 


Your  network's  future 


Tight  budgets  make  for  tough  decisions,  but  that  shouldn't  mean  shortchanging  investments 
in  new  technologies. 


B8  By  Bob  Violino 

eartened  by 
signs  that  the 
economy  may 
be  on  the  mend, 
network  execu¬ 
tives  hope  tight 
spending  restric¬ 
tions  will  ease 
soon.  But  until 
then,  they’re 
continuing  the 
strategy  of  doing 
more  with  less, 
and  living  with 
the  reality  that  they  need  to  make  tough  decisions 
on  how  to  divide  up  the  budget  pie. 

One  of  those  tough  decisions  should  be  to  keep 
spending  on  the  future,  according  to  analysts. 
Network  executives  must  not  shortchange  invest¬ 
ments  in  new  technologies  to  concentrate  only  on 
current  needs,  experts  say  Doing  so  risks  missing  out 
on  business  opportunities  that  will  emerge  as  the 
economy  improves. 

Still,  that’s  easier  said  than  done.  Network  World's 
annual  IT  spending  survey  of  598  IT  professionals 


(see  www.nwfusion.com,  DocFinder:  1325),  conduct¬ 
ed  at  the  end  of  last  year,  showed  that  IT  budgets  for 
2002  were  expected  to  increase  only  3.9%  from 
2001.  Nearly  two-thirds  of  the  managers  (65%)  said 
their  2002  financial  resources  wouldn’t  be  adequate 
to  handle  the  tasks  at  hand. 

But  that  doesn’t  justify  a  knee-jerk  reaction  to  halt 
investments  in  newer  technologies  such  as  wireless 
communications,  voice  over  IRbiometrics  and  quali¬ 
ty  of  service  (QoS).  IT  budget  experts  say  no  matter 
the  economy,  between  10%  and  15%  of  IT  spending 
should  go  toward  new  technologies. 

The  competitive  edge 

Carlos  Leon,  network  operations  manager  at  Con¬ 
tractors  Register  in  Jefferson  Valley,  N.Y,  stands  as  an 
example  that  spending  on  new  technologies  need¬ 
n’t  decline  in  tough  economic  times.  His  company 
has  continued  to  devote  its  typical  10%  of  IT  spend¬ 
ing  to  new  technologies,  he  says.“There  are  risks  of 
falling  behind  our  competitors  if  we  don’t  stay 
abreast  of  the  latest  technology?’ Leon  says. 

Contractors  Register,  which  publishes  building  and 
construction  directories  and  operates  a  Web  portal 
for  the  construction  industry,  has  continued  to 
spend  on  QoS  and  remote  monitoring  services  for 
its  Web  portal,  Leon  says.These  technologies  help  to 


enhance  security  and  ensure  the  site  is  always  up 
and  delivering  timely  information  to  customers  and 
business  partners. 

“We  need  to  be  proactive  in  getting  remote  moni¬ 
toring,  even  on  an  hourly  basis, so  we  can  make 
quick  decisions  about  how  to  improve  the  site 
based  on  the  information  we  gather,"  Leon  says.“If 
companies  are  going  to  partner  with  you,  they  want 
your  site  to  be  available  all  the  time  and  they  don’t 
want  it  to  be  compromised  [by  security  breaches]. 
That’s  critical  if  you’re  going  to  keep  your  credibility?’ 

Another  case  in  point  is  Countrywide  Credit  In¬ 
dustries^  financial  services  firm  in  Calabasas, 
Calif.,  Mark  Brubaker, senior  vice  president  of  enter¬ 
prise  network  services  for  Countrywide  continues 
to  green  light  testing  programs  because  “technolo¬ 
gy  changes  so  rapidly  that  if  you  don’t  keep  a 
steady  pace  [of  investing]  you  fall  too  far  behind 
the  curve  and  it’s  very  difficult  to  catch  up,”  he  says. 
“It  costs  an  incredible  amount  of  money  to  aug¬ 
ment  your  staff  or  to  bring  in  consultants”  to  help 
get  the  company  up  to  date  in  new  releases  or  new 
network  services,  he  adds. 

Countrywide  is  looking  at  wireless  for  LANs  and 
WANs  —  at  least  in  alpha  test  programs  —  even 
though  the  technology  is  still  in  the  early  stages  of 
development. “Wide-area  wireless  will  provide 
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To  hire  an  electrical  contractor  who  employs  IBEW  workers,  contact 
your  local  NECA  chapter  or  IBEW  local  union.  To  find  a  NECA 
contractor,  call  The  NECA  Connection  at  800-888-6322. 
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immense  value  because  we  have  a  sub¬ 
stantial  outbound  sales  force,"  Brubaker 
says.“The  technologies  aren’t  at  the  level 
that  we  believe  justifies  a  high  expendi¬ 
ture,  but  we'll  continue  to  look  at  wireless 
because  it  makes  an  incredible  amount 
of  business  sense.” 

The  financial  services  company  also  is 


integrating  voice  and  data  networks  to 
reduce  costs  and  gain  scalability.  “Larger 
pipes  will  allow  us  to  run  voice,  data  and 
video  [on  one  network],”  Brubaker  says. 

At  Contractors  Register,  demanding  users 
also  keep  IT  plunging  into  new  technolo¬ 
gies,  Leon  says.The  company  has  deployed 
wireless  technology  at  its  headquarters 


and  has  given  field  salespeople  wireless 
handheld  devices,  largely  because  the  rep¬ 
resentatives  insisted  they  needed  wireless 
access  to  important  customer  data  stored 
in  servers  at  the  main  office. 

Leon  also  says  investing  in  new  tech¬ 
nologies  will  keep  IT  staffers  adequately 
trained  on  the  latest  developments. 


Clear  route  from 
click  to  content 


Radware:  Intelligent  Application  Switching,  Certainty  Across  your  Network 
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Our  Intelligent  Application  Switching  solutions 
guarantee  the  operation,  performance  and  integrity 
of  your  network  applications  and  Internet  traffic. 
With  Radware  you  can  seamlessly  manage  and 
optimize  the  usage  of  servers,  security  devices 
and  ISP  links  ensuring  the  full  alignment  of 
applications  and  traffic  to  the  best  performing 
resources  in  your  enterprise  infrastructure. 

We  ensure  the  operation  of  critical  services 
running  at  the  heart  of  your  enterprise,  delivering 
certainty,  from  click  to  content,  across  the  network. 
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Tips  for  showing 
a  return 

Getting  the  money  you  need  in 
these  tight  times  means  showing 
a  great  business  case. 


The  U.S.  economy  may  be  on 
the  upswing,  but  by  no  means 
have  companies  returned  to 
the  robust  technology  spend¬ 
ing  days  that  characterized 
much  of  the  mid  to  late  1990s.  When  com¬ 
panies  invest  in  network  technology  — 
whether  it’s  been  around  for  a  while  or 
just  emerging  from  the  lab  —  network 
executives  must  be  prepared  to  show 
returns  on  the  investment. 

“We’re  a  very  cost-conscious  company 
regardless  of  the  state  of  the  economy," 
says  Mark  Brubaker,  senior  vice  presi¬ 
dent  of  enterprise  network  services  at 
Countrywide  Credit  Industries,  a  financial 
services  company  in  Calabasas,  Calif. 

"We  always  drive  expenditures  to  one  of 
two  things:  increasing  the  bottom  line  or 
reducing  costs  of  our  operations. 
Everything  we  do  is  scrutinized." 

Brubaker  says  IT  and  network  man¬ 
agers  have  to  qualify  their  expenditures 
against  the  company's  strategic  goals 
and  objectives.  "I'm  a  firm  believer  that  in 
95%  of  companies,  IT  is  still  a  cost  center 
and  not  a  profit  center.  The  only  way  IT 
can  contribute  to  the  profitability  of  the 
company  is  by  enabling  profit  centers 
within  the  company  to  generate  more 
profits,”  he  says. 

Ed  Mann,  vice  president  of  network 
technology  at  Prudential  Financial,  in 
Newark,  N.J.,  says  getting  funds  allocated 
is  difficult  unless  a  network  technology 
can  bring  a  near-term  cost  reduction  or 
other  measures  of  tangible  financial 
return.  “The  technology  has  to  show  some 
kind  of  immediate  payback,"  he  says. 

Mann  is  interested  in  deploying  technol¬ 
ogy  such  as  voice  over  IP,  but  must  first 
develop  a  strong  business  plan.  Prudential 
is  focusing  most  of  its  efforts  on  disaster 
recovery  and  business  continuity. 

Technology  managers  “have  to  do  a  real¬ 
ly  good  job  of  demonstrating  the  business 
value  of  whatever  they  do,”  adds  Barbara 
Gomolski,  research  director  at  Gartner. 
“They  need  to  develop  some  kind  of  met¬ 
rics  or  systems  that  show  the  measurable 
returns  of  technology.  They  have  to  demon¬ 
strate  the  business  benefits." 

—  Bob  Violino 
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When  it  comes  to  Internet  services  for  your 
business,  the  financial  stability  of  your  provider  is 
vital.  Cable  &  Wireless  is  ranked  the  “Most  financially  stable  operator  in  class”  by  CommunicationsWeek 
International.  Our  wholly  owned,  tier  1  global  IP  backbone  spans  six  continents  and  50  countries.  We  offer  a  full 
suite  of  Internet  services  -  from  dedicated  access  to  a  flexible  portfolio  of  managed  hosting  solutions.  With  a 
balance  sheet  that  says  we’ll  be  here  tomorrow,  we’re  setting  the  standards  for  reliability;  performance  and 
service.  Find  out  more  at  www.cw.com/reliable  or  call  1-866-598-0803.  It’s  a  solid  investment 


Reliability  extends  far  beyond  the  network 
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effective  strategy  for 
ensuring  high  levels 
of  performance  and 
availability  is  the  Key  to  optimizing  IT 
resources.  Eliminating  vulnerable 
areas  and  boosting  the  performance  of 
the  networked  infrastructure  will  lead 
to  enhanced  business  services, 
increased  productivity  and  ROI  on 
IT  assets. 


In  this  latest  SPECIAL  REPORT  - 
exclusively  from  Network  World  Fusion  - 
well-known  Networked  Services 
Management  Authority  Dennis  Drogseth 
covers  the  do’s  and  don'ts  of  perform¬ 
ance  and  availability  management. 

Dennis  Drogseth  is  a  Vice  President 
with  Enterprise  Management 
Associates  (EMA).  He  leads  the 
Networked  Services 
Management  practice 
areas,  which  span 
performance  availabil¬ 
ity  and  service 
management  across 
enterprise  and  telecommunication 
markets.  Drogseth  is  also  a  featured 
columnist  of  Network  World  Fusion’s 
Network  Systems  Management 
newsletter  and  has  authored  numer¬ 
ous  articles  in  Network  Magazine  and 
Business  Communication  Review.  With 
EMA,  he  has  helped  IT  organizations 
grapple  with  complex  process,  organi¬ 
zational,  SLA,  design  and  product 
selection  issues  relevant  to  optimizing 
infrastructure  performance. 
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This,  in  turn,  will  help  you  retain  your 
top  people, says  Barbara  Gomolski, 
research  director  at  Gartner.“If  you  do 
boring  stuff, you’re  not  going  to  hold  onto 
your  hot  talent.  Most  of  the  technology 
stars  get  bored  and  leave.  It’s  worth  stay¬ 
ing  with  leading-edge  technologies 
because  they  are  what  the  best  people 
are  intrigued  by 

Among  the  technologies  Gomolski  says 
are  worth  investing  in  are  those  for  wire¬ 
less  networks;  security,  including  biomet¬ 
rics;  business  continuity;  distance  learn¬ 
ing;  streaming  video;  and  telecommuting. 
“You  want  diversity,  like  you  would  with 
any  investment  portfolio,”  she  says. 

Despite  these  days  of  tight  budgets,  if 
you  view  IT  as  strategic,  then  you  are  not 
only  justified,  but  obligated,  to  dedicate 
funds  to  what  Gartner  calls  “frontier” 
technologies  —  those  likely  to  benefit 
the  company  in  the  near  term.  Certainly, 
your  competitors  are  continuing  to 
invest,  albeit  not  always  at  the  recom¬ 
mended  ideal  of  10%  to  15%  of  the  IT 
budget.  Still,  a  survey  of  600  large  com¬ 
panies  Gartner  conducted  in  mid-2001 
showed  that,  on  average,  companies 
were  devoting  7%  of  their  IT  budgets  to 
frontier  technologies.  A  similar  study 
showed  average  spending  of  1 1%  on 
frontier  technologies  in  2000.“That’s  a 
small  percentage  to  put  toward  emerg¬ 
ing  technology”  she  says. 


Squeezing  out  funds 

Network  executives  “need  to  squeeze 
operating  expenses  as  much  as  they  can 
so  they  can  finance  new  technologies,” 
Gartner’s  Gomolski  says  “For  example,  by 
squeezing  money  out  of  telecommuni¬ 
cations  services,  they  can  fund  new  soft¬ 
ware  development.” 

The  goal  is  to  make  short-term,  budget¬ 
conscious  decisions  that  will  see  you 
through  tight  spending  periods  while 
preserving  your  ability  to  research  and 
deploy  new  technologies. 

Start  by  looking  for  creative  ways  to 
cut  existing  costs  or  trim  rising  expens¬ 
es.  Countrywide  purchased  burstable 
circuits  rather  than  fixed  bandwidth 
from  its  ISP  to  slash  Web  access  costs. 
“Rather  than  pay  at  the  high  water  mark 
all  the  time,  we’re  paying  on  a  usage 
basis,”  Brubaker  says.“We’re  doing  simi¬ 
lar  things  with  the  rest  of  our  infrastruc¬ 
ture  wherever  appropriate.”  (He  declined 
to  specify  the  amount  Countrywide  has 
saved  through  these  measures.) 

Good  network-usage  forecasts  also  can 
have  a  positive  budget  payback.  They 
can  help  identify  ways  to  slow  or  stop 
rising  expenses.“We  try  to  determine 
what  our  core  network  should  look  like 
in  12  months  by  looking  at  trends  from 
the  past,”  Brubaker  says.“We  also  keep  in 
close  contact  with  our  [software]  devel¬ 
opers  to  see  what  they’re  doing  with 


More  online! 

Get  advice  on  how  to  stretch  your 
IT  budget. 

Docfinder  1422 


applications.  Can  we  redesign  an  appli¬ 
cation  to  limit  having  to  buy  additional 
bandwidth  and  components?” 

Other  users  say  they  continuously 
look  for  ways  to  drive  infrastructure 
costs  down, such  as  using  less-expensive 
alternatives  to  wide-area  frame  relay 
and  shifting  the  cost  of  remote  access 


to  the  Internet  for  employees  who  work 
at  home. 

Leon  of  Contractors  Register  advocates 
due  diligence  when  making  decisions 
on  how  much  to  invest  in  new  technolo- 
gy.“Approach  things  that  have  brought 
you  success  in  the  past,  from  a  bud¬ 
getary  standpoint  and  a  timing  stand¬ 


point.  If  you’ve  been  successful  up  to 
now  and  your  approach  has  been 
sound,  continue  doing  the  same  thing,” 
he  says. 

Violino  is  a  freelance  writer  covering 
business  and  technology.  He  can  be 
reached  at  boiolino@optonline.net. 
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...sharing  files  via  e-mail  isn't  one  of  them. 


Introducing  the  Xythos  WebFile  Server 
Internet  enabled  file  management  for  the  enterprise 
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•  Ultimate  File  Access  -  anytime,  anywhere,  from  your  browser  or  existing  desktop  applications  ' 

■"  ..  ■ 

•  Complete  Control  -  your  servers,  directory  services,  and  access  control 
•  100%  Standards  Based  -  supports  HTTP,  SSL,  WebDAV  and  J2EE 
•  Easy  Implementation  -  any  web/application  server,  network  or  client  system 


•  Lower  Costs  -  reduce  storage  management  costs,  file  duplication  and  search  times 

•  Free  IDC  Whitepaper  -  discover  how  Internet  enabled  file  management  quickly  reduces  file  sharing  burden 

on  e-mail  systems 
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Our  annual  foray  into  the  unusual  places  you  work  takes  us  to  "Monsters,  Inc.," 
creator  Pixar  Animation  Studios,  NASCAR  racing  team  Hendrick  Motorsports 
and  the  2002  Super  Bowl  champs,  the  New  England  Patriots. 


A  monster  network 

Pixar's  Unix  Lizard  helps  deliver  Hollywood  blockbusters. 


■  By  Linda  Leung 


ntering  the  world  of  Pixar  Animation  Studios  is 
like  stepping  into  a  movie  scene.The  lawn  is  vast 
_  and  immaculate,  the  cars  in  the  parking  lot 

gleam,  and  the  sun  warms  the  atrium  reception 
where  life-size  models  of  Mike  and  Sulley,  the 

- - -l  comical  monsters  from  the  company’s  hit  movie 

“Monsters,  Inc.,”  greet  visitors  with  their  lovable 
smiles. 

The  idyllic  setting  even  extends  into  the  IT 
department. 

Sitting  in  a  stylishly  ergonomic  Herman  Miller 
chair,  wearing  jeans  and  sweater,  IT  executive 
Peter  Kaldis  chills  out  to  the  Depeche  Mode  tune 

— - — . J  emanating  from  his  sound  system.  Kaldis  is  a  self- 

styled  “Unix  Lizard”  (he  says  so  on  his  business  card).  He  is  calm  and  collected 
despite  the  pressure  he  faces  fixing  bugs  and  upgrading  systems  so  Pixar’s 
army  of  animators  can  use  them  full  throttle  in  production  of  the  studio’s  next 
project,  a  feature  film  called  “Finding  Nemo,”  about  a  fish  family. 

Working  through  stressful  times  is  nothing  new  for  the  laid-back  Kaldis,  who 
has  seen  his  share  of  film  production  during  his  five  years  with  Pixar. The  36- 
year-old  Unix  and  network  expert  oversees  the  studio’s  Cisco  6500-based 
Gigabit  Ethernet-ready  backbone  plus  its  showcase  Renderfarm.The  latter  is  a 
throbbing  mass  of  210  Sun  Enterprise  4500  and  40  Sun  Fire  3800  servers  that 
do  the  compute-intensive  work  of  applying  correct  lighting,  textures  and  shad¬ 
ing  to  3-D  computer  images.  It  took  the  power  of  all  those  machines  to  make 
Sulley s  blue  and  purple  fur  look,  and  act,  so  lifelike. 

Kaldis, a  10-year  industry  veteran  who  hails  from  Montreal,  moved  to  north¬ 
ern  California  for  the  job  at  Pixar,  in  Emeryville.  He  had  managed  Unix  systems 
at  Softimage,  a  3-D  animation  software  company  once  owned  by  Microsoft. “I 
was  managing  Unix  at  a  Microsoft  company,  so  you  can  see  why  1  left,”  he  jokes. 
Kaldis  oversees  a  team  of  15  desktop  and  hardware  specialists. They  support 
Hectic  group  of  400  people,  from  developers  who  write  software  for  Pixar’s 
animation  and  rendering  systems  to  artists  and  technical  directors  who  work 
on  movie  production. 


Pixar,  also  known  for  movies  such  as  “Toy  Story”  and  “A  Bug’s  Life,”  wants  to 
cut  production  of  feature-length  animations  from  two  years  to  one.  For  Kaldis, 
that  means  pushing  Gigabit  Ethernet  to  the  desktop  and  to  the  Renderfarm 
machines,  now  all  served  by  100M  bit/sec  links.  He  is  piloting  Gigabit  Ethernet 
at  about  20  desktop  machines  that  animators  and  technical  directors  use,  but 
has  yet  to  test  it  extensively  He  would  like  to  upgrade  to  Gigabit  Ethernet  by 
year-end,  though. 

“The  real  big  win  for  us  . . .  will  be  in  our  Renderfarm. Those  machines  are  a 
lot  more  bandwidth-hungry  [than  the  desktops] ,”  he  says. 

Kaldis  otherwise  has  been  occupied  migrating  from  Solaris  7  to  8,  upgrading 
the  Lightweight  Directory  Access  Protocol  server  and  adding  operating  system 
and  driver  patches  to  all  the  Linux  desktop  workstations 

Kaldis  says  the  best  parts  of  his  job  are  access  to  new  technology,  such  as 
Pixar’s  state-of-the-art  film  laser  scanner  that  takes  digital  images  and  records 
them  onto  film,  and  working  with  tech-sawy  people.  But  the  latter  has  its  draw- 
backs.“We  get  to  interact  with  some  smart  people  who  can  test  and  create  new 
technology. The  bad  is  that  we  end  up  being  the  support  organization  [for  that 
technology] ,  and  that  support  [role]  has  to  be  large,"  he  says. 

Having  creative  people  around  keeps  the  workplace  visually  exciting,  too. 
Some  employees  have  painted  murals  in  their  offices  and  others  have  decorat¬ 
ed  their  doors  —  one  is  done  up  as  the  outside  of  a  cozy  home,  complete  with 
white  picket  fence,  and  another  resembles  a  military  bunker.  Even  the  corridors 
are  wildly  furnished  with  chandeliers,  sumptuous  velvet  sofas,  miniature  golf 
courses  and  a  1970s  disco-style  beverage  bar. 

Pixar  encourages  Kaldis  and  his  colleagues  to  develop  their  creative  sides  by 
offering  art  and  sculpture  classes.“l  like  to  dabble  with  art,”  Kaldis  says.modest- 
ly.“l  have  taken  introduction  to  drawing  and  want  to  take  the  sculpting  class, 
but  haven’t  had  the  time." 

If  not  art,  then  maybe  acting. 

Sometimes  Pixar  employees  get  the  chance  to  lend  their  voices  to  animation 
characters  before  professional  actors  are  hired.  Would  Kaldis  be  interested? 
“No,  who  would  want  to  record  my  voice?”  he  asks.  Who  knows,  his  knowledge 
of  a  French-Canadian  accent  might  one  day  prove  just  the  right  touch  for  a 
Pixar  character  ■ 


Mike,  Sulley  and  Pixar  IT 
expert  Peter  Kaldis  net¬ 
work  over  coffee. 
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IT  manager  Chris  Newsome 
keeps  network  technology 
on- track  for  NASCAR  teams 
at  Hendrick  Motorsports. 


V 


Fast  company 

Chris  Newsome  signed  on  as  IT  boss  for  a  NASCAR  team  — 
and  helped  Jeff  Gordon  win  a  championship. 


By  Steve  Ulfelder 


Inis  Newsome  nudges  a  visitor  and  says, 
softly.  "Look  at  that.  Right  there."  I  le's 
w  z'  pointing  at  a  4-foot-tall  trophy  that  sits  in 
'v  the  Hendrick  Motorsports  Museum  in 
Charlotte.  N.C..  a  long  straightaway  down  the 
road  from  Lowe's  Motor  Speedway  —  the  epicenter 
of  NASCAR  racing. 

The  trophy  belongs  to  Jeff  Gordon.  NASCARs 
biggest  star.  It  marks  his  2001  championship  in 
.  Winston  Cup.  NASCAR  s  premier  division.  It 
/  sets  on  a  stand  that  lists  1  lendricks  380 

^  employees.  That's  what  Newsome  is  point- 
ing  at  —  his  name. 

As  Hendrick's  IS  manager,  he  is  part  of 
the  team  that  won  one  of  the  sporting  world  s  biggest  championships.  In  his 
first  season,  no  less.  Newsome.  11.  came  to  I  iendrick  in  January'  2001  —  just  in 
time  to  help  Gordon  win  his  fourth  Winston  Cup. 

A.  lifelong  North  Carolinian.  Newsome  says,  “I  was  a  NASCAR  fan.  but  not  a 
huge  fan"  before  he  came  to  Hendrick.  Baseball  was  actually  his  sport;  a  pitch- 
erwith  a  solid  Roger  Clemens  build.  Newsome  played  junior  college  ball  and 
earned  tryouts  with  the  Cincinnati  Reds  and  Toronto  Blue  Jays.  But  as  his  pro¬ 
fessional  baseball  dreams  faded.  Newsome  took  an  entry-level  computer  opera- 
2  T  tor  job  in  1981  —  and  gave  birth  to  his  IT  career.  (I  lis  baseball  days  lived  on: 

■  2  »  until  recently;  Newsome  played  in  an  international  30-and-older  league,  and  his 

.y ;  y  .  team  won  the  league  s  World  Series  in  1992.) 

"Tjtv  v ;  4'  Before  Newsome  came  on  board  at  I  iendrick.  power  users  —  dozens  of  vvorld- 
^  ...  -  class  automotive  engineers  —  were  outstripping  the  IT  organization.  They  wen* 

'V.  -A  ,  y  s  producing  vast  spreadsheets  of  test  data  but  were  crippled  by  a  lagging  infrn- 
*  4C.  ■'  structure  that  prevented  them  from  fully  exploiting  the  information.  Each  of  the 
-  wampus'  1.3  immaculate  buildings  featured  a  rat  s  nest  of  cabling  that  didn't  suit 
the  statiMiif-tlusirt  milling  machines,  engine  dynamometers  and  other  equipment 
uschI  in  building  race  cars.  Because  Hendrick  lacked  a  cohesive  network  infra- 
;  y'  .Htructhre.  eugineeis  had  to  jump  through  hoops  to  download  and  share*  elata. 
y  vf,* ; '  Nevysqme.nu »\  e*d  to  standardize  on  IBM  servers  and  Cisco  network  switches 
,.  V.  V&ty4hc  campus  10/IOOM  bit/scc  L\\:  until  then.  I  Iendrick  useel  servers  and 

■s,i\rtches  from  a  handful  of  vendors.  Newsome  says  the  shift  was  a  no-brainer 


move  to  trusted  vendors. 

Security  was  his  top  priority.  "There  are  people  who  <1  give  a  lot  for  the  elata 
that  rides  on  this,  he  says,  patting  a  server.  "And  we  stop  eight  viruses  a  da\  at 
the  firewall,  a  Cisco  PIN  .115.  I  iendrick  also  uses  GIT-s  Mail  Essentials  antivirus 
and  e-mail  filtering  software. 

The  second  priority  was  a  wireless  LAN  for  use-  at  the  tracks.  In  addition  to 
Gordon.  Hendrick  fields  Winston  Cup  competitors  Terry  habonte.  Jimmie 
Johnson  and  Joe  Nemechek.  and  two  racers  in  the  Busch  Grand  National 
division.  NASCAR  s  equivalent  toTriple-A  baseball.  Because  NASCAR  limits 
teams’  test  time,  multicar  organizations  such  as  I  Iendrick  gain  an  advantage 
by  sharing  test  data,  Until  recently,  that  meant  engineers  had  to  crowd 
around  servers  in  the  garage,  competing  to  copy  information  to  diskettes  for 
use  ill  their  laptops. 

Now  each  team  has  a  transporter  (a  cross  between  a  motor  home,  a  trailer 
and  a  garage  on  wheels)  in  which  Agere  Systems  wireless  LAN  access  points 
and  cabling  are  installed.  At  each  trip  to  tire  track  —  36  races  plus  seven  test 
days  per  year  —  a  globetrotting  IT  technician  raises  the  transporters'  w  irek  >ss 
antennas,  then  roams  the  track  to  test  signal  strength.  Newsome  says  he  relies 
on  Service  Set  Identifier  to  make  sure  no  competitors,  which  have  wireless 
LANs  of  their  own,  eavesdrop  on  I  Iendrick  traffic. 

I  Iendrick  engineers  love  the  wireless  LAN  because  it  untethers  them  imm  Or 
seiv  ers  in  their  often  far-flung  garage  stalls,  Now  Gordon's  crew  chief  can  haul 
his  laptop  over  to  Labonte's  garage,  which  may  be  a  quarter-mile  away,  to 
share  data.  Moreover,  specialist  engineers  (engine  experts,  for  example)  can 
gather  data  from  all  four  I  Iendrick  cars  without  scrambling  for  server  time. 

Newsome  makes  leading  this  unusual  IT  operation  look  effortless.  I  le  list's  tin 
same  deferent  tone  Whether  addressing  bis  IT  team  of  six  ora  company  ret  e|>- 
tionist.  The  closest  he  comes  to  bragging  is  when  he  discusses  the  organiza¬ 
tion's  Bible  Study  group.  "It  started  with  half  a  dozen  people.  Now  there  are  5() 
or  more  of  us  e\ep  week. "  he  says  proudly. 

And  it  s  hard  for  Newsome  to  find  a  downside  to  his  job.  Not  even  the  pres¬ 
sure  of  NASCAR,  a  multibillion-dollar  sport  fueled  by  sponsors  who  demand 
results  each  race,  fazes  him.  Maybe  pitching  has  inured  him  to  all  that, 
"Pressure?  I  don't  really  feel  it."  he  says.  “There's  no  pressure  as  long  as  you 
deliver." 

I  Udder  is  a  freelance  miter  in  Soutlil)<>r()iii>li.  Mass  He  ran  he  readied  at 
sulteldeiidxahi  >i  >.  <  inti. 
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John  Cooper 
President  &  CEO 

Avocent  Corporation 
(866)  286-2368 

www.avocent.com 

Avocent  (NASDAQ:  AVCT)  is  the  leading 
worldwide  supplier  of  KVM  (keyboard, 
video  and  mouse)  switching  and 
connectivity  solutions  that  provide  IT 
managers  with  access  and  control  of 
multiple  servers  and  network  data  center 
devices.  Avocent's  KVM  solutions  are 
distributed  by  the  world's  largest  server 
manufacturers  and  installed  in  Fortune 
100  companies  around  the  world. 


Robert  Cuomo 
President 

FastLinks 
(781)  545-4306 

www.wirelesswans.com 

FastLinks  specializes  in  the  design, 
installation  and  support  of  wireless  wide 
area  networks.  We  offer  a  full  suite  of 
products  and  services  aimed  at  meeting 
every  customer's  needs  for  wireless  building 
to  building  LAN,  voice  and  video  connectivity. 
FastLinks  has  proven  to  be  a  leader  in  its 
field,  in  part  because  it  takes  a  unique 
approach  when  dealing  with  its  customers. 
Unlike  most  wireless  integrators,  it  looks  to 
educate  them.  Educate  them  about  the 
issues  to  be  considered  when  designing  a 
wireless  WAN  connection,  the  numerous 
options  for  providing  connectivity,  the  ways 
to  increase  bandwidth  while  saving  money, 
and  the  means  for  becoming  self  reliant. 
FastLinks  feels  that  an  open  exchange  of 
information  and  ideas  results  in  its 
customers  getting  not  only  what  they  can 
afford,  but  also  what  they  want. 


Siki  Giunta 
President  and  CEO 

Managed  Objects 
(703)  208-3330 

www.managedobjects.com 

Managed  Objects  is  a  Business  Service 
Management  company.  Our  software  and 
methodology  let  companies  understand 
how  their  underlying  technology  infra¬ 
structure  impacts  top-line  business  — 
in  real  time  or  over  time.  As  a  result, 
they  can  provide  better  service  to  their 
customers.  That  is  why  AT&T,  Bank  of 
America,  BellSouth,  Computer  Sciences 
Corporation,  DISA,  Fidelity  Investments, 
Merrill  Lynch,  Reuters,  Telenor,  T-Systems 
and  others  use  our  software  today. 


Daniel  Dalarossa 
CEO  and  Co-Founder 

Cyclades 
(888)  CYCLADES 

www.cyclades.com 

Cyclades,  a  data  center  management 
company,  enables  remote  management 
of  servers,  network  equipment  and 
automation  devices.  Its  products  help 
data  center  managers  at  enterprise, 
telecommunication  and  Internet 
companies  to  maximize  network  and 
server  availability.  Cyclades'  advantage  is 
providing  scalable  products  leveraging 
Linux  technology  for  flexibility  and  ease 
of  customization. 


Robert  S.  Pollack 

VP  of  Sales  and  Marketing 

Raritan  Computer,  Inc. 

(800)  742-8090 

www.Raritan.com 

Raritan  is  the  premier  manufacturer  of 
KVM  switches  and  extension  products 
for  centralized,  out-of-band  access  to  2 
to  2,000+  servers.  Raritan's  award-winning 
Paragon  enables  access  to  thousands  of 
servers,  supporting  connections  up  to  1,000 
feet  away  with  a  single  Category  5  cable. 
Combined  withTeleReach,  our  multi-port 
product  for  remote  KVM  access  over  Web 
browser,  Raritan  provides  the  most  secure, 
powerful  solution  available  for  total  data 
center  management. 


David  Rajala,  CEO 
John  Swartz,  President 

Boson  Software,  Inc. 

(813)  925-0700 

www.boson.com 

Flere  you  will  find  some  of  the  finest 
training  materials  and  technical  practice 
tests  in  the  industry.  Get  hands-on 
experience  with  Boson's  advanced  Cisco 
Router  Simulator  and  Multimedia  eBook 
products.  All  Boson  Software  products 
are  covered  by  a  100%  Satisfaction 
Money  Back  Guarantee. 
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company’s  headquarters  in  Boston.  But  once  CMGI  Stadium  became  opera-  / 
tionai  in  May,  she  moved  into  an  office  there.  Curley  likely  won  t  miss  a  bear 
not  being  at  the  corporate  site  —  not  unless  she  loses  her  BlackBerry.  Shofc 
addicted  to  it. 

“This  is  like  gold,”  she  says,  showing  off  her  mobile  email  device  ir/m 
Research  In  Motion.  “I  bring  my  BlackBerry'  to  every  meeting,  and  overt 
before  the  meeting  is  over,  I  can  assign  every  action  item,"  she  says,  deftly 
“thumbing-out”  an  e-mail.  “It’s  the  best  time-saver.”  / 

The  stadium  is  just  the  place  for  Curley,  a  diehard  New  England  sports  fan. 
“I’ve  been  following  the  Patriots  since  the  days  of  Gino  Capn^lotti."  savs  the 
native  New  Englander.  (Cappelletti  played  for  the  Patriots  from  1960  to  1970 
and  is  still  the  team’s  leading  scorer.)  In  the  summer,  shmftmis  her  attention  to 
baseball.  “I  love  the  Red  Sox,”  she  adds.  / 

But  the  sports  connection  isn’t  the  only  draw  for  Cupey.  “Honestly,  the 
attraction  of  my  job  is  its  breadth.  It’s  a  dream  job  f^r  somebody  who  likes 
dabbling  across  various  disciplines,”  a  definite  plUs  for  someone  with 
Curley’s  energy  and  drive.  Curley,  a  business  ama  technology  generalist, 
received  her  undergraduate  degree  from  Northeastern  University  and  an  MBA 
from  Boston  College.  The  job.  she  says,  “recuses  pure  network  admin  here  at 
the  stadium,  but  I  also  get  to  see  the  distribution  end  of  things  with  1FP.  and 
the  manufacturing  world  with  Rand-Whitney  [Group]  and  Containerboard. 
she  says.  / 

Curley  loves  the  challenge.  “1  thriven  variety  and  a  nonrepetitive  work 
life,”  she  says.  "If  you  like  and  needrstructure  in  your  life,  this  is  not  the  job 
for  you." 

Curley’s  pride  is  the  network  i t  CMGI  Stadium,  a  68.000-seat  venue. 

CMGl’s  Gigabit  Ethernet  backbone  uses  Nortel  Business  Policy  edge  switc  hes 
and  a  few  Nortel  Passport  cq/te  switches,  all  managed  by  Nortel’s  Optivity  net¬ 
work  management  systenyCMGI  has  80  suites  networked  together  on  one 
LAN  and  boasts  more  than  2,000  lOOM-bit/sec  ports  that  can  be  networked 
The  suites  are  available.*  not  just  on  game  day  but  throughout  the  week  to 
handle  conferences  and  other  gatherings.  Suite  visitors  get  Internet  access  via 
dedicated  T-l  connections,  Curley  says. 

“No  other  stadium  has  this  setup.  It  makes  it  very  exciting,  and  very'  challeng¬ 
ing,’’  she  say’s. 

Curley’s  team  also  designed  and  implemented  LANs  to 
support  the  various  scouting  and  coaching  systems,  and 
more  typical  corporate  applications. 

The  scouting  system  is  based  on  Pinnacle’s  Scorpion,  Curley 
}'>•/  says.  “The  scouts  have  notebook  computers,  and  when  they  go  and 
/  look  at  prospects,  they  check  out  standard  stats  and  criteria,  and  regis- 
/  ter  their  comments,”  she  says.  “Those  comments  are  then  uploaded  into 
a  central  database  here  so  that  the  coaching  staff  can  see  who  is  available.” 
The  coaching  system  stores  digitized  game  video  that  coaches  can  use  to 
watch  certain  players  or  plays. 

The  football  systems  eat  up  a  lot  of  bandwidth  and  run  on  a  separate  LAN 
from  the  traditional  administrative  functions,  she  says. 

“We’ve  designed  every  thing  to  be  separate  so  that  people  who  need 
Internet  bandwidth,  such  as  the  suite  users  and  press,  will  have  access  but 
it  won’t  conflict  with  or  steal  our  bandwidth.  Plus,  it’s  more  secure." 

Like  the  Patriots,  Curley  says  the  stadium  network  is  poised  to  be  success¬ 
ful  beyond  what  most  imagine  possible.  "People  have  been  hearing  this  is  a 
spectacular  facility,”  she  says.  “It’s  definitely  going  to  live  up  to  the  expecta¬ 
tions." 


le  Cummings 


K|! yT;.  hen  the  New  England 

I.  .;.  V' .  Patriots  won  Super 

re  '  Bowl  XXXVI.  most  foot- 

'.T’Tv  ••••-’  •  ball  experts  were  incred- 

fH  ulous.  How  could  a  team 

'  with  so  few  stars  emerge 

victorious? 

The  win  took  good  old- 

'A  fashioned  teamwork,  some¬ 

thing  the  Patriots'  IT  director, 
Pat  Curley,  knows  well. 
Curley’s  staff  of  four  spent  that 
February  day  working,  and  then 
celebrating,  in  New  Orleans.  Curley  reluctantly  admits  she  missed  the  revelry. 

“I  was  homesick,  but  I  watched  the  game  on  TV  and  cheered  right  along  with 
everyone  else."  she  says. 

That  Curley  wasn’t  lying  around  feeling  sorry  for  herself  underscores  how 

Boaches  her  job  managing  IT  for  the  Patriots  and  for  the  rest  of  the 
Kraft  Group  holdings  —  the  New  England  Revolution  soccer  team 
and  paper  and  packaging  companies  Rand-Whitney  Group,  Rand- 
Whitney  Containerboard  and  International  Forest  Products  (IFP). 
She  focuses  on  reliability,  excellence  and  lots  of  hard  work  — 

“It’s  not  the  glamour  of  sitting  on  the  bench  with  players,”  she 
f  *  2 1 1  says.  “We  re  here  to  support  the  press  boxes,  the  NFL  statistics 
•  1|  staff  and  whoever  else  needs  it,  We  don’t  watch  the  game  — 

|  f  I  *n  fact,  she  recently  got  the  $1  million  voice  and  data  net- 
ag  m  n  works  for  the  Patriots'  and  Revolution’s  new  venue  —  CMGI 
™ 1  k.  I  Stadium  in  Poxboro,  Mass.  —  up  and  running,  on  time  and  on 

Since  joining  the  Kraft  organization  three 
years  ago,  Curley  had  worked  out  of  the 


Cummings  is  a  freelance  writer  in  North  Andover ,  Mass.  She  can  be  reached 
at  jocummings@attbi.  com. 


irtey;  IT  director  for  Patriots'  owner  Kraft  Group, 
can't  wait  for  the  Super  Bowl  champs  to  play  at  their 
new  stadium  and  use  the  new  network  she  oversees. 
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Elton  King 
President  and  CEO 

Visual  Networks 

(800)  240-4010 

www.visualnetworks.com 

Elton  King  joined  Visual  Networks,  a 
leading  provider  of  performance  manage¬ 
ment  solutions  for  public  and  private  IP 
networks,  in  June  2001.  As  president  and 
CEO,  he  oversees  the  company's  business 
strategies  and  day-to-day  operations.  Prior 
to  joining  Visual  Networks,  King's  career 
included  more  than  31  years  at  BellSouth 
Telecommunications  Inc. 


David  Rahvar 
CEO 

Rose  Electronics 

(800)  333-9343/(281)933-7673 

www.rose.com 

As  a  pioneer  of  the  KVM  switch  industry, 
Rose  is  a  proven,  technology-driven 
manufacturer  of  reliable  server  manage¬ 
ment  products.  Rose  manufactures  a  full 
range  of  KVM  switches,  KVM  access 
over  IP,  KVM  extender,  cable  converters, 
and  accessories  that  allow  virtually 
unparalleled  flexibility  in  solving  today's 
application  needs.  Customers  have  come 
to  depend  upon  Rose  products  for  their 
reliable  operation  and  scalability. 


Chris  Odell 
President 

Fluke  Networks 
(800)  283-5853 

www.flukenetworks.com 

Fluke  Networks  provides  innovative 
solutions  for  the  testing,  monitoring 
and  analysis  of  enterprise  and  telecom¬ 
munications  networks  and  the  installation 
and  certification  of  the  fiber  and  copper 
forming  the  foundation  for  those 
networks.  The  company's  line  of  Network 
Supervision  Solutionsl,ml  combines  speed, 
accuracy  and  ease  of  use  to  optimize 
network  performance. 


Mitch  Friend 
Director  of  Sales 

Equinox  Systems,  an  Avocent  Co. 

(800)  275-3500  ext.  247 

www.equinox.com 

Equinox  develops  and  markets  high 
performance,  reliable  and  cost-effective 
connectivity  solutions  for  serial  and  dial 
access  applications.  Based  on  performance 
and  price  per  port,  Equinox  products 
provide  the  perfect  connectivity  solution 
for  Retail/Point-Of-Sale,  Console  Port 
Access,  Security/Access  Control, 

Industrial  Automation,  Process  Control, 
Data  Collection,  Multi-user,  Remote 
Access,  Fax  Servers,  Internet  Access  and 
other  custom  applications.  With  over  six 
million  communications  ports  installed 
worldwide,  you  can  rely  on  Equinox  for  all 
of  your  serial  connectivity  needs. 


Sean  Keohane 
CEO 

SMC  Networks 

(949)  679-8000/(800)  SMC-4YOU 

www.smc.com 

For  30  years,  SMC  Networks  has  set  the 
standard  for  high-quality  networking 
products.  SMC  leverages  its  global 
resources  and  strategic  relationships 
with  technology  innovators  to  provide  a 
growing  line  of  cutting-edge 
high-performance  products.  SMC  offers 
award-winning  Switching,  Broadband, 
and  Wireless  connectivity  solutions  for 
enterprise,  medium/small  offices 
and  homes.  More  information  is  available 
at  www.smc.com. 


Roy  Zisapel 
President  and  CEO 

Radware 

(888)  234-5763 

www.radware.com 

Radware 's  Intelligent  Application 
Switching  (IAS)  solutions  bridge  the  gap 
between  networks  and  applications.  IAS 
combines  a  high-performance  ASIC 
based  switch  platform  and  an  intelligent 
network  services  software  architecture  to 
create  a  suite  of  purpose  built  products 
that  provide  high  availability,  high 
performance,  maximum  security,  and 
total  control.  This  combination  of  products, 
intelligent  services  architecture,  and  high 
performance  hardware  makes  Radware's 
IAS  solutions  the  industry  benchmark  in 
performance,  scalability,  and  throughput. 
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World  Data  Products 
(800)  553-0592/(952)  476-9000 

www.wdpi.com 

Since  1987,  World  Data  Products  has 
been  the  leader  in  providing  hardware 
solutions  for  information  systems.  World 
Data  Products  specializes  in  the  reselling 
and  leasing  of  new,  refurbished  and  used 
midrange  computer  and  networking 
equipment.  Products  include  IBM, 
Hewlett  Packard,  Sun  Microsystems, 
Compaq  and  Cisco  Systems. 


Dave  Morrison 
President  8c  CEO 

Western  Telematic, 

(949)  586-9950 

www.wti.com 

Western  Telematic,  Inc.  (WTI)  is  an 
industry  leader  in  designing,  manufacturing 
and  marketing  of  data  connectivity 
solutions.  WTI's  current  product  offering 
includes  the  NetReach  line  of  remote  site 
management  hardware.  The  products 
consist  of  cost-effective  terminal  server 
alternatives,  Telnet  and  dial-up  network 
power  switches  and  secure  modems  for 
remote  dial-up  management.  In  1975  long 
time  company  executive,  David  Morrison, 
took  over  as  President.  Mr.  Morrison 
continues  to  successfully  guide  WTI 
through  its  cutting-edge  commitment  to 
research  and  development. 


Paul  Emerson 
President 

Global  Technology  Associates,  Inc. 

(407)  380-0220 

www.gta.com 

Founded  in  1992,  Global  Technology 
Associates  was  an  early  entrant  into  the 
network  security  market  introducing  its 
first  firewall  in  January  1994.  In  1996,  the 
company  developed  GNAT  Box  Firewall 
system  software.  Today,  that  software 
has  evolved  and  currently  powers  GTA's 
family  of  firewalls  —  GB-1000,  GB-Flash, 
GNAT  Box  Pro  and  the  new  RoBoX. 

Solid  and  innovative  engineering,  quality 
customer  service  and  a  global  perspective 
make  GTA  a  leader  in  delivering 
technologically  advanced,  yet  cost 
effective  network  security  solutions. 


The  Engine  of  Innovation 

Digital  V6 
(905)  513-3107 

www.digitalv6.com 

Digital  V6  Corp.  specializes  in  developing 
innovative  remote  network  management 
hardware  and  software  solutions.  Digital 
V6  was  the  first  to  introduce  an  over  IP 
KVM  device  with  automatic  server 
monitoring,  notification  and  power  control 
known  as  the  Kaveman.  Available  in 
single-  and  eight-channel  versions, 
Kaveman  enables  remote  control  of 
multiple  servers  via  TCP/IP. 


Bill  Austin 
CEO 

Cable  &  Wireless 
(800)  555-5555 

www.  cw.  co  m/re  I  i  a  b  I  e 

Cable  &  Wireless  is  a  global  Internet 
Services  company  with  revenue  of 
over  $8.6  billion  and  customers  in  70 
countries.  Voted  "Most  Financially 
Stable  Operator  in  Class"  by 
Communications  Week  International, 
Cable  &  Wireless  provides  a  stable  option 
for  business  customers.  Our  wholly 
owned  tier  one,  IP  backbone  and  Internet 
data  centers  connect  6  continents 
and  over  50  countries.  For  more 
information  about  Cable  &  Wireless,  go 
to  www.cw.com/reliable. 


Ed  Miller 
CEO 

Xythos 

(888)  4XYTHOS  or  (888)499-8467 

www.xythos.com 

Xythos  Software  is  the  leading  developer 
of  Internet  file  management  software  for 
secure  file  access  and  sharing.  Xythos' 
WebDAV  compliant  WebFile  Served1"1' 
and  the  WebFile  Client""11  help  business, 
education  and  government  customers 
easily  find  and  share  information  from 
any  Internet  location  while  improving  file 
system  security  and  reducing  the  load  on 
email  and  messaging  systems. 
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derring-do 


Skydiving,  firefighting,  snowboarding  —  these  daredevil  activities  aren't  just 
hobbies  for  three  network  professionals.  They  teach  valuable  lessons  for  the  job. 


By  Julie  Bort 


hose  who  perpetuate  the  stereotype  of  the  cow- 
_  ardly  computer  nerd  never  spent  time  with  net¬ 
work  professionals.  Networking  is  a  thrill-zone 
job. Yet  for  many  of  you,  the  workweek  is  only 
an  appetizer.  With  the  weekend  comes  your 
daredevil  hobbies  such  as  skydiving,  firefighting 
and  snowboarding.  Such  activities,  enthusiasts 
say,  mesh  with  the  network  profession  by  boost¬ 
ing  confidence  and  troubleshooting  skills. 

The  birdman 

Perhaps  no  one  personifies  the  daredevil  net- 
work  professional  better  than  skydiver  extraor¬ 
dinaire  David  Sanders,  a  network  manager  for  J&A  Advertising  in  Hollywood, 
Calif.  In  his  1 1  years  of  skydiving,  the  44-year-old  has  accumulated  some  1,500 
jumps  and  countless  stories  —  such  as  the  time  he  and  his  buddies  soared 


past  their  landing  spot  (and  ride  home  waiting  there)  only  to  touch  down 
miles  away  in  a  vacant  lot  across  the  street  from  one  of  the  jumpers  homes 
and  his  accommodating  pick-up  truck. 

Sanders,  who  holds  master  skydiver  and  jumpmaster  certifications,  could 
teach  but  prefers  the  varied  jumps  these  high-level  licenses  allow,  like  the  high 
altitude/low  opening  (HALO)  jump.  A  HALO  jump  uses  specialized  gear, 
including  oxygen,  for  jumps  at  30,000  feet,  rather  than  the  typical  12,000  feet.  In 
another  jump,  he  wears  a  birdman  suit  with  webbed  arms  and  legs.The  suit 
transfers  speed  to  forward  motion,  so  a  “free  fall”  that  would  normally  take  50 
seconds  at  125  mph  lasts  about  2  minutes  at  50  to  70  mph,  he  says. 

“No  matter  what  level  you  are  at,  there  are  always  challenges  —  always  more 
to  the  sport,  more  to  experience,  the  ability  to  refine  your  skills,”  he  says. 

Still,  Sanders  seeks  new  ways  to  get  that  “ground  rush,”  he  says.  Bungee  jumping 
and  wing  walking  are  two  of  his  other  diversions.  For  the  latter,  he  dons  a  para¬ 
chute,  steps  onto  the  wing  of  a  glider  in  flight,  then  walks  or  sits  until  he  leaps  — 
or  falls  —  off. 

Such  sports  are  not  sheer  craziness,  Sanders  says.Training,  technology  and 
back-up  plans  keep  the  danger  in  check  —  much  like  on  a  network. 
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With  Avaya,  you’re  already  this  close  to  IP  Telephony. 

In  fact,  you  can  use  what’s  in  your  own  network.  Now  Avaya,  the  leader  in  voice  solutions, 
has  extended  IP  Telephony  to  an  open  architecture.  So  our  feature-rich  MultiVantage'“ 
Software  can  work  with  your  existing  investment,  allowing  you  to  have  Enterprise  Class  IP 
Solutions  anywhere  in  your  network.  That  means  you  get  gentle  migration  and  flexible 
deployment  from  the  core  to  the  edge,  or  the  other  way  around.  Learn  how  a  network 
assessment  can  help  you  discover  how  close  you  are  to  IP  Telephony.  Visit  avaya.com/yes 


AVAVA 
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“On  the  surface  it  seems  a  little  wild,  but 
it’s  very  controlled,”  he  says.“Being  an  ‘ad¬ 
renaline  junkie’ ties  into  troubleshooting  ... 
there’s  always  Murphy’s  Law  —  like  in  net- 
working.You  deal  with  what’s  in  front  of  you 
and  progress  logicallyYou  leam  if  you  train 
properly  you  can  handle  any  situation.” 

Flame  resister 

Pagers  adorn  each  of  John  Van  Lanen’s 
hips.  Beeps  from  one  means  trouble  at 
work.  He  is  the  manager  of  network  oper¬ 
ations  for  Tri-County  Computer  Services 
Association  in  Wooster,  Ohio,  the  IT 
department  for  19  school  districts  in 
three  counties. 

Beeps  from  the  other  means  bunker 
gear,  ladder  trucks  and  physical  heroism. 
Van  Lanen,39,is  a  volunteer  firefighter 
and  an  assistant  chief  at  that.  For  17  years, 
he  has  protected  the  7,500  people  and  60 
square  miles  of  the  rural  farming  commu¬ 
nity  where  he  lives.  He  has  rescued  peo¬ 
ple  from  burning  buildings,  extracted  bod¬ 
ies  from  crashed  planes  and  secured 
overturned  tankers. 

Fires  are  common  in  his  area  and  partic¬ 
ularly  dangerous  because  farmers  often 
store  explosive  materials  in  or  near  their 
barns.  A  few  years  ago,  a  100-pound 


propane  tank  blew  up  during  a  barn  fire, 
Van  Lanen  remembers.  Another  time  at  a 
hog  farm,  a  20-pound  propane  tank 
exploded  50  feet  away  from  him. 

“I  looked  at  it  and  thought, ‘That’s  kind 
of  cool’  while  the  rookies  had  to  go  home 
and  clean  their  shorts,”  he  laughs.“No 
doubt  about  it,  we  are  adrenaline  junkies  . 
.  .we’re  tempting  fate.” 

Firefighting  helps  Van  Lanen  be  a  better 
network  executive,  and  vice  versa,  he  says. 
“Talking  to  someone  whose  barn  just 
burned  down  is  like  talking  to  someone 
whose  network  just  crashed,”  he  says.“You 
attack  datacom  problems  like  you  attack 
a  fire.You  go  through  a  certain  set  of  pro¬ 
cedures  to  solve  a  problem,  and  you  do  a 
lot  of  preplanning.” 

Snow  acrobat 

Not  rain,  nor  sleet  nor  broken  bones  will 
keep  Tami  Tucker  from  her  snowboard.  In 
the  six  years  since  Tucker,  40,  learned  to 
ride, she  has  developed  a  need  for  speed, 
jumps,  the  rail  and  half-pipes. 

“1  love  it.There’s  nothing  like  flying 
down  the  hill  and  going  as  fast  as  you 
can. The  adrenaline,  the  freedom,”  she 
says. 

Tucker,  IS  manager  for  public-opinion 
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pollster  Moore  Information  in  Portland, 
Ore,  rides  every  weekend  at  one  of  the 
half-dozen  terrain  parks  near  her,  from 
the  first  big  snow  through  the  rains  and 
slush  of  spring. Trick  boarding  is  risky,  but 
injury  doesn’t  faze  her.  Last  year  she 
broke  her  arm,  dislocated  a  shoulder  and 
snapped  her  collarbone,  twice. This  year, 
she  smashed  the  bone  in  her  right  wrist 
doing  “grinds” —  jumping  onto  a  metal 
rail,  sliding  and  jumping  off. Then  she 
broke  her  left  arm  during  a  speed  run. 

Typically,  a  miscalculated  jump  doesn’t 
cause  injury.  But,  she  says, “I  have  had  my 
share  of  spectacular  falls  —  cartwheel 
falls  and  the  like.” 

Tucker  says  her  sport  has  taught  her  to 
remain  cool  under  pressure  on  the  job, 
even  when  others  are  panicking.“It  has 
to  do  with  confidence,” she  says.“I  always 
have  a  feeling  that  there  isn’t  anything  I 
can’t  fix,  or  anything  I  can’t  do,  and  that 
comes  from  riding.”  ■ 
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IP  Telephony . 
Where  to  start? 

With  Avaya  Enterprise  Class 

IP  Solutions  (EC  Li  PS) 
featuring  Multivantage 
Software,  start  anywhere 
in  your  network. 


S8700  Media  Server 

At  the  core. 
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•  Delivers  up  to  99.999% 
reliability 

•  Scalable  from  20  to 
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G700  Media  Gateway 

At  the  edge. 

•  Survivable  remote  location 
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From  IP  Phones  to  Pocket  PCs 

With  a  specific  workgroup. 

•  First  to  seamlessly  extend 
applications  to  cellular 

•  Takes  applications  to  remote 
and  mobile  workers  for 
greater  productivity 


Other  techie  daredevils 

From  kayaking  with  sharks  to  racing  motorcycles,  more  industry  professionals  share  their  free-time  bravado. 


Techies  with  daredevil  hobbies  are  hardly 
the  rarity. 

Your  compatriots  on  the  other  side  of  the 
negotiation  table,  working  for  vendor  organiza¬ 
tions,  have  their  share  of  derring-do,  too.  Mary 
Nugent,  a  vice  president  at  BMC  Software,  spends  her  free 
time  kayaking  in  the  shark-infested  waters  of  the  Gulf  of 
Mexico,  about  an  hour's  drive  from  her  Houston  home.  She 
once  faced  down  a  4-foot-long  shark  stalking  her  as  she 
paddled. 

On  the  other  side  of  the  planet  stands  mountaineer  Alan 
Arnette,  general  manager  for  Hewlett-Packard's  Digital 
Workplace  Services.  Arnette  climbed  Mount  Everest  in 
April,  driven  by  his  philosophy  of  exploring  personal 
boundaries,  he  says. 

Motocross  racer  Randy  Rector,  manager  for  a 
WorldCom  enterprise  services  marketing  unit, 
has  experienced  his  share  of  thrills  since  he 
began  riding  motocross  at  the  age  of  4.  If 
he’s  not  on  the  track  at  a  regional  or 
national  event,  he's  prepar- 
i  -  -  mg  his  bike  and 


equipment  for  the  next  race,  he  says.  Mark  Green,  a  con¬ 
tract  project  manager  for  BEA  Systems,  is  experiencing 
firsthand  the  danger  of  motocross  racing.  Although  a  sea¬ 
soned  competitor,  earlier  this  year  he  broke  his  femur  and 
tore  a  knee  ligament  in  an  accident  at  a  race  in  Hollister, 
Calif.  But  he’ll  be  back  on  the  track  soon,  he  vows. 

Techies  seem  to  have  a  partiality  for  motorcycles.  Ryan 
Vaughn,  network  operations  center  technician  for  ISP 
Rockynet,  uses  a  Yamaha  sportsbike  for  his  daily  commute. 
If  he’s  heading  out  for  a  client  installation,  he’ll  strap  a 
router  to  his  back,  he  says.  But  that’s  work.  For  play,  he’s 
learning  to  pilot  a  plane  and  skydive. 

The  need  for  motorcycle  speed  isn’t  limited  to  those  who 
work  for  vendors.  Users  such  as  MarcThrone,  systems 
analyst  for  law  firm  Oppenheimer,  Wolff  &  Donnelly,  en¬ 
gage  in  what’s  known  as  “extreme  YSR"  motorcycle  racing. 
The  Yamaha  YSR  model  is  a  smaller-sized  racing  bike.  The 
stock  YSR  has  a  50cc  motor,  but  extreme  racers  replace 
them  with  bigger  motors. Throne  raced  with  a  125cc  motor 
last  season  and  upgraded  to  250cc  this  year. 

Instead  of  firing  up  an  oversized  motor  to  get  his  thrills, 
Baron  Rawlins,  network  services  manager  for  Washington 
&  Jefferson  College,  runs  into  burning  buildings  as  a  volun¬ 
teer  firefighter.  Scarier  still  are  the  bomb-threat  calls 
that  come  to  his  fire  department,  he  says.  He 
.  -  is  a  first  responder  for  such  emergencies,' 

while  waiting  for  the  bomb  squad  to  arrive. 

So  far,  all  such  calls  have  been  false  alarms, 
rather  than  real  ticking  bombs,  he  says. 

,  Sharks  or  skydives,  rocket  motorbikes  or  bombs, 
many  techies  spend  their  free  time  in  daring,  dangerous 
exploits. 

—  Julie  Bort 
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Grooming  your 
successor 

Some  of  the  sharpest  IT  executives  today  have  formal 
succession  plans  in  place.  Should  you? 


tifying  your  replacement  —  and  an  opportunity  — 
taking  more  control  of  your  future.  Indeed,  succes¬ 
sion  planning  is  another  indication  that  IT  execu¬ 
tives  with  management  and  business  skills  are  in 
demand. These  people  are  increasingly  in  succes¬ 
sion  plans  for  top-level  corporate  positions. 

Chris  Moody  is  a  case  in  point.  Moody  joined 
Aquent  as  CIO  in  1999  and,  in  2001,  advanced  to 
COO  of  the  global  employment  services  firm  in 
Boston.  Succession  planning  isn’t  just  a  condition  of 
his  own  advancement,  he  says.  It  is  an  integral  part 
of  managing  his  company  and  his  career. 

“You  should  always  be  succession  planning,”  he 
says.“We  have  that  now  as  part  of  performance 
management  responsibility;  Get  training  in 
Windows  2000,  make  sure  procedures  are  well  doc¬ 
umented,  ensure  back-up  systems  are  in  place  and 
provide  for  your  own  successor.” 

Not  everyone  likes  the  idea.  Moody  says  he  has  got¬ 
ten  pushback  from  people  who  worry  about  job 
security  and  think  they  are  more  valuable  if  they  are 
the  only  people  who  know  their  jobs.  Moody  sug¬ 
gests  countering  that  attitude  in  two  ways.The 
department  should  show  that  it  values  employees 
who  take  responsibility  for  succession  planning. The 
other  way  is  to  point  out  to  employees  that  if  they 
don’t  know  who  can  handle  their  jobs,  they  are 

putting  the  company  at  risk 
and  underperforming. “That’s 
the  hardline,”  he  says. 


By  Mark  Kindiey 


ven  the  most  recalci¬ 
trant  network  execu¬ 
tives  have  to  accept 
change  —  an  admired 
colleague  gets  a  well- 
deserved  promotion, 
an  underling  takes  a 
job  elsewhere,  the 
department  is  down¬ 
sized  and  responsibili¬ 
ties  shift.  As  the  speed 
of  change  increases, 
the  more  apparent  it 
becomes  that  having 
successors  at  the  ready  is  as  important  a  responsibili¬ 
ty  as  providing  a  secure  enterprise  network. 

The  concept  of  succession  planning  is  straightfor¬ 
ward  enough:  As  individuals  move  up  —  or  on  — 
they  leave  voids  that  usually  need  filling.  But 
because  everyone  is  different,  succession  planning 
is  as  complex  a  set  of  variables  as  you’ll  ever  be 
challenged  to  compute.  It  isn’t  just  about  replacing 
the  top  people.  It’s  about  the  future  of  employees  in 
an  organization. 

Succession  planning  brings  an  obligation  —  iden¬ 


Taking  it  to  the  Extreme 

Jeff  Orton,  CIO  of  Wilsons 
Leather  in  Brooklyn  Park, 
Minn. .spent  many  years  at 
General  Electric,  where  he 
says  succession  planning  was 
part  of  the  culture.“It  was  the 
extreme  data  point.You  had 
no  worry  about  your  career  at 
GE.You  didn’t  do  a  lot  of 
thinking,  either;”  he  says. 

Orton  takes  a  less  structured 
approach  at  Wilsons,  partly  to 
provide  his  staff  more  flexibili¬ 
ty  but  also  because  his  staff 
—  like  most  organizations 
smaller  than  GE  —  is  too  thin 
to  have  successors  lined  up 
behind  everyone. 

Orton  identifies  two  keys  to 
managing  succession  plan¬ 
ning.  You  must  talk  openly  with 
employees  about  their  poten¬ 
tial  (and  how  to  live  up  to  it), 
and  you  must  develop  recog- 


Successful  successions 


These  five  tips  will  help  you  formalize 
succession  planning: 

•  Get  the  CEO's  commitment.  Succession  planning 
takes  time  and  money.  Make  sure  it  is  a  value  that 
senior  managers  share. 

•  Build  an  understanding  among  your  staff  that 
everyone  needs  to  think  about  who  can  succeed 
them.  Succession  planning  is  not  just  for  top-level 
managers. 

•  Establish  well-defined  job  descriptions  and  ident¬ 
ify  skills  needed  to  carry  them  out.  Make  success 
measurable,  and  then  measure  it. 

•  Promote  teamwork,  You  can  assume  a  level  of 
competitiveness  among  staff  members. They  need 
to  know  that  no  one  can  succeed  alone  and  that 
leaders  can  manage  competitive  energy. 

•  Engage  your  top  performers  in  the  succession 
planning  process  early.  Your  best  people  will  always 
have  opportunities  to  go  elsewhere.  Let  them  know 
you  realize  they  always  have  a  choice. 

—  Mark  Kindiey 

nized  measures  that  are  applied  uniformly  to  support 
succession  decisions.  Some  of  these  measures  ident¬ 
ify  levels  of  technical  expertise.  Others  rate  less  easily 
calibrated  attributes  such  as  communication  skills 
and  attitude. 

As  succession  planning  becomes  an  established 
discipline,  the  power  to  decide  who  succeeds  whom 
stops  being  a  dark  science  practiced  behind  closed 
doors.  It  becomes  an  open  system  of  evaluation  that 
includes  recognized  measures  of  accountability  and 
performance,  says  Nancy  Monson,  a  senior  consul¬ 
tant  with  the  Hagberg  Consulting  Group.  Succession 
planning  also  systematically  reinforces  the  coopera¬ 
tive  and  collaborative  attitudes  that  are  increasingly 
recognized  as  the  characteristics  of  good  leaders. 

“The  speed  of  change  and  the  risks  involved  have 
made  it  necessary  to  have  a  more  objective  and  sys¬ 
tematic  way  of  managing  human  capital,’ ’she  says. 

“The  better  we  all  get  at  this,  the  less  personal  it 
becomes,"  Orton  says.  Still,  he  adds, “A  lot  of  emotion 
comes  into  play. You  can’t  get  to  the  place  where 
you’ve  eliminated  judgment.” 

Kindiey  is  a  freelance  writer  in  Torrington,  Conn.  He 
can  be  reached  at  mark@5thbusiness.net. 
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Your  One  Stop  Shop 

for  high  availability  products 


As  a  leading  supplier  in  end-to-end  UPS  power,  thermal  cooling  and  management  solutions, 
BuyUptime.com  can  accommodate  the  level  of  availability  many  customers  have  come  to 
expect.  Join  us  today  and  let  BuyUptime  be  your  one-stop  shop  for  high  availability  solutions. 

Hot  Summer,  Cool  Network!  ) 

NetworkAIR""  WOO  Additional  Features  Include: 


The  NetworkAIR  1000  is  a  portable,  compact,  air  condi¬ 
tioner  designed  for  spot-cooling,  emergency  cooling  and 
after  hours  cooling  of  server  closets, 
data  centers,  conference  rooms, 
home  offices  or  rooms  housing 
heat-sensitive  equipment.  Providing 
1  6kW  of  supplemental  cooling,  the 
NetworkAIR  is  a  great  choice  for 
eliminating  localized  hot  spots. 
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■  Programmable  digital  thermostat 
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You  asked  for  a  KVM  switch  that  could  do  more.  We  delivered. 

The  Avocent  DS  Series  combines  analog  and  KVM  over  IP™  connectivity  to  give  you 
access  to  your  servers  from  any  location  you  choose.  Our  DS  Series  gives  you  much 
more  than  just  control  of  your  servers.  Now  you  can  use  the  power  of  IP  to  control 
servers,  routers,  firewalls  and  power  devices  -  all  from  a  single  screen!  Plus,  CAT  5 
connections  simplify  installation,  and  our  IP  architecture  makes  adding  servers  as 
easy  as  point  and  click. 

To  learn  how  Avocent  can  deliver  for  you,  download  a  free  KVM  Tech 
Guide  today  at  www.kvmguide.com  and  see  how  much  more  Avocent's 
DS  Series  can  do. 

Avocent.  the  Avocent  logo, "The  Rawer  of  Being  There",  "KVM  over  IP'  and  DSView  are  trademarks  of  Avocent  Corporation.  AJI  other  marks  are 
the  property  of  their  respective  owners.  Copyright  ©  2002  Avocent  Corporation. 


DSView  gives  you  "Click  and  Connect" 
access  and  control  of  all  the  KVM  and  serial 
devices  in  your  data  center. 
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10  Gigabit  Ethernet,  OC-192, 
Packet-Over-SONET? 


We  have  the  solution. 

Flexible  support  for  multiple  10  Gb/s  protocols  in  a  single 
compact  package  —  that's  Network  Elements'  family  of 
optical  networking  modules.  Our  products  help  you  bring 
more  capable  products  to  market  faster.  Test  them  yourself: 

•  Multi-rate  transponder  modules 

•  Multi-protocol  PHY  +  Layer  2  modules 

•  POS,  lOGbE  LAN /WAN  Framer/ MAC  processing 

•  Plug-and-play  software  control 

For  more  information  on  Network  Elements'  family  of 
optical  networking  modules  or  to  schedule  a 
demonstration,  email  sales@nei.com. 
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The  UltraLink  is  the  Rose  Electronics  answer  to 
Modem  and  Ethernet  remote  access! 

Server  access  over  IP  technology  allows  y 
access,  control  and  provide  computer 
maintenance  from  anywhere  in  the  world, 
combined  with  Rose  KVM  switch  technology, 
server  management  administrators  can  have 
faster  access  saving  time  and  money. 

With  dial-in,  dial-back  security  and  high- 
resolution  quad  screen  and  SSL  encryption,  the 
UltraLink  raises  the  KVM  industry  bar  in  remote 
server  access. 

A  KVM  industry  pioneer,  Rose  Electronics  is 
recognized  for  superior  KVM  switch  technology. 
Product  integrity,  simplicity,  and  reliability 
the  hallmarks  o  f  all  Rose  products. 

Call  Rose  to  learn  more  about  remote 
management  today. 


I1ROSE 

ZS  ELECTRONICS 


Introducing  APC's  New  NetworkAIR™  RM  Air  Distribution  Unit 


Benefits  of  APC's  Air  Distribution  Unit: 


As  heat  densities  continue  to  grow  at  an  alarming  rate,  the  traditional 
methods  of  distributing  air  in  a  computer  room  aren't  adequate  to  deliver 
the  necessary  airflow  required  to  cool  today's  data  center  environments. 


APC  presents  the  NetworkAIFT  RM  Air  Distribution  Unit,  a  compact 
2U  rack-mounted  fan  unit  that  works  with  an  existing  precision  air 
conditioning  system  to  deliver  cool  air  to  the  equipment  contained  in 
a  rack  enclosure.  An  air  curtain  is  evenly  distributed  to  the  front  of  the 
enclosure  which  provides  consistent  temperatures  from  top  to  bottom. 


Visit  www.apc.com  to  see  APC's  complete  line  of  award-winning  power 
and  cooling  solutions. 


•  Increases  airflow  to  rack  equipment 


•  Works  in  both  raised  floor  and  non-raised  floor  environments 


•  Compact  2U  design 


•  Minimizes  air  mixing 


•  Helps  maintain  optimal  environment  for  high  reliability 


•  Improves  air  quality  through  30%  efficient  air  filtration 

(as  per  the  ASHRAE  52.1-1992  standard) 


•  Evenly  distributes  cool  air,  improving  air  circulation 
inside  the  rack 

•  Ensures  maximum  uptime  with  redundant,  dual,  independ¬ 
ently  controlled  blower  fans  and  A-B  power  input  feeds 

•  Fits  APC's  NetShelter®  VX  enclosure  or  other  19" 
EIA-310-D  enclosures  with  removable  bottom  plates 


The  compact  (2U)  Air 
Distribution  Unit  installs 
at  the  bottom  of  the  enclosure  and  sup¬ 
plies  an  air  curtain  to  the  intakes  of  equip¬ 
ment  located  within  the  enclosure,  evenly 
distributing  cool  conditioned  air  throughout. 


<E 


Legendary  Reliability  ' 


Enter  to  WIN  a  FREE  NetworkAIR™  RM  Air  Distribution  Unit 

Visit  APC's  Web  site  at:  http://promO. ape.  com  Enter  Key  Code  f858y  Call  888-289-APCC  x6459  Fax  401-788-2797 


©2002  American  Power  Conversion  Corporation.  All  Trademarks  are  the  property  of  their  owners.  NA2A2BF  USa 
PowerFax:  (800)  347-FAXX  •  E-mail:  esupport@apcc.com  •  132  Fairgrounds  Road,  West  Kingston,  Rl  02892  USA 
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Time  Is  A  Better  Way  To  Troubleshoot  &  Manage  Your  Network 
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Quickly  Pinpoint,  Pre*solve  & 
Prevent  Network  Problems 


Observer 
* 995 


Expert  Observer 

Observer  Suite 

$2895  * 3995 


Observer® — Quickly  identifies  network 
trouble  spots  and  costs  thousands  less  than 
expensive  hardware-based  analyzers. 
Observer  provides  metrics,  capture,  and 
trending  for  both  shared  and  switched 
environments. 

•  Full  packet  capture  and  decode  for  over 
500  protocols,  including  TCP/IP  (v4  &  v6), 
NetBIOS/NetBEUI,  XolP,  SNA,  SQL,  IPX/SPX, 
Appletalk  and  many,  many  more! 

•  Switched  mode  sees  all  ports  on  a  switch 
gathering  statistics  from  an  entire  switch  or 
capture/statistics  from  any  port(s) 

•  Long-term  network  trending  collects 
statistical  data  for  days,  weeks,  months, 
even  years 

•  Real-time  statistics  include  Top  Talkers, 
Bandwidth,  Protocol  Statistics,  and 
Efficiency  History 

•  Ethernet  (10/100/Gigabit),  Token  Ring, 
FDDI,  and  Wireless  802. 1 1 — no  need  to 
purchase  separate  tools 


•  Windows ®  98/Me/NT/2000/XP  compatible 

•  Over  4,000  frame  types  recognized 

Expert  Observer — Identifies  problems  and 
provides  Expert  information  in  plain  English. 
Includes  all  of  the  features  of  Observer  plus 
real-time  and  post-capture  expert  event 
identification  and  analysis — new  SQL  and 
Frame  Relay  experts  add  to  the  many  other 
protocols  covered,  time  synchronization 
technology,  and  modeling  of  network  traffic. 

Observer  Suite — The  ultimate  tool  for 
the  most  demanding  power  user. 

Provides  a  full  complement  of  tools  that 
includes  all  of  the  features  of  Expert 
Observer  plus  SNMP  management,  RMON 
console/Probe  and  Web  reporting.  Includes 
one  remote  Probe. 

If  you  have  any  network  problems,  find 
out  the  cause  with  Observer,  Expert 
Observer,  or  Observer  Suite. 


Call  800-526-7919  or  visit  us  online  for  a  full-featured  evaluation: 

www.NETWORKINSTRUMENTS.com 

US  (952)  932-9899  •  Fax  (952)  932-9545  •  UK  &  Europe  +44  (0)  1959  569880  •  Fax  +44  (0)  1959  569881 

©2002  Network  Instruments,  LLC.  Observer,  “Network  Instruments"  and  the  “N  with  a  dot”  logo  are  registered  trademarks  of  Network  Instruments,  LLC. 
All  other  trademarks  are  property  of  their  respective  owners. 
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ICSA  Certified 

Box 

System  Software 

Features  include: 

•  High  Performance 

•  Built-in  IPsec  VPN 

•  Stateful  Packet  Inspection 

•  Dynamic  &  Static  NAT 

•  PPP  and  PPPoE  Support 

•  DHCP  Services 

•  DNS  Server 

•  Mobile  VPN  Client  Support 

•  Content  Filtering 

•  Gigabit  Ethernet 

•  Secure  Remote  Management 

•  Email  Proxy 


Sales:  (800)  775-4GTA 
TeT.  (407)  380-0220 
Emai):info@gta.com 
Web:  nttpy/www.gta.com 


Security 


Firewall  Appliances 


RoBoX  Firewall 

Remote  office/branch  office  versatile  firewall 
appliance  for  offices  with  fewer  users. 


GB-1000  Firewall/VPN  Appliance 

High  performance,  firewall  with  unlimited  user 
license,  IPSec  VPN  and  High  Availablity  feature. 


Firewall  Software  Systems 


GB-  Flash 

All  the  power  and  functionality  of  the  GB-1000  on  an  easy  to 
install,  solid-state  flash  memory  module. 

GNAT  Box  Pro 

Simple,  powerful,  high  value  firewall  that  runs  and  boots  from  a 
floppy  diskette  on  a  486  CPU  (or  higher)  and  1 6MB  of  RAM 


Global  Technology  Associates,  Inc. 

Firewall  developers  since  1 994 
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Copyright  SharkRack.  Inc  SharkRack  is  a  trademark  of  SharkRack  Inc  All  rights  reserved.  NetBotz  is  a  trademark  of  RackBotz  Inc.  HP  is  a  trademark  of  Hewlett  Packard,  Inc.  Compaq  is 
a  trademark  of  Compaq  Corp.  Sun  is  a  trademark  of  Sun  Microsystems.  Inc  .  Cisco  is  a  trademark  of  Cisco  Systems,  Inc.  All  other  trademarks  are  the  property  of  their  respective  holders. 


Wondering  How  To  Get  More 
Out  Of  Your  Data  Center? 


Try  SharkRacks™.  Our  rack-mount  units  will 
safely  house  virtually  any  19”  EIA  standard  unit. 
Have  Suns?  No  problem.  What  about  Cisco  gear, 
or  Compaq,  or  HP  servers?  Sure.  We  can  rack 
that.  With  SharkRack  you  get  a  great  looking 
cabinet.  Our  space  savings  and  cabling  features 
will  organize  your  systems.  Most  importantly,  with 
our  NetBotz  unit  watching  over  your  systems, 
you’ll  always  know  what’s  going  on.  Call  us  today 
or  log  on  for  more  details  to  see  how  we  can  help 
you  save  space,  keep  cool,  and  look  good. 


v  SHARK  877-427-5722 
XrAGlV  www.sharkrack.com 


SharkRack™ 
Systems  are  the 
leading  racking 
solution  for  multi¬ 
vendor  configura¬ 
tions.  We  rack 
Sun™,  Cisco™, 
Compaq™,  HP™ 
and  almost  any 
19”  EIA  standard 
unit.  Our  current 
Sun™  rack-mount 
kits  include: 


•  SunFire™  3800- 
4800  series 
servers 

•  E3500,  E4500 

•  A5000 

•  T-3 

•  Many  more, 
see  web  site 
for  details 


The  SharkRack  LCD  monitor  and 
keyboard  has  TFT  quality  video 
imaging  on  a  sliding  tray  that  is 
only  1.75”  high. 


The  NetBotz™  RackBotz  unit 
installs  in  a  cabinet  and  monitors 
internal  conditions.  If  a  problem 
occurs,  it  will  send  out  an  alert  by 
email,  pager,  or  other  device. 


- 
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Need  A  Reliable  Rack  Modem? 

m.  Convenient  Dial-Up  Access  to  Your  Equipment  Bays  m 


Fault  Tolerant  Modem  (FTM) 


Ddms 

Password/Dial  Back  Modem  (SRM) 


Remotely  Configurable 

AC  and  -48V  DC  Power  Options 

Internal  Filtered  and  Surge  Protected  Power  Supply 

Powers  Up  to  Specified  Answer  Rings  and  Baud  Rate 

Standard  “AT”  33.6  Kbps  Modem 


Local  RS232  Console  Port  33.6  Kbps  Modem 

•  Up  to  100  Individual  Passwords 

•  Audit  Trail  Log  with  Time/Date  Stamp 

•  Remotely  Configurable 

•  Standard  “AT”  33.6  Kbps  Modem 

•  19”  or  23”  Rack  Options  nebs  Approved 


fUU] 

fee 

www.wti.com 

(800)  854-7226 

western  telematic  incorporated 

5  Sterling  •  Irvine  •  California  •  92618-2517 

Keeping  the  Net.. .Working! 
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Seeking  Solutions  ...NTI  Has  The  Answers! 


MULTI-USER 

SERVER 

CONTROL  IS  EASY! 


Individually  command  or  simultaneously 
share  up  to  32  USB-enabled  computers 
using  USB  keyboards  &  mice  and  VGA 
multiscan  monitors. 


“I  want  Matrix  KVM 
control  for  USB  computers.” 


FREE  CATALOG! 


MU  800-742-8324 


•  Compatible  with: 

-SUN  Blade  100,  1000, 

-  SUN  Ray  &  SUN  Fire*  280R 

-  USB-enabled  PCs 

-  MAC  G3/G4S 

-  HP  J5000  and  other  USB-enabled 
UNIX  computers 

•Available  with  2,  4  or  8  user  ports. 

•Controlling  USB  computers  is  easy 
with  NTI’s  Matrix  Control  Software 
with  a  GUI  interface. 

•  Features  NTI’s  patented  true  electronic 
autoboot  USB  switching  -  boots  all 
attached  computers  in  one  operation. 
(Other  USB  KVM  switches  require 
individual,  sequential  boot-up.) 

•  Fully  compliant  with  USB  standards. 

•  Crisp  &  clear  1900x1200  resolution. 


1275  Danner  Drive  •  Aurora,  OH  44202 
330-562-7070  •  FAX:  330-562-1999 


KEEMUX  KVM  SOLUTIONS 


BUY  ONLINE  at  www.ntil.com/sn 
Email:  sales@nti1.com 


17”  TFT  1U  RACK  MOUNT  DISPLAYS 


-  Adjustable  length  ball 

bearing  slides. 

-  Also  in  black  and  with 

locking  front  panels. 
Made  in  the  USA. 


With  Keyboard  and  Trackball 


Keyboard  and  Touchpad 


1-800-729-7654 

Web:  www.recortec.com 
Email:  sales@recortec.com 


17”  Display  Only 

1 


RECORTEC,  INC. 

1620  Berryessa  Road  San  Jose,  Ca  95133 
Tel:  (408)928-1480  Fax:(408)729-3661 


If  you’re  responsible  for  safeguarding  your 
organization's  intellectual  assets  and  enterprise 
networks,  SilentRunner  is  your  next  step  in 
security  technolog)'.  Our  patented  Network 
Security  Analysis  products  provide  you  the  abil¬ 
ity  to  cost-effectively  safeguard  your  electronic 
property  by  correlating  remote  and  internal 
communicatioas  and  data  into  critical  decision¬ 
making  information. 

SilentRunner’s  state-of-the-art  visualization 
technology  further  empowers  organizations  to 
solve  complex  problems  by  expediting  network 
security  and  network  management  decision¬ 
making  efforts. 


Information  Rules.  Protect  Yours. 
For  your  free  "Risk  Management 
&  Security"  White  Paper,  visit 
www.silentrunner.com,  or  call 
H00- 842-2366  ext  2  today. 


SilentRunner 

www.silentrunner.com 

849  International  Drive  •  Untlucum,  Md  21090  •  800342-2366 


Your  network  costs  a  fortune... 
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72"  Workstation 

$799 

Stk.  #  C95033 


••  .protecting  it  doesn't  hove 

Global  LAN  Furniture 
protects  your  equipment 
for  a  lot  less  money. 


Our  heavy-duty  LAN  Furniture  is  built  to 
last  with  steel-reinforced,  triple-leg  support 
and  lateral  braces.  Built-in  cable  management 
system  hides  unsightly  wires  and  organizes 
and  separates  cables.  Deep  30"  work 
surface,  adjustable  shelves  and  sturdy  server 
shelf  allow  for  easy  integration  of  all  your 
network  equipment,  providing  a  complete 
storage  solution.  Our  96",  72",  48"  and  24" 
wide  units  combine  with  additional  shelves, 
keyboard  drawers  and  casters  for  unmatched 
flexibility  to  meet  your  changing  needs. 


SAVE  A  TON  OF  MONEY 
ON  YOUR  NEXT 
MEDIA  PURCHASE! 
Check  out  our  prices  today! 


24"  Workstation 

$299 

Stk.  #  C20803 


Keyboard  drawers 
and  casters  sold 
separately. 


^GLOBAL 


COMPUTER  a  Syste 


»:»X.  company 
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CALL  1 -8OO-8-GLOBAL 

or  visit  us  online  for  the  LAN  solution  that  is  right  for  you. 

www.globalcomputer.com/ go/ mag/Ian  Ref  #nw7/02 


dtSearch 


dtSearch 


dtSearch 


dtSearch 


dtSearch 


’Industrial-strength. 

superb’-K 


dtSearch 


Add  power 


Instantly  Search  Gigabytes  of  Text 

dtSearch* 


"Superb  ...  a  multitude 
of  high-end  features" 

—  PC  Magazine 

"Very  powerful  ...  a 
staggering  number  of 
ways  to  search" 

—  Windows  Magazine 

"A  powerful  text  mining 
engine  ...  effective 
because  of  the  level  of 
intelligence  it  displays" 

—  PC  Al 

"Impressive" 

—  PC  Magazine  Online 

"A  tremendously 
powerful  and  capable 
text  search  engine" 

—  Visual  Developer 

"Intuitive  and  austere  ... 
a  superb  search  tool" 

—  PC  World 


The  Smart  Choice  for 
Text  Retrieval ®  since  1991 

Fast,  precision  searching 

♦  over  two  dozen  text  search 
options 

♦  indexed,  unindexed,  fielded 
and  full-text  searching 

Organization-wide 

reach 

♦  highlights  hits  in 
HTML  and  PDF 
while  keeping 
embedded  links 
and  images  intact 

♦  converts  other  file 
types  —  word 
processor,  database, 
spreadsheet,  email,  ZIP, 

XML,  Unicode,  etc.  —  to 
HTML  for  display  with 
highlighted  hits 

1 -800-IT-FINDS 
www.  dtsearch.  com 

sales@dtsearch.com 


The  dtSearch 
product  line 
instantly  searches 
gigabytes  of  text 
across  a  desktop, 


Desktop 


Find  anything, 
anywhere, 
instantly  ♦  $199 
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pDancer/  FA 

Network  Flow  Analyzer 

»  An  Easy-To-Use  Network  Viewing  Tool 

•  Email  •  Database  ^VoIP  «Web 

•  Identifies  Problems  Causing  Slow  Downs 

•  Monitors  Applications,  Network  Devices, 
and  Network  Traffic 

•  Affordable  AiiiklkilA 


BEST  OF  INTEROP 

NETW^RLD+INTEROP 


o 

CMP 


INIORMATIOIIWEEK  EE  TIMES 


Call  Toll  Free 
800.825.7S6S 

A 


Dancer 

r  k  & 


AppDancer  Networks,  Inc. 

1000  Holcomb  Woods  Parkway 
Suite  426 

Roswell,  CA  30076-2585  USA 

email  info@AppDancer.com 

telephone  770.643.6800  USA 

web  www.AppDancer.com 


WHAT  DO... 


@  Princeton  University 


The  US  Treasury  Department 

The  Democratic  National  .Committee. 

Blue  Cress  Blue  Shield 


have  in  common? 


They  all  chose  FA5TLINKS  to  handle 
their  needs  for  wireless  WAN  connectivity. 


Call  FA5TLINKS  today 
and  see  what  sets  them  apart 
from  others  in  the  field  of 

wireless  integration. 

FASrUNKS 


www.wirelesswans.com 
(877)  877-0176  toll  free 


REIMTaNOC 


interloci 

network  management 


DEVICE  DASHBOARD 
SECURITY  APPLICATION 

HELP  DESK 

MONITORING  •  MANAGEMENT  •  OUTSOURCING 


www.interloci.com 


203-622-4673 


// 


This  is  the  way  to  learn! 

Recognized  for  technical  accuracy,  our  dynamic  courseware  lets  you  engage  with, 
relate  to  and  learn  from  experts  right  at  your  desktop. 


*  Engaging  presentation 

*  Motivating  instruction 

*  Accurate  information 

*  Practical  and  proven  -  a  99%  pass  rate! 

*  Convenient  and  affordable 

Take  advantage  of  the  special  offers  below 
and  find  out  why  this  is  the  way  to  learn! 


LearnKey  Trai 


yfo/  Special  savings*  on  these  great  titles: 


// 
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Win  2000  MCSA  Core  Series 

IS  Sessions 

$ 

795 

r*g.  H.085 

Win  2000  MCSA  Plus  Series  iwnh  a.  a Nnwok >) 

27  Sessions 

$  1.445 

r*u-  $1,925 

Windows  2000  Core  Series 

19  Sessions 

$ 

995 

reg  $1,355 

Windows  XP  Professional 

6  Sessions 

$ 

370 

reg.$  495 

Office  XP  Professional  Senes 

IS  Sessions 

$ 

585 

r  ®*$  785 

Office  2000  Professional  Senes 

18  Sessions 

$ 

675 

r*Q  $895 

IjsirnKcv 

NETWORK  •  ONLINE  •  CD-ROM  •  VIDEO 
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Learn  From 

1.800.865.0165  *  AvailableONLYatlearnkey.com/networld  The  Experts' 
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SENSAPHONE  - 

irvis-anno 


Sends 

SNMP 

Messages 


Monitors 

64 

IP  addresses 


Embedded 

Web 

Server 


Sends 

E-Mail 


Power 

Outage 

Alarming 


Internal 

UPS 


IMS-4PCJ  a 


(.frjntrwtt.rr  >) r««» 


Power 

Control 

Interface 


Ethernet 

Port 


Internal  Voice, 
Modem 
Sr  Pager  Port 


8  R|-45  Sensor  inputs 

( Temperature ,  Humidity, 
Water,  Motion,  Power, 
Smoke/Fire) 


Microphone 

for  Sound 
Monitoring 


BE  NOTIFIED  BEFORE  CRITICAL  EVENTS  TURN  INTO  DISASTER! 


•  Eight  environment  inputs 

•  Power  sensing 

•  Monitors  64  IP  addresses 

•  Send  alerts  to  64  people 

•  8  methods  of  contact 

•  Calendar  scheduling 

•  Expands  to  256  sensors 

•  Remote  power  control 

•  Optional  camera 


The  Sensaphone  IMS-4000  Infrastructure 
Monitoring  System  monitors  critical  environ¬ 
mental  and  network  elements  in  your  server 
room,  data  center,  or  telecomm  installation  and 
reports  to  you  instantly  when  events  threaten 
your  infrastructure.  The  IMS-4000  keeps  watch 
so  you  don't  have  to.  See  these  features  and 
more  on  the  web  at  www.ims-4000.com 


Cisco 


Routers 

Switches 

Hubs 

Voice  Over  IP 

Memory 

Security 

Interface  Modules 
Port  Adapters 
Wireless 


Cisco  Router 
and  Switch  Poster 

World  Data  Products  introduces  its  new  Cisco 
Router  and  Switch  poster.  It  provides  at-a-glance 
information  on  model  capacities,  interface  cards 
and  available  features. 

The  Cisco  Poster  is  a 
valuable  tool  for 
network  planning. 

Call  877.231.2451  or 
visit  www.wdpi.com 
to  request  your 
FREE  Cisco  Router 
and  Switch  poster. 


DATA  PRODUCTS 


Buy  •  Sell  •  Lease  •  Repair  •  New  •  Refurbished  •  Used 

www.wdpi.com  •  877.231.2451  •  cisco@wdpi.com 

121  Cheshire  Lane,  Minnetonka,  MN  55305  U.S.A. 


($ Cables 


Complete  Fiber  Optic 

Jumper  Cable  Solutions 

Qowest  Price  Guaranteed * 
Qast  Turn  Around 

Same  Day  Shipping  -  Standard  items 
As  fast  as  48  hrs  -  Custom  Cables  ** 

Qustom  Configurations 

Any  Way  you  want ... 

SC,  ST,  LC,  MU  and  MTRJ 
Multimode  and  Singlemode 
Duplex  and  Simplex 

Quality  Assured 

Each  Jumper  individually  tested 
Test  results  included 

0  year  Warranty 

Be  Confident  with  our  Jumpers 

@5.00  Off  Online  Orders 

With  Coupon  NW72202 

Offer  good  on  Web  orders  only.  Offer  expires  9/30/02. 


'  See  Web  site  for  details 


"  Lead  times  may  vary  depending  on  product  and  quantity 


Ph:  (800)555-7176  WWW.gocableS.com  Fax:  (562)356-3200 


Contact  these  companies  today  to  help  you  with  your  training  needs! 


Learnkey  Inc.  ^ 

(800)  865-0165 
www.learnkey.com 
Self-paced  online  CD  network 
certification  developer  bus/apps 


Boson  Training  ^ 

(813)  925-0700 
www.bosontraining.com 
CCIE,  CCNP,  CSS1,  CCNA,  Cisco, 
wireless,  CISSP 


PMG  NctAnalyst 

(800)  645-8486 
www.NetworkTraining.com 
Network  Forensic  Analysis  and 
Security  Training  and  Services 


TechEd  Services 

(407)  243-6494 
www.techedsvcs.com 
Customized  onsite  training  for 
Microsoft,  Cisco,  Network  Associates 


George  Washington  Univ 

(202)  973-1175 
www.cpd.gwu.com 
Oracle  DBA  Cisco  CCNA  Java 
wireless  networks 


Infinity  I/O 

(800)  990-0955 
www.infinityio.com 
Fibre  Channel  &  SAN  Training 
&  Certification 
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NetWOikWorld  NetSmart  Learning  Partner 


Its  A 

HO  brainer! 


■  Cisco  Systems  ■  Extreme  Networks  ■  Nortel  Networks 

^  m  Juniper  Networks  ■  Foundry  Networks  ■  lucent  Tethnoloj 

X  www.digitalwarehouse.com  .  Alcatel 

digital  .  River5tone  NetW( 

Your  Information  Superhighway  Discount  Source® 


Phone:  800-439-8558  or  718-894-7500 


56-29  56th  Drive,  Maspeth,  NY  1 1 378  USA  Fax:  7 1 8-894- 1 573 


Buy,  Sell  or  Announce 

Network  Products 
and  Services  with 
Network  World's  Marketplace 
Call  800-622-1108  ext.  6507 


Nortelnetworks 


Cisco  Smut 


CaBLed^Q  ^  Bay  Networks 


BROWSING  THE  AUCTIONS? 
Consider  What  You  Get: 

National  LAN  Exchange  Auctions 


•  Nortel  Service  Contracts 

•  Nortel  Service  Renewals 

■  Next-Day  Hardware 
Replacement 

•  Free  Technical  Support 

•  One  Year  Warranties 

•  New  and  Used  Equipment 

•  Hundreds  of  Pieces 
in  Stock 

•  Design/tastafl  Services 

•  Fast  Overnight  Delivery 


•  No  Service  Contracts 

•  No  Service  Renewals 

•  No  Replacements, 

No  Guarantees 

•  No  Support 

•  No  Warranties 

•  Who  Knows? 

•  Sometimes  Available, 
Sometimes  Not 

•  No  Services 

•  Inconsistent  Delivery 


Make  the  Smart  Choice 


www.NLE.com 
New/Used  •  Buy/Sell 
National  LAN  Exchange 


888-8LANWAN 

(888-852-6926) 

■R!rET*»E~  A 


The  Hub  of  the  Network  Buy 


WRCA.NET 

NEW  USED 


AUTHORIZED  RESELLER 
Access/Routers/Switches 

Cisco  Livingston  Ascend 
3Com  US  Robotics  Kentrox 
Adtran  BayNetworks  Xyplex 
Computone  Digital  Link 
Modems  /  DSU  /  Muxes 
IBM  UDS  Codex  Hayes  GDC 
Micom  Microcom  Paradyne 
ATT  MultiTech  Penril 
Racal  Telebit  Zoom 

WE  BUY  AND  SELL 
www.wrca.net 
800-699-9722 


FIBER  OPTIC 
SOLUTIONS 

•  T1/E1  &  T3/E3  Modems 

•  FtS-232/422/485  Modems  and 
Multiplexers 

•  IBM  3270  Coax,  AS/400  Twinax,  and 
RS/6000  Modems  and  Multiplexers 

•  LAN  -  Arcnet/Ethernet/Token  Ring 

•  Video/Audio/Hubs/Repeaters 

•  ISO  -  9001 

s.s.TECH 

Toll  Free  866-SITech-1 
630-761-3640,  fax  630-761-3644 

www.sitech-bitdriver.com 


'SSjC  View  Cart  'ff  Clear  Cart 


FACTORY  DIRECT 
FIBER  OPTIC  PRODUCTS 


Jumpers,  Pigtails,  Termination  Boxes, 
Preconnectorized  Backbone  Cable, 
Mode  Conditioning  Cables, 
Ethernet  Converters  and  Switches, 
CAT5  Products,  Photonic  Devices 

wwwiiberdyne.com 


A  FIBERDYNE  LABS,  INC. 

l-(800)  894-9694 
(315)  895-8470 
Fax  (315)  895-8436 


Advertise  in  the 
Marketplace  and  watch 
your  sales  come 
pouring  in! 


Call  Direct  Response 
Advertising 
1-800-622-1108 


Extend  the  life  of  your 

Networking  Budget 


NJe, 


, 


Your  Alternative  to  factory  New  products 


■  A-1  Quality  Pre-Owned  Tested  Equipment 

•  50-85%  Savings  off  List  Prices 

•  120-Day  Limited  Warranty 

•  100%  30  Day-Money  Back  Guarantee 

•  Large  Inventory,  Same  day  Shipping 
-  Extended  Warranties  Available 

•  Professional  Quality  Packaging 


Request  a  Quote  on-line  at: 
www.bizint.com 
e-mail:  info@bizint.com 


Your  global  alternative 
to  factory  new  products 


(877)  438-2494 

or  (315)  458-9606  We  Buy,  Sell, Trade  and  Lease... 


CISCO,  EXTREME.  JUNIPER.  BAY/NORTEL.  3COM.  FOUNDRY.  CABLETRON 


For  More  Information 
on  ac/Yertmn^  fn 
^etworfc  WorWs  Marfeet^>(ace 
contact;  fnfeu  Gufraie* 
800-611-1108  ext. 
egu  tale®  nww.com 


.  .  '."3| 
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Increase  Your  Exposure  with 
NetworkWorid's 
Response  Cards! 

Issue  Date:  September  9 
Ad  Close:  August  9 

_ . 


Since  1985 


We 


Buy 


Sell 


CISCO 


New  &  Used 
Fully  Guaranteed 
Overnight  Delivery 


Se  habla  Etpanol 
Wir  sprechen  Oeutsch 


800.451.3407 


90  C.tUli.n  I 


Routers 
Switches 
Interface  Modules 
Access  Servers 
Accessories 


www.nEtworkhardwarE.com 

BUY  ONLINE 


b 


ETWORK  HARDWARE  RESALE® 
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Sure 

NetworkWorld, 

COMPUTERWORLD, 

AND  INFOWORLD 

Help  You  Do 
A  Better  Job. 

Now  Let  Us  Help 
You  Get  One. 

Call: 

1-800-762-2977 

0  careers.com 


Oracle  Project  Leader  - 
Southborough,  MA 

Provide  specialized  knowledge 
to  the  Oracle  Financial  &  Man¬ 
agement  Program.  Responsible 
for  overseeing  technical  support 
&  services  for  the  Oracle  pro¬ 
duction  systems.  Will  identify  & 
correct  problems  plus  design 
software.  Develop  training  mate¬ 
rial  &  develop  project  plans  for 
the  financial  &  manufacturing 
modules  of  Oracle. 

Job  Requirements: 

Must  have  a  BA  degree  in  a 
related  field  &  a  minimum  of  5 
years’  experience  as  a  technical 
Programmer  working  with  Oracle 
tools.  Applications  experience 
must  include  Distribution/Supply 
chain,  financial  modules  &  AOL. 
Must  have  extensive  knowledge 
of  system  methodologies  for 
Oracle  applications  work.  Expe¬ 
rience  in  integration  of  Orcle 
applications  with  third  party 
applications,  knowledge  of  ware¬ 
house  management  system, 
data  warehouse,  business 
objects  &  EDI  is  required.  Job 
Code:  OPL2 

Interested:  Please  send  resume, 
job  code  &  salary  requirements 
to:  HR  Dept.,  Honeywell  Con¬ 
sumer  Products,  250  Turnpike 
Road,  Southborough,  MA 
Fax:  (508)  460-8056.  e-mail: 
resume.account@honeywell.com. 
An  equal  opportunity  employer, 
we  are  committed  to  a  diverse 
workforce. 


IT  PROFESSIONALS  NEEDED 
Programmer  Analysts.. ..Systems 
Engineers. ...Software  Develop¬ 
ment... Digital  Equipment  (India) 
Ltd.  is  a  leading  software  com¬ 
pany  with  offices  nationwide. 
With  Digital  you  will  get: 
Additional  Compensation  for  re¬ 
ferrals,  and  Professional  Chal¬ 
lenges  with  training  and  assign¬ 
ments  to  keep  you  at  the  leading 
edge  of  technology.  We  need 
people  with  the  following  skills: 
OS:  Open  VMS,  NT/Windows 
2000,  Tru  64Unix. 
Languages/Tools:  ASP,  Com/ 
Dcom,  Java  Script,  VB  Script, 
VB,  VC++,  PERL,  Java,  EJB, 
CORBA,  RMI,  C/C++,  DEC 
Forms,  ACMS,  Rally. 
Middleware:  MSMQ,  TUXEDO 
Database:  Oracle,  SQL  Server, 
Sybase  and  Rdb 
Applications  can  be  sent  to 
North  America  F  &  A  Manager, 
Digital  Equipment  (India)  Ltd., 
334  South  Street,  SHR  3-2/C6, 
Shrewsbury,  Massachusetts 
01545. 

Digital  Equipment  (India)  Ltd.  is 
an  equal  opportunity  employer. 


First  Data  Corporation  has  open¬ 
ings  in  various  divisions  for 
Database  Administrator,  Software 
Quality  Assurance  Analyst, 
Release  Manager,  Senior 
Software  Developer/Analyst, 
and  Intermediate  Software  De¬ 
veloper.  Database  Administrator 
must  have  four  years  related 
experience  as  Oracle  DBA  and 
a  bachelor's  or  foreign  equivalent 
in  computer  science,  math,  or 
engineering.  Software  Quality 
Assurance  Analyst  must  have 
two  years  related  experience  in 
software  quality  assurance  and 
a  bachelor's  or  foreign  equivalent 
in  computer  science.  Release 
Manager  must  have  two  years 
experience  as  a  release  engi¬ 
neer  and  a  bachelor's  or  foreign 
equivalent  in  computer  science. 
Senior  Software  Developer/Ana¬ 
lyst  must  have  two  years  of  soft¬ 
ware  development  experience 
and  a  bachelor's  or  foreign 
equivalent  in  computer  science 
or  related  field.  Intermediate 
Software  Developer  must  have 
three  years  experience  imple¬ 
menting  and  integrating  Oracle 
products.  We  have  positions  in 
the  following  areas:  Montvale, 
NJ;  San  Francisco,  CA;  Rocklin, 
CA;  and  Houston,  TX.  Please 
send  your  resume  by  mail 
to:  Norm  Barnett,  First  Data 
Corporation,  6200  S.  Quebec 
St.,  Greenwood  Village,  CO 
80111,  and  refer  to  job  #3963RA. 


FOUNDSTONE 


Foundstone,  Inc.,  an  emerging  leader!  hi  the..; 

information  security  market  continues  its  ■ 
expansion.  We  are  currently  seeking  3 
Vice  President  of  Product  Development  to  jom 

our  award  winning  team.  For  information  - 
regarding  this  position,  please  contact  ,  - 

McIntyre  Associates. 


For  information  regarding  other  technical  positions, 
such  as  Software  Developer,  Research  and 
Development,  and  Deployment  Consultant,  please 
visit  www.foundstone.com/jobs. 


Foundstone  has  one  of  the  most  dominant  security  talent  pools 
ever  assembled.  The  company’s  revolutionary  products  and 
services  include  the  world's  most  advanced  Enterprise 
Vulnerability  Management  software,  a  full  suite  of  professional 
security  services,  and  a  world  class  curriculum  of  security  education. 


McIntyre 

ASSOCIA T  B S 

Office  860-284-1000 
Fax  860-284-1111 
jeff@mcassoc.com 

Executive  Search  &  Management  Consulting  for 
next  generation  eSecurity  software,  Biometrics,  and 
wireless  technology  companies 


IT  firm  in  Detroit, Ml  seeks  to  fill 
the  following  positions: 

SAP  CONSULTANTS:  Develop 
&  implem  functional  modules 
such  as  FI/CO,  MM,  SD,  PP.  ABAP 
Programming. 

PROGR  ANALYSTS:  Participate 
in  all  phases  of  s/w  development 
using  Oracle  7/8, and/or  Java 
Tools. 

DESIGN  ENGINEERS: 

1 .  Exper  in  design,  implem,  data 
migration,  testing  of  PDM  systems- 
Metaphase/Windchill/Enovia; 
skills  such  as  C,  C++,  Java,  Oracle 
RDBMS,  SAP,  CAD/CAM. 

2.  Exper  in  ICAD  development  & 
other  KBE  OO  Systems,  w/strong 
background  in  CAD/CAM/CAE. 

REQUIREMENTS: 

Must  have  BS  or  MS  or  equiv  in 
CS,  Mechanical  or  EE,  Bus 
Adm,  Finance  or  related  field;  & 
1  -5  yrs  exp  in  the  req'd  area. 

Positions  available  in  Detroit,  Ml 
&  at  client  sites  throughout 
US.PIs  mail  resume  to  HR, 
32255  Northwestern  Highway, 
#248,  Farmington  Hills,  Ml  48334 


System  Administrators  sought 
to  Generates,  tunes,  configures, 
and  upgrades  Unix  and  Linux 
based  operating  systems. 

Database  Administrators  sought 
to  code,  test,  and  implement 
physical  database.  Design  logical 
and  physical  databases.  Manage 
and  maintain  database. 

Both  positions  require  BS  in 
Computer  Science  related  major 
and  related  experience.  Send 
resume  HR,  World  Trade  Network, 
Inc.  5433  Westheimer,  #200, 
Houston,  TX  77056. 


The  hottest  job  leads  you  can’t 
find  anywhere  else  are  all  right 
here.  That’s  because  Dice  is  all 
tech  jobs,  all  the  time.  Get  the 
inside  track  on  the  best  tech 
jobs.  Go  to  dice.com  today. 


It’s  like  having 

the  i nsi de  track  on 

all  the  hottest  tech  jobs, 

all  the  time. 
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Systems  Analyst-  Analysis  and 
defin-fion  of  system  requirements. 
Developing  and  writing  ttie 
design  specifications.  Based  on 
these  specifications  write  pro¬ 
gram  code  in  C,  C++,  Java,  ASP, 
etc.  usingpersonal  computers  or 
servers.  Responsible  for  testing, 
debugging,  maintenance  and 
documentation  of  the  system. 
Responsible  tor  designing,  coding 
and  implementing  business  to 
consumer  e-commerce  application 
and  business  to  business  e-com¬ 
merce  application  using  C++, 
Java  and  Net.Commerce.  Must 
have  done  course  work  in  1. 
Numerical  analysis  and  compu¬ 
tational  methods.  2.  Database 
management  systems.3.  Data 
Communication  &  Network  4. 
Electronics  and  Computer  Engi¬ 
neering  5.  Will  accept  MBA 
without  experience  in  lieu  of 
Bachelor's  degree  plus  two 
years  of  work  experience.  The 
compensation  per  year  is 
$62,920.  40  hours  per  week,  8 
AM  -  5PM,  M-F,  Norcross,  GA. 
Bachelors  degree  in  Computer 
Science,  Engineering  or  any  field 
of  Science  and  experience  in 
Management  Designing  and 
analysis  of  Management  Infor¬ 
mation  Systems  and  e-commerce 
applications  with  two  years  of 
experience.  Qualified  individuals 
who  meet  the  above  requirements 
must  report  or  send  two  resumes, 
to  GA  Department  of  Labor, 
1535  Atkinson  Rd.  Lawrenceville, 
GA  30043-5601  or  the  nearest 
department  of  Labor  Reid  Service 
Office.  Please  refer  to  Gwinnett, 
Job  Order#  GA  7098070 


Several  computer  related  posi¬ 
tions  available  for  international 
airline  telecom  and  information 
services  company.  Degree,  tech¬ 
nical  skills  &  experience  vary  per 
positions.  Send  resume  to 
Natasha  Lyttle,  SITA  INC,  3100 
Cumberland  Blvd.,  Ste.  200,  At¬ 
lanta,  GA  30339  or  jobs® 
sitacareers.com. 


Applications  Developer.  Develop 
and  implement  web  and  intranet 
based  s/ware  apps  using  Oracle, 
SQL,  Cold  Fusion,  Interdev, 
DreamWeaver,  and  Flash.  Bach¬ 
elor  degree  in  C.S.  req'd,  as  is 
9  mos  of  exp  in  job  off’d  or 
a  web-based  programming 
position.  Must  have  exp  using 
SQL  in  a  web-based  environ. 
Competitive  Salary.  Resumes  to 
Dennis  Hunter,  Pratt  Corporation, 
Job  #2489.02,  3001  E.  30th  St„ 
Indianapolis.  IN  46218. 


Software  Engineers  &  Program¬ 
mers.  Analyze,  design,  develop, 
test  and  implement  specialized 
business  apps.  in  Business 
Ob|ects  Ver  5 1,  Web  Intelligence 
and  related  Business  Objects 
products,  VB  Script,  Oracle  and 
related  RDBMS  and  related 
tools.  US  Workers  only.  Prevailing 
wage  &  benefits.  Travel  to  client 
sites  req'd.  Contact  Evelyn  Logan, 
Sapphire  Consulting,  8  Orange 
St..  Edison,  NJ  08817.  EOE. 


Call  your 
ITcareers  Sales 
Representative 
or  Janis  Crowley. 

1-800-762-2977 


Software  Programmer/Project 
Leader  Lisle,  IL  Software 
programmer/project  leader  to 
work  on  records  management 
system  project,  using  Microsoft 
Delphi,  Visual  C++  and  MS  SQL 
7.0/200  based  management  sys¬ 
tem.  Require  to  analyze  system 
and  business  requirements  and 
develop  software  programs  to 
meet  them  using  Object-Orient¬ 
ed  methodology.  Must  have 
Bachelor  degree  in  science  field. 
1  yr  experience  as  Software 
Prog./Project  Leader  40  h/wk, 
OT  as  needed  8-5  PM  $60,00 
annual  OT  at  OT  rate.  Applicants 
must  show  proof  of  legal  authority 
to  work  in  U.S.  Send  2  cover  letters 
and  2  resumes  to: 
ILLINOIS  DEPARTMENT  OF 
EMPLOYMENT  SECURITY,  401 
South  State  Street  -  7  North, 
Chicago,  IL  60605  Attn:  Brenda 
Kelly,  Ref. 3  V-IL  31538-K  AN 
EMPLOYER  PAID  AD.  NO 
CALLS 


Seeking  qualified  applicants  for 
the  following  position  in  Memphis, 
TN:  Senior  Programmer  Analyst: 
Formulate/define  functional  re¬ 
quirements  and  documentation 
based  on  accepted  user  criteria. 
Requirements:  bachelor's  degree 
or  equivalent*  in  computer  science. 
MIS,  computer  systems  engi¬ 
neering  or  related  field  plus  5 
years  of  experience  in  systems 
/applications  development.  Ex¬ 
perience  with  client/server  tech¬ 
nology  or  object-oriented  analysis: 
C,  C++,  Smalltalk,  Visual  Basic 
or  Java;  and  CORBA  also 
required.  'Master's  degree  in 
appropriate  field  will  offset  2 
years  of  general  experience. 
Submit  resumes  to  Sibi  George, 
FedEx  Corporate  Services, 
1900  Summit  Tower  Blvd.,  Suite 
1400,  Orlando,  FL  32810.  EOE 
M/F/D/V. 


Software  Developer.  Develop 
computer  apps.  s/ware  and  spe¬ 
cialized  util,  programs  using 
OOD,  RDBs,  Network  Security, 
QA,  and  Internet  apps.  Masters 
degree  In  C.S.,  Eng’g  or  sim. 
field  req'd,  as  in  2ys  of  exp.  in  a 
s/ware  devel.  position.  Competi¬ 
tive  Salary.  Resumes  to  Kimber¬ 
ly  Miller,  Dir.  Of  H.R.,  Rose-  Hul- 
man  Institute  of  Technology,  Job 
#1865.04,  5500  Wabash  Av¬ 
enue,  Terre  Haute,  IN  47803 


Software  Engineers  needed. 
Senior  level  positions  available 
for  candidates  possessing  MS 
degree  or  equivalent  and/or 
relevant  work  experience.  1  year 
of  the  experience  must  include 
working  with  Oracle  and  Devel¬ 
oper  2000.  Work  with  the  following: 
Oracle,  PL/SQL,  Developer 
2000  (forms  6i  and  Reports  6i) 
and  Visual  Basic.  Mail  resume, 
references  and  salary  require¬ 
ments  to:  Symbiosis  International, 
3965  Okemos  Road  #B2, 
Okernos,  Ml  48864. 


TECHNICAL 

SBI  is  looking  for  the  following 
positions  for  its  offices  in 
Houston,  TX,  San  Francisco,  CA, 
Warren,  NJ,  Sait  Lake  City,  UT. 
and  Portland,  OR:  Programmer 
Analysts,  Technical  Architects, 
Graphic  Designers,  Business 
Strategists,  Systems  Analysts, 
Software  Eng.  Resumes  by  email 
or  tax  only  to  B.  Tognazzini,  SBI 
and  Company,  410  Townsend 
St,  San  Francisco,  CA  94107 
btognazzini  6  sbiandcompany.co 
m;  fax  (415)  369-6822 


Digeo  seeks  S/W  Engr.  for 
Kirkland,  WA  office.  DESC. 
Dsgn,  dev,  impl,  &  test  multi¬ 
tiered  distrb.  apps.  to  access 
data  on  local  &  remote  RDBMS 
util.  SQL,  Java,  C/C++,  OO 
dsgn  methodologies.  Win,  &  Linux 
/Unix  o/s.  Install,  config,  &  deploy 
web  &  app.  servers.  REQ:  BS  in 
CS,  Math,  Engr,  or  Physics  plus 
2  yrs  exp.  dsgn,  dev,  impl,  &  test 
RDBMS  &  rel.  multi-tiered  distrb. 
apps.  util.  SQL,  Java,  C/C++, 
OO  dsgn  methodologies,  Win,  & 
Linux/Unix  o/s.  Install,  config,  & 
deploy  web  &  app.  servers. 
Prem.  sal  +  bns  &  benes.  Pis. 
reply  to  HR,  Job#  DI-103,  8815- 
122nd  AVE  NE,  Kirkland,  WA 
98033. 


Pro  Softnet  Corporation  has 
multiple  openings  at  its  Woodland 
Hills  office,  and  unanticipated 
client  sites  throughout  the  U.S  for 
the  following  postions:  Software 
Engineers,  Programmer  Analyst, 
Business  Manager,  Management 
Analyst.  Mail  resumes  to  :  Pro 
Softnet  Corp.  21 300  Vicory  Blvd. 
#  1230  Woodland  Hills,  CA 
913007  Attn  R.  Kulkarni  Code 
P101. 


Mphasis-BFL  Ltd.  and  its  subsidiary 
Mphasis  Corporation  has  multiple 
openings  for  the  following  positions 
at  its  offices  in  Santa  Monica, 
New  York  and  unanticipated 
client  sites  throughout  the 
U.S:  Programmer  Analyst  Software 
Engineer,  Project  Manager, 
Management  Analyst, Sales 
Engineer,  Business  Development 
Manager,  Finance  Manager. 
Please  send  resume  and  salary 
history  to:  hr@mphasis.com  or 
mail  to:  HR  444  Park  Avenue 
South,  Suite  #503,  New  York,  NY 
10016 


Responsible  for  coding,  design¬ 
ing  and  re-engineering  Web 
applications  for  clients.  Write 
applications  using  C++, 
Rational  Rose,  UML  and  object 
oriented  analysis  and  design. 
Responsible  for  dealing  with  the 
business  partners  in  gathering 
the  requirements  and  creating 
specifications.  Must  have  a 
Bachelor’s  degree  in  CS  or  for¬ 
eign  degree  equivalent.  Must 
have  1  yrs  of  exp.  in  job  offered. 
Salary  Competitive:  Send 
resume  to:  Raj  Shekaran 
Software  Research  Assoc.  70 
Mansell  Ct.  Ste.  100  Roswell, 
GA  30076. 


SYSTEMS  ARCHITECT  to  serve 
as  chief  architect  for  major  client 
server  projects  using  a  CASE 
Life  Cycle  Methodology.  Serve  as 
a  CASE  Administrator,  providing 
overall  troubleshooting  solutions 
in  an  ORACLE  development 
environment.  Provide  systems 
architectural  solutions  applications 
development  in  a  Client  Server 
Environment.  Conduct  design 
and  development  peer  reviews 
for  quality  assurance.  Mentor 
overall  development  standards 
with  application  teams  and  leads. 
Provide  directional  support  for 
DBA.Production  Control  in  the 
areas  of  performance  evaluation 
and  tuning.  Also  act  as  backup 
DBA.  Require  B.S.  degree  in 
Computer  Science  and  5  years 
experience  in  the  job  offered 
or  5  years  related  experience 
as  Systems  Analyst,  Software 
Consultant  and/or  Software  Pro¬ 
grammer.  Work  experience  must 
include  5  years  of  experience  in 
an  ORACLE  CASE  environment. 
40  hrs/8:00  a.m.  to  5:00  p.m. 
$83,200  per  year,  send  resumes 
to  MDCD/ESA,  P.O.  Box  11170, 
Detroit,  Ml  48202.  Ref.  No. 
202155.  Employer  paid  ad. 


Software  Engineer:  40hr/wk, 
8am-5pm,  $60,209/yr.  Min. 
Requ-M.S.  in  Computer  Science 
or  related.  Develop  the  Net  Event 
Report  system  using  data 
generated  from  OPENVIEW 
system;  object-oriented  design 
using  C/C++,  UNIX,  AIX600, 
AS/400.  Java,  and  HTML;  create 
Net  Event  Report  Data  Base 
in  Oracle;  generate  different 
reports  using  CGI,  network 
management  using  Oracle-web, 
HP-Unix,  Perl  and  CGI;  data¬ 
base  transfer  using  Visual  Basic. 
3  yr  above  exp.  or  in  related 
occupation:  Programmer/Analyst. 
"Employer  Paid  Ad'.  Contact 
MDCD/ESA,  P.O.  Box  11170, 
Detroit,  Ml  48202,  Ref.  #  No. 
202404. 


PROGRAMMER  ANALYSTS 
wanted  by  software  consulting 
co.  in  Houston,  TX.  Must  have 
degree  and  exp.  Respond  by 
resume  to:  Mr.  B.  Hilton,  R/T#10, 
Connective  Technologies,  Inc., 
7676  Hillmont  St„  Ste  120, 
Houston,  TX  77040. 


PROGRAMMER  ANALYST 
wanted  by  computer  consulting 
firm  from  Sugar  Land,  TX.  Must 
have  Computer  Science  degree 
and  exp.  Respond  by  resume 
only  to:  Ms.  B.  Nelson,  Recruiter, 
J/K,  Digital  Consulting  &  Soft¬ 
ware  Services,  One  Sugar 
Creek  Center  Blvd.,  Ste.  #500, 
Sugar  Land,  TX  77478. 


Asst  Vice  Pres.  (Los  Gatos,  CA): 
Manage  all  bus.  for  sale  of  Active 
Matrix  Liquid  Crystal  Display 
technology  in  Japan  &  Asia. 
Oversee  dev.  of  bus.  plans, 
policies,  &  aims  to  Improve  mrkt 
position  &  share.  Apply  bus./en- 
g'g  principles  to  rel'ship  of  Kopin 
&  our  clients.  Travel  to  bus. 
territory.  Qualify  with  BS,  EE  or 
rel.  area,  5  yrs  exp  in  job  or  5  yrs 
In  eng'g  sales  &  mktg.  Send  2 
resumes  to:  NP,  Kopin  Corp., 
695  Myles  Standish  Blvd. 
Taunton,  MA  02780,  an  EOE. 


COMPUTER  PROFESSIONALS 

Opportunities  for: 

•WEB  ARCHITECTS/ 
DEVELOPERS 

•  SYSTEMS  ANALYSTS 

•  WEB  GRAPHIC  DESIGNERS 

•  NETWORK  ENGINEERS 

•  PROGRAMMER/ANALYSTS 

•  SOFTWARE  ENGINEERS 

SKILLS: 

•  COLD  FUSION  •  SPECTRA 

•  ORACLE  •  VISUAL  BASIC 

•  VISUAL  C++  •  SIEBEL  •  ASP 

•  COM,  DCOM  •  JSP  •  HTML 

•  JAVA,  JAVA  BEAN  •  EJB  JAVA 
SERVLETS  •  WEBSPHERE 

•  IBM  MQ  SERIES  •  XML,  UML 

•  MTS  •  CLARIFY  •  PERL 
•OBJECTPERL  •  SPYPERL 

•  SMALLTALK  •  PL/SQL 

•  VISUAL  AGE  •  COBOL,  SPL, 
UNIX 

Visit  our  website  @ 
www.computerhorizons.com 

Attractive  salaries  and  benefits. 
Please  forward  your  resume  to: 
H.R.  Mgr.,  Computer  Horizons 
Corp.  49  Old  Bloomfield  Avenue, 
Mountain  Lakes,  New  Jersey 
07046-1495.  Call  973-299-4000. 
E-mail:  jobs@computerhorizons. 
com.  An  Equal  Opportunity  Em¬ 
ployer  M/F. 


DIRECTOR  OFTECHNOLOGY- 
Interior  Construction  Company 
seeks  Director  of  Technology 
with  the  following  responsibilities: 
Oversee  a  network  of  100  work¬ 
stations,  15  servers  &  a  tech, 
staff  of  2  programmer  analysts  & 
5  network  technicians;  design  & 
build  construction  information 
system  &  integrate  w/existing 
legacy  accounting  system; 
integrate  existing  construction 
technology  with  AIA  standard 
processes  to  streamline  the 
work  processes.  Successful 
candidate  will  have  a  Bachelor's 
degree  in  Computer  Science  or 
Civil  Engineering,  &  1  y  exp.  in 
job  duties  or  1  yr.  exp.  as  Civil 
Engineer.  Experience  in  DB 
programming,  Drywall  technolo¬ 
gies  &  processes  &  NT  networks 
a  must.  Mail  resume  to  Component 
Assembly  Systems,  620  Fifth 
Ave.,  Pelham,  NY  10803,  Attn: 
John  Rapaport. 


♦ 


Sr.  Software  Engineer:  Charlotte. 
N.C.  Full-Time. To  review,  analyze 
and  modify  programming  sys¬ 
tems  as  well  as  develop  Java, 
EJB,  JSP  and  XML,  conduct  unit 
and  integration  testing,  document, 
produce  SQL,  integrate  with 
hardware  group  and  have  profi¬ 
ciency  in  various  Servers.  B.S. 
in  Engineering  or  academic 
equivalent  in  engineering  or 
related  occupation  plus  5  years 
of  progressive  experience  in 
Engineering  is  required.  Fax 
resumes  to  R.  Brinson  (704) 
510-0408. 


Programmer  Analyst  needed  by 
GA  based  IT  firm,  req’d  skills: 
Websphere  Commerce  Suite, 
Websphere  Application  Server, 
OOAD,  RUP,  Java,  C,  C++, 
UML.  Send  Resumes  to  HR 
Dept,  Objects  On  Net,  Inc. 
110  Commerce  Dr,  Suite  111, 
Fayetteville,  GA-  30124 

Software  Engineers,  Atlanta: 
Develop,  support  &  enhance  web 
based  collaborative  software 
tools  in  Unix  &  NT  environ  &  in¬ 
tegrate  legacy  sys.  using  Java, 
XML,  DHTML,  DCOM,  EJB,  JSP, 
Servlets,  OOD-OOP.  Req.  BS  in 
HCI,  1  yr  development  exp  & 
knowledge  of  J2EE,  EJB, 
Servlet  and  JSP.  Fax  resume:  L. 
Anderson,  MediaOcean,  404- 
885-9949 

- ♦ - 


MILLIONS  OF 
READERS 
MILLIONS  OF 
SURFERS 
ONLY 
THOUSANDS 
OF  DOLLARS 
TOTAL  IMPACT 
TOTAL 
SAVINGS 

Put  your  message  in 
IT  careers  and 
ITcareers.com  and 
reach  the  world’ 
best  IT  talent. 

ITcareers 

tAn  kvi  ^  InHw 
180O-7B2  2B77 

IT  careers.com 


Managing  Systems  Engineer: 
manage,  direct  and  oversee  the 
sale  of  software  products  based 
on  his  technical  knowledge  of 
software  system  and  develop¬ 
ment.  Hire,  fire,  and  train  sales 
engineers  and  other  technical 
staff.  Create  sales  strategies.  Su¬ 
pervise  and  assist  in  the  devel¬ 
opment  of  software  products,  as 
well  as  maintenance  and  techni¬ 
cal  support  for  such  products. 
Req.  Bachelor’s  Degree  in  Busi¬ 
ness,  Economics,  or  MIS  with  2 
years  exp.  in  job  offered  or  IT 
Manager.  Must  have  ability  to  in¬ 
stall  CICS.VTAM  and  IMS.  Must 
be  proficient  in  setting  upTCP/IP. 
$1  OOK/yr,  40hr/wk,  9-5.  Send  re¬ 
sume  to  Beta  Systems  Software. 
Inc.  at  1 0  Eastbrook  Bend,  Suite 
101,  Peachtree  City,  GA  30269 


Noetix  seeks  Sr.  S/W  Engr.  for 
HQ  office  in  Bellevue,  WA.  DESC: 
Lead  team  of  developers  & 
engrs.  Arch,  dsgn,  dev,  &  test 
corp.  IS,  RDBMS,  servers  &  rel. 
web  apps.  util.  SQL,  C++,  OO 
dsgn  &  prog,  COM/DCOM, 
ODBC,  MFC,  Win  &  Unix  o/s. 
REQ:  BS  in  Engr,  CS,  Phys,  or 
Math  +  5  yrs.  exp.  dsgn,  dev,  & 
testing  RDBMS  &  rel.  apps.  util. 
SQL,  C++,  OO  dsgn  &  prog.  Win 
&  Unix  o/s.  Plus  1  yr.  exp.  dsgn  & 
dev.  web  apps.  util.  COM/DCOM, 
ODBC  &  MFC.  Prem.  sal.  + 
benes.  Pis.  reply  to  J.  Hubbs,  Job 
#NC-106,  2229-1 12th  Ave  NE, 
Ste.  200,  Bellevue,  WA  98004. 


Software  Engineer  wanted  by 
Noriden  Corp.  in  Piscataway,  NJ. 
Must  have  a  Master's  degree 
in  computer  science  or  related 
fields  with  at  least  two  years 
experience  in  developing  trading 
systems.  Job  duties  include 
designing  and  developing  archi¬ 
tecture  for  trading  systems  using 
object-oriented  technology  and 
various  software  development 
tools,  and  developing  and 
implementing  high  performance 
applications  using  various  data 
communication  protocols,  stan¬ 
dards  and  equipment.  Must  have 
Fixed  Income  and  equity  deriva¬ 
tives  knowledge,  strong  math 
background  and  quantitative 
skills  Please  send  resume  to 
www.noriden.com. 


Become  a  IDicrosoft  Windows  2000  Security  Expert. 

It’s  easy.  Just  point,  click  and  choose  the  format  that  works  best  for  you: 
•CD-ROlil  •Uleb-Based  »Hands-0n  •Uirtual  Classroom 

Uisit  IletSmart  today  at  www.nwnetsmart.com 
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BackSpin 


Mark  Gibbs 


Picturing  a  chindogu 


“Back  Scratcher’s  T-Shirt.  The  fast 
and  logical  solution  to  infernal  itch¬ 
ing.  The  friend  (or  partner)  who 
offers  to  scratch  your  back  is  a  friend 
(or  partner)  indeed.  Except  it  all  goes 
horribly  wrong  when  they  just  can't 
seem  to  locate  the  maddening  itch. 
For  those  who  are  fed  up  of  saying,  ‘Left  a  bit  ...up  a 
bit . . .  right  a  bit . . .  damn!'  comes  a  very  special  T 
shirt,  complete  with  a  battleship-style  itch-locater 
grid.  So  when  the  scratcher  says,  'I'm  scratching  F5,’ 
the  scratchee  can  say,  ‘Try  G7.'" 

—  From  the  International  Chindogu  Society 
(www.nwfusion.com,  DocFinden  1345) 

In  the  beginning,  there  was  snail  mail.  And  the 
geeks  saw  it  was  no  good.  So  after  laboring  days  and 
nights  under  the  influence  of  way  too  much  caffeine 
they  begat  e-mail  and  saw  it  was  pretty  good. 

But  other  geeks  looked  at  e-mail  and  thought  “We 
can  do  better”  and  thus  HTML  mail  was  born  ...  to 
the  disgust  of  many  old-school  purists  who  say  that, 
because  some  e-mail  clients  install  by  default  in  an 
unsecure  state  and  they  believe  that,  on  the  whole, 
users  are  far  too  stupid  to  even  be  trusted  with  a  cof¬ 
fee  spoon,  HTML  mail  is  an  abhorrent  and  egregious 
sin  that  should  be  wiped  from  the  face  of  the  ’Net. 

Be  that  as  it  may  other  geeks  joined  by  righteous 


marketing  wonks  decided  that  yet  more  perversion 
of  e-mail  was  in  order  and  thus  created  “sha-mail.” 

Sha-mail  is  a  Japanglish  word  formed  from  a  con¬ 
traction  of  the  Japanese  word  “shashin”  (which 
means  “photography”)  and  the  root  of  the  techglish 
word  “e-mail.”  Yep,  it  is  the  term  for  photographs  sent 
by  e-mail  but  specifically  from  cell  phones. 

It  turns  out  that  in  Japan,  camera-augmented  cell 
phones  are  all  the  rage  and  have  been  since  Novem¬ 
ber  2000  when  Japan-based  J-Phone  launched  the 
world’s  first  camera-equipped  cell  phones  were 
launched  by  the  Japan-based  J-Phone.  By  March  this 
year,  J-Phone  says  that  more  than  4  million  sha-mail- 
enabled  cell  phones  were  in  circulation  in  Japan. 
And  to  thoroughly  gild  the  lily,  J-Phone  recently 
launched  a  movie  sha-mail  service. 

Now  when  I  first  heard  of  sha-mail  I  thought  that  it 
was  a  fine  example  of  a  chindogu  —  a  Japanese 
word  that  means  “useless  invention.” 

<digression>According  to  the  International 
Chindogu  Society,  “. . .  dogu  is  Japanese  for ‘tool’  and 
chin  is  Japanese  for ‘weird’  (not  to  be  confused  with 
the  Japanese  for ‘penis’ which  is  also  chin). Thus,  a 
chindogu  is  a  weird  tool.” 

To  be  a  true  example  of  a  chindogu  the  invention 
must  actually  do  something  while  being  simultane¬ 
ously  and  for  all  intents  and  purposes  totally  use- 
less.</digression> 


My  first  response  to  sha-mail  was  “So  what?”  The 
pictures  are  of  low  resolution  and  the  transport  ser¬ 
vice  is  expensive  —  all  of  which  sounds  very  much 
like  a  chindogu. 

However,  on  reflection  1  realize  that  given  the  huge 
popularity,  rather  than  being  a  chindogu,  sha-mail  is 
actually  an  extremely  important  indicator  of  what 
people  want  from  technology 

What  people  want  from  technology  is  not  what 
they  get  from  PCs.  Average  computer  users  approach 
their  PCs  with  a  job  in  mind  —  write  a  report, send  a 
message,  find  out  how  fast  the  Dow  is  plummeting. 

But  when  they  start  to  do  any  of  these  things,  they 
are  confronted  with  error  messages  and  warnings. 
They  have  to  come  to  grips  with  maintenance  tasks 
such  as  backups;  installing  and  upgrading  software; 
and  error  checking  and  defragging  drives.  Indeed,  for 
many  users,  what  a  PC  can  do  and  what  they  use  it 
for  are  separated  by  a  Grand  Canyon-sized  gulf. 

In  contrast,  sending  pictures  from  your  sha-mail- 
enabled  phone  is  brain-dead  easy 

Perhaps  the  computer’s  role  in  consumer  commu¬ 
nications  will  come  to  be  less  important  than  the 
role  of  devices  such  as  sha-mail-enabled  cell  phones 
—  which  rather  makes  PCs  look  like  a  chindogu.  But 
you  already  knew  that,  didn’t  you? 

Weird  chins  to  backspin@gibbs.com. 
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uzz  News,  insights,  opinions  and  oddities 


By  Paul  McNamara 


What  is  it  about  e-mailP 

“Hey,  stupid!!!!" 

That  is  the  exact  subject  line  —  right  down  to  the 
four  exclamation  points  —  of  an  e-mail  recently  sent 
to  Network  World.  The  body  of  the  message  is 
equally  cheery,  as  the  sender  accuses  the  recipient  of 
being  "simple  minded"  and  urges  him  to  "wake  up!" 

Three  things  about  this  correspondence  may  sur¬ 
prise  you: 

It  was  not  directed  at  Buzz. 

The  author  actually  did  sign  his  name. 

And  even  after  being  offered  an  opportunity  to  rethink  the  matter,  the  sender  has 
no  apparent  regrets  about  addressing  a  fellow  human  being  in  such  an  utterly  insult¬ 
ing  manner. 

OK,  perhaps  the  third  one  isn't  so  surprising,  given  that  most  of  us  have  encoun¬ 
tered  this  type  of  rudeness  in  our  in-box  at  one  time  or  another. 

But  what  exactly  is  it  about  e-mail  that  convinces  grown-up  men  and  women  that 
it  is  acceptable  to  address  other  people  in  this  manner?  As  someone  who  receives 
an  awful  lot  of  e-mail  from  strangers  —  many  of  whom  do  not  see  eye-to-eye  with 
me  —  the  question  has  long  held  a  certain  fascination. 

So  I  put  that  question  to  Mr.  Hey  Stupid,  hoping  that  perhaps  he  could  offer  insight 
into  the  mindset  that  lets  a  person  behave  so  uncivilly  toward  another.  In  the  interest 
of  encouraging  honest  and  candid  introspection  on  his  part,  I  assured  the  man  that  I 
had  no  intention  of  publishing  his  name  (tempting  though  that  was  . . .  and  remains.) 

Alas,  the  exercise  proved  largely  unenlightening,  but  before  we  get  to  his  reply,  it  is 
only  fair  that  I  share  with  you  the  reason  for  his  wrath. 

It  was  nothing  more  than  a  missing  URL.  More  precisely,  it  was  a  hard-to-find  URL 


in  one  of  our  e-mail  newsletters.  Through  no  fault  of  the  newsletter  writer,  an  adver¬ 
tisement  appeared  between  what  looked  like  the  end  of  the  newsletter  and  a  link  for 
a  white  paper  the  newsletter  had  referenced  and  our  friendly  correspondent  wanted 
to  read.  Mr.  Hey  Stupid  wasn't  the  only  reader  who  had  trouble  finding  the  link, 
although  he  was  the  only  one  who  reacted  as  if  the  writer  had  run  over  his  puppy. 

Here's  how  he  explains  himself: 

"Sorry  to  hurt  [the  newsletter  writer's]  feelings,  but  I  was  upset  and  still  am,”  he 
writes.  "A  'stinger'  in  the  subject  window  invariably  generates  a  response." 

There  you  have  it:  “Hey,  Stupid!!!!”  is  a  "stinger”  that  is  designed  to  elicit  a  reply 
where  presumably  "Dear  Sir"  would  not. 

(By  the  way,  I  never  suggested  to  the  fellow  that  he  had  hurt  anyone's  feelings. 
Trust  me,  he  had  not.) 

That  was  the  sum  total  of  his  introspection.  However,  the  man  did  ramble  on  for 
400  more  words  about  how  grievously  he  had  been  wronged  by  that  URL  business. 

"I  hope  you  get  the  sense  of  this  frustration,"  he  implores. 

Well,  I  certainly  get  a  sense  of  the  man. 

Which  brings  us  back  to  the  main  question:  Why  do  people  rant  like  schoolchildren 
in  e-mail  when,  for  the  most  part,  they  would  never  dream  of  doing  so  on  the  tele¬ 
phone  or  in  person? 

Yes,  e-mail  is  by  nature  impersonal;  there  is  no  direct  eye-to-eye  or  mouth-to-ear 
contact.  Yes,  the  immediacy  of  the  medium  lets  one  flame  first  and  think  later. 

Those  are  the  standard  answers,  but  they  seem  inadequate  given  that  we've  all 
been  using  e-mail  for  some  time  and  should  be  well  acquainted  with  those  pitfalls. 

Maybe  I'm  looking  for  a  complex  explanation  where  none  exists. 

Perhaps  the  answer  is  simply  that  we  share  this  planet  with  a  fair  number  of  rude 
individuals  —  jerks,  to  be  blunt  —  and  there  is  nothing  anyone  can  do  to  keep  these 
folks  from  using  e-mail. 

Got  a  better  theory?  The  address  is  buzz@nww.com. 
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Can  your  software  help  keep  your  business  up  and  running  no  matter  what? 

Ours  can. 

Your  company's  infrastructure  is  far  too  important  to  risk.  That's  why  our  full  range  of  business  continuity  solutions  ensures  you're 
able  to  handle  anything.  BrightStor™  storage  solutions  provide  the  most  comprehensive  data  backup  and  recovery.  eTrust™  security 
solutions  provide  total  protection  for  your  entire  enterprise,  not  just  pieces.  And  Unicenter"’  infrastructure  software  keeps  your  whole 
business  up  and  running  24  x7.  As  your  business  grows  and  becomes  more  complex,  you  need  software  solutions  you  can  rely  on. 
You  may  still  not  know  what's  coming.  But  you  will  know  you're  prepared.  ca.com/continuity 
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